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From  LAN  workstations,  help  desk  personnel  can  call  up  data  from 
NEAT,  an  expert  system  that  identifies  and  helps  resolve  problems  in  the 
SNA/VTAM  network,  and  AIRS,  which  collects  alarms  from  a  variety  of 
network  equipment  and  management  systems. 
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Harris  builds  net  control 
system  to  police  diverse  net 

Integrated  net  mgmt.  tool  will  isolate  net  faults, 
offer  corrective  remedies  for  help  desk  personnel. 

By  Wayne  Eckerson 

Senior  Writer 


Court  strikes  down 
Computer  III  edict 

Judges  say  FCC  erred  in  1986  decision;  ruling 
could  trip  up  ONA,  local  price  caps,  other  plans. 


Novell  set  to 
intro  Comm 
Server  pack 

By  Laura  DiDio 

_ Senior  Editor _ 

SUNNYVALE,  Calif.  —  Novell, 
Inc.  is  scheduled  to  announce  this 
week  its  NetWare  386  Communi¬ 
cations  Services  and  programs 
for  the  product  that  will  enable 
users  to  access  a  range  of  net¬ 
work  environments  from  within 
existing  NetWare  applications. 

The  Comm  Server  is  a  server- 
based  software  product  for  Ver¬ 
sion  3-1  of  Novell’s  NetWare  386 
local-area  network  operating  sys¬ 
tem.  It  is  designed  to  support 
communications  programs  that 
provide  the  necessary  software 
and  protocol  support  to  enable 
NetWare  users  to  access  non-Net¬ 
Ware  resources. 

The  company  will  unveil  sev¬ 
eral  applications  for  the  Comm 
Server  platform  tomorrow,  in¬ 
cluding  NetWare  Services  for 
SAA,  which  lets  users  access  ap¬ 
plications  that  comply  with  IBM’s 
Systems  Application  Architec¬ 
ture,  said  Gerald  Machi,  Novell’s 
director  of  product  marketing  for 
communications  products. 

The  Comm  Server  will  allow 
software  developers  to  build  pro¬ 
grams  supporting  other  LAN-to- 
host  and  LAN-to-LAN  links,  Machi 
said. 

Both  the  Comm  Server  and  the 
NetWare  Services  for  SAA  soft- 
( continued  on  page  52J 


MELBOURNE,  Fla.  —  Harris 
Corp.  last  week  said  it  has  begun 
testing  a  homegrown,  Unix-based 
integrated  net  management  sys¬ 
tem  designed  to  detect  and  re¬ 
solve  problems  on  its  10,000- 
node  IBM  Systems  Network 
Architecture  net. 

The  system  allows  help  desk 
personnel  and  network  operators 
using  X  Window  System  worksta¬ 
tions  to  monitor  and  control  the 
logical  aspects  of  the  SNA  net,  as 
well  as  physical  components 
from  multiple  vendors,  such  as 


transmission  facilities,  multi¬ 
plexers,  channel  service  units, 
bridges  and  other  devices. 

Harris  is  developing  an  expert 
system  correlation  capability 
that  will  enable  the  net  manage¬ 
ment  system  to  cross-reference 
multiple  alarms  to  determine  the 
actual  cause  of  a  network  prob¬ 
lem  and  offer  advice  on  how  to  re¬ 
solve  it. 

Existing  integrated  network 
management  systems  do  not  of¬ 
fer  that  level  of  functionality,  ac¬ 
cording  to  Charlie  Snell,  director 
of  computing  and  communica- 
( continued  on  page  54 ) 


By  Anita  Taff 

Washington  Bureau  Chief 

SAN  FRANCISCO  —  A  federal 
district  court  here  last  week 
struck  down  the  FCC’s  Third 
Computer  Inquiry  decision  in  a 
ruling  that  could  shake  the  regu¬ 
latory  landscape  as  profoundly  as 
the  earthquake  that  rocked  this 
city  last  year. 

A  three-judge  panel  ruled  that 
the  Federal  Communications 
Commission  acted  capriciously  in 
1986  when  it  replaced  rules  re¬ 
quiring  regional  Bell  holding 
companies  to  offer  enhanced  ser¬ 
vices  through  separate  subsidiar¬ 
ies  with  accounting  rules  and  oth¬ 
er  safeguards  designed  to  prevent 
anticompetitive  activities. 

The  court  also  said  the  FCC  im¬ 
properly  preempted  state  regula¬ 
tors  by  applying  its  Open  Net¬ 
work  Architecture  (ONA)  rules  to 
all  enhanced  services,  even  those 
offered  on  an  intrastate  basis. 

The  ruling  calls  into  question 
whether  the  FCC  can  proceed 
with  ONA,  a  key  component  of 
Computer  III  that  spells  out  how 
companies  can  offer  enhanced 
services  from  regulated  units, 
and  it  may  restrict  the  FCC’s  abili¬ 
ty  to  impose  other  federal  regula¬ 
tions,  such  as  price  caps,  on  local 
exchange  carriers.  The  ruling 


could  also  trip  up  legislation 
aimed  at  freeing  the  RBHCs  from 
Consent  Decree  restrictions  on 
information  services  and  manu¬ 
facturing. 

Unless  the  FCC  successfully 
appeals  the  case,  the  RBHCs  will 
have  to  offer  all  enhanced  ser- 
( continued  on  page  54 ) 


The  hubbing 
dilemma  * 
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European  carriers  are  offering 
incentives  to  attract  network  hub 
business  from  U.S.  firms. 

See  story,  page  2. 

Users  rein  in 
ANI  projects 
after  ruling 
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and  is  priced  to  sell.  Page  2. 
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Switched  data  offers 
more  for  larger  users 


By  Daniel  Briere 

Contributing  Editor 

Today’s  switched  data  ser¬ 
vices  from  the  major  inter¬ 
exchange  carriers  and 
Bell  operating  com¬ 
panies  present  users 
with  opportunities  as 
well  as  obstacles. 

Switched  data  ser¬ 
vices  offer  more  flex¬ 
ibility  and  greater 
features  than  ever 
before  —  and  at  more  reason¬ 
able  costs.  Some  switched  56K 
bit/sec  or  64K  bit/sec  data  ser¬ 
vices  are  no  more  expensive 


than  standard  private-line  voice 
services. 

But  the  obstacles  keeping  us¬ 
ers  from  taking  advantage  of 
these  services  are  large: 
a  lack  of  conformity 
in  local  exchange  ac¬ 
cess  and  a  dearth  of 
availability. 

Upon  surveying 
coverage  areas  of  in¬ 
terexchange  carriers 
and  BOCs,  users  can 
reasonably  conclude  that 
switched  data  services  are  still 
a  large-user,  large-applica- 
( continued  on  page  34 ) 


By  Bob  Wallace 

_ Senior  Editor _ 

A  number  of  users  around  the 
country  have  frozen  or  canceled 
ANI  projects  in  the  wake  of  a 
precedent-setting  court  decision 
that  barred  Bell  Telephone  Co.  of 
Pennsylvania  from  offering  call¬ 
er  identification  services  in  that 
state. 

Users  and  analysts  last  week 
said  they  fear  that  other  states 
may  follow  suit  and  even  extend 
the  ban  to  interexchange  ser¬ 
vices,  such  as  800  and  Integrated 
Services  Digital  Network  offer¬ 
ings,  that  support  automatic 
number  identification. 

Two  weeks  ago,  a  state  ap¬ 
peals  court  ruled  that  Bell  of 
Pennsylvania’s  caller  ID  service 
violated  Pennsylvania’s  wiretap 
law  as  well  as  privacy  provisions 
in  the  state’s  constitution,  and  it 
( continued  on  page  52 ) 


AT&T  tries  to  lure  users 
to  Unix  with  superserver 

80486-based  StarServer  E  can  simultaneously  act 
as  a  multiuser  host  and  a  server  for  DOS  clients. 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

ATLANTA  —  AT&T  jumped 
into  the  LAN  superserver  market 
at  last  week’s  Comdex/Spring 
here  writh  the  introduction  of  a 
powerful,  aggressively  priced 
system  that  has  true  symmetrical 
multiprocessing  capabilities. 

AT&T’s  StarServer  E  is  based 
on  Intel  Corp.’s  80486  chip  and 
the  Extended  Industry  Standard 
Architecture  (EISA).  It  is  current¬ 
ly  being  certified  as  a  platform  for 
Novell,  Inc.’s  NetWare  386,  and 
Banyan  Systems,  Inc.  plans  to  en¬ 
sure  that  the  next  version  of 
VINES  (Release  4.0)  runs  on  it. 

But  AT&T  said  it  is  hoping  that 


StarServer  E  will  serve  as  a  vehi¬ 
cle  for  moving  Unix  into  the  gen¬ 
eral  business  environment.  To 
this  end,  AT&T,  in  conjunction 
with  Pyramid  Technology  Corp., 
has  developed  a  symmetrical 
multiprocessing  version  of  Unix, 
System  V  Release  4 . 3 ,  which  it  has 
ported  to  StarServer  E. 

When  running  this  operating 
system  with  the  next  version  of 
LAN  Manager/X,  StarServer  E 
will  be  able  to  act  simultaneously 
as  a  multiuser  host  to  terminals 
and  as  a  server  providing  file, 
print,  application  and  communi¬ 
cations  services  to  DOS  clients. 

“It  integrates  LAN  Manager 
( continued  on  page  52 ) 


European  carriers  hustle 
to  stake  private-line  claim 

Next  few  years  will  determine  their  financial  futures. 


By  Barton  Crockett 

_ Senior  Editor _ 

Because  they  believe  the  next 
few  years  will  be  crucial  in  the 
battle  to  win  international  pri¬ 
vate-line  market  share,  European 
carriers  are  stepping  up  efforts  to 
woo  users  by  lowering  prices  and 
offering  other  perquisites. 

Convinced  that  global  net¬ 
work  architectures  will  be  firmly 
established  and  that  price  differ¬ 
ences  between  carriers  will  be  in¬ 
significant  by  the  mid-1990s,  Eu¬ 
ropean  carriers  are  trying  to  land 
as  many  customers  as  they  can 
now  in  what  is  expected  to  be  a 
rapidly  growing  market. 

“Most  carriers  see  the  next 
few  years  as  critical  for  building 


up  enough  volume  to  keep  unit 
costs  low,”  said  Susan  Mirbach, 
president  of  Westport,  Conn.- 
based  RTT-Belgium  Telecom 
USA,  the  U.S.  subsidiary  of  Bel¬ 
gium’s  national  carrier,  Regie  des 
Telegraphs  et  Telephones  (RTT). 
“There’s  really  a  window  of  op¬ 
portunity  that  everybody’s  trying 
to  take  advantage  of.” 

The  competition  is  focused  on 
the  market  for  hub  locations  of 
international  networks.  U.S. 
companies  typically  run  private 
lines  into  a  central  European  hub 
and  then  route  multiple  private 
lines  from  there  to  other  cities  on 
the  continent. 

European  carriers  compete 
(continued  on  page  54 ) 


Frame-relay  standard  gets 
T-l  mux  makers’  backing 


By  Paul  Desmond 

_ Senior  Editor _ 

A  growing  number  of  T-l  mul¬ 
tiplexer  vendors  stand  poised  to 
throw  their  support  behind  the 
emerging  frame-relay  interface 
specification,  which  promises  to 
ease  local-  and  wide-area  net¬ 
work  integration. 

To  date,  Netrix  Corp.,  New¬ 
bridge  Networks,  Inc.  and  Strata- 
Com,  Inc.  are  the  only  T-l  multi¬ 
plexer  vendors  that  have  an¬ 
nounced  frame-relay  support. 
But  others,  including  AT&T  Para¬ 
dyne,  General  DataComm  Indus¬ 
tries,  Inc.  (GDC),  Network  Equip¬ 
ment  Technologies,  Inc'  (NET), 
Racal-Milgo  and  Timeplex,  Inc., 
recognize  the  technology’s  im¬ 


portance  and  are  at  least  giving  it 
serious  consideration. 

Frame  relay  is  an  emerging  In¬ 
tegrated  Services  Digital  Network 
standard  for  a  high-speed  inter¬ 
face  between  data  communica¬ 
tions  devices.  It  is  often  touted  as 
an  ideal  way  to  link  LANs  over 
wide-area  backbone  networks. 

The  standard  defines  how  a 
device  such  as  a  LAN  bridge  or 
router  can  interact  with  a  back¬ 
bone  device  such  as  a  T-l  multi¬ 
plexer  or  packet  switch  to  secure 
high-bandwidth  links  on  an  as 
needed  basis.  It  also  specifies 
how  to  packetize  data  in  variable 
length  frames,  as  well  as  a  1 6-bit 
header  that  includes  flow'  control 
( continued  on  page  6 ) 


Briefs 


High-speed  net  gets  go-ahead.  The  Na¬ 
tional  Science  Foundation  last  week  awarded  the 
Corporation  for  National  Research  Initiatives  a  $  1 5 
million  grant  to  build  a  1G  bit/sec  high-speed  na¬ 
tional  network.  Private  companies  —  including 
AT&T  and  IBM  —  will  contribute  a  total  of  $100 
million  to  the  project.  The  network  will  be  used  for 
such  applications  as  sending  and  receiving  three-di¬ 
mensional  medical  imaging  and  multimedia  tele¬ 
conferencing. 

Flying  high  with  FDDI.  The  Strategic  Air 
Command  at  Offutt  Air  Force  Base  in  Nebraska  held 
a  ribbon-cutting  ceremony  Friday  to  unveil  its  Fiber 
Distributed  Data  Interface  local-area  network.  The 
LAN  was  built  under  contract  with  Unisys  Corp., 
which  developed  the  FDDI  products  but  later  turned 
them  over  to  its  subsidiary,  Timeplex,  Inc. 

Timeplex  announced  the  products  in  January  as 
its  Time/LAN  1 00  family  of  concentrators  and  rout¬ 
ers  (“Timeplex  unwraps  internetwork  tools  for 
FDDI,  other  local  nets,”  NW,  Feb.  5).  Timeplex  is 
billing  the  project  as  one  of  the  world’s  largest  FDDI 
LANs. 

Hitachi  reports  chip  advance.  Hitachi, 
Ltd.  last  week  said  it  has  developed  a  working  proto¬ 
type  of  a  64M-byte  computer  memory  chip  that 
could  pave  the  way  for  desktop  supercomputers. 
The  largest  capacity  chip  commonly  used  today  is  a 
lM-byte  device,  although  several  manufacturers  are 


now  shipping  4M-byte  chips  as  wrell.  Hitachi  de¬ 
clined  to  say  when  the  chip  will  be  ready  for  com¬ 
mercial  production. 

OSI  net  management  advances.  The 

Open  Systems  Interconnection/Network  Manage¬ 
ment  Forum  (OSI/NM  Forum)  this  week  will  intro¬ 
duce  specifications  that  will  enable  members  to 
build  OSI-based  integrated  network  management 
applications  supporting  fault  and  configuration 
management.  The  group  will  also  announce  a  time¬ 
table  for  the  release  of  its  second  and  third  set  of 
specifications,  which  specify  how  to  build  applica¬ 
tions  supporting  performance,  accounting  and  se¬ 
curity  management. 

The  vendor  group  will  also  reveal  details  about  a 
suite  of  conformance  tests  it  jointly  developed  with 
the  Corporation  for  Open  Systems  International 
and  the  Standards  Promotion  and  Application 
Group  to  ensure  that  OSI-based  management  appli¬ 
cations  conform  to  OSI/NM  Forum  guidelines. 

Racal  InterLan  axes  projects,  staff. 

Racal  InterLan  last  week  said  it  pulled  the  plug  on 
its  LMN  Server  and  LIMES  Gateway  software  prod¬ 
ucts,  which  were  being  developed  to  integrate  LAN 
Manager  and  Novell,  Inc.  NetWare  nets.  The  compa¬ 
ny  also  laid  off  50  workers,  25%  of  its  work  force. 
Sources  within  Racal  InterLan  said  the  company  de¬ 
cided  to  halt  production  of  products  because  “the 
market  for  LAN  Manager  never  materialized.” 
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Let’s  say  you  wanted  to  build  the  most 
reliable  800  network  in  the  world.  And 
give  it  the  most  sophisticated  features. 

You  could  start  with  an  operation 
that  began  over  100  years  ago.  And 
upgrade  it  one  part  at  a  time.  By  adding 
digital  switches  here,  fiberoptic  lines 
there,  and  doing  your  best  to  make 
this  multi-layered  system  work  like 
one  piece. 

Or  you  could  build  a  network  that 


actually  is  one  piece.  And  at  US  Sprint? 
that’s  exactly  what  we’ve  done.  We 
started  in  1986,  and  built  our  entire  net¬ 
work  from  the  ground  up.  With  the  same 
equipment  at  every  location.  And  100% 
digital  fiberoptic  lines.  Nationwide. 
Technically,  we  call  this  approach  flat  archi¬ 
tecture.  But  in  non-technical  terms,  it 
means  there’s  a  lot  less  to  go  wrong. 

This  simple  approach  also  makes  it  easy 
to  give  you  enhanced  features  like  call 


allocation,  command  routing,  and  ANI 
delivery.  So  you  can  make  it  much  easier 
for  customers  to  get  in  touch  with  you. 

As  new  features  are  developed,  adding 
them  is  a  simple  matter  of  programming 
Because  of  all  this,  we  can  give  you 
the  most  sophisticated  800  service  in 
the  world.  And  the  most  reliable. 


1-800-877-2000. 

01990  US  Sprint  Communications  Company  Limited  Partnership 
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Firm  promises  LU  6.2,  SQL 
support  for  Net/Master 

Systems  Center  details  its  upgrade  strategy  to 
address  issue  of  multivendor  net  management. 


By  Paul  Desmond 

_ Senior  Editor _ 

DALLAS  —  Systems  Center, 
Inc.  last  week  detailed  forthcom¬ 
ing  enhancements  to  its  Net/Mas¬ 
ter  SNA  network  management 
system,  including  support  for 
IBM’s  LU  6.2  protocol  and  an  SQL 
data  base  verb  set,  both  of  which 
address  multivendor  net  manage¬ 
ment. 

At  the  Systems  Center  1990 
Annual  User  Conference  here, 
the  company  also  committed  to 
providing  a  data  mapping  facility 
that  will  help  users  write  applica¬ 
tions  to  manage  multivendor  net¬ 
works  and  promised  to  provide 
software  that  will  enable  custom¬ 
ers  to  use  any  Net/Master  man¬ 
agement  console  to  view  the  net¬ 
work  as  a  single  entity. 

Analysts  said  the  announce¬ 
ments  could  lure  more  customers 
to  Net/Master,  which  many  con¬ 
sider  to  be  easier  to  use  and  more 
versatile  than  IBM’s  NetView. 

“Net/Master  is  where  NetView 
ought  to  be  in  two  years,”  said 
Bart  Stuck,  president  of  Business 
Strategies,  a  consultancy  in  West- 
port,  Conn.  “The  enhancements 
will  help  [Systems  Center]  and 
will  also  keep  IBM  honest.” 

LU  6.2  support 

Systems  Center  said  it  will  add 
support  for  IBM’s  LU  6.2, 
Advanced  Program-to-Program 
Communications  protocol  into 
Net/Master’s  fourth-generation 


Network  Control  Language 
(NCL).  IBM  has  promised  to  an¬ 
nounce  a  similar  capability  for 
NetView  by  the  end  of  the  year. 

LU  6. 2  will  let  users  write  pro¬ 
grams  in  NCL  that  can  communi¬ 
cate  with  any  other  program  or 
workstation  supporting  LU  6.2, 
said  Steve  Dawson,  general  man¬ 
ager  of  customer  services  and  a 
founder  of  Software  Develop¬ 
ments  International  Pty.,  Ltd. 
(SDI).  The  Australia-based  devel¬ 
oper  of  Net/Master,  SDI  was  ac¬ 
quired  by  Systems  Center  in  a 
deal  completed  last  week. 

Systems  Center  is  planning  to 
use  LU  6.2  to  develop  graphics 
applications  that  not  only  pro¬ 
vide  network  maps  showing  out¬ 
ages,  but  that  also  include  a  Pre¬ 
sentation  Manager-based  inter¬ 
face  to  problem  determination 
programs  for  session  tracking 
and  diagnostics. 

LU  (l2  could  also  be  used  to 


forge  links  from  non-Systems 
Network  Architecture  manage¬ 
ment  systems  to  Net/Master.  Sys¬ 
tems  Center  is  talking  to  a  num¬ 
ber  of  vendors  regarding  links  to 
their  systems,  although  Dawson 
declined  to  name  them. 

Systems  Center  said  it  would 
also  support  SQL  in  Net/Master, 
which  will  help  address  multiven¬ 
dor  net  management.  Initially, 
the  company  will  provide  an  in¬ 
terface  to  IBM’s  DB2  relational 
data  base  management  system, 
but  that  could  be  extended  to  oth¬ 
er  DBMSs  in  the  future. 

Links  to  relational  DBMS 
products  help  create  a  single  logi¬ 
cal  repository  for  all  net  manage¬ 
ment  data.  The  repository  can  be 
used,  for  example,  to  store  con¬ 
figuration  data  that  is  of  use  when 
tracking  faults  or  performance 
data  used  for  trend  analysis. 

Frank  Dzubeck,  president  of 
the  Washington,  D.C.  consultan¬ 
cy  Communications  Network  Ar¬ 
chitects,  Inc.,  said  that  while  sup¬ 
port  for  SQL  is  a  good  sign,  users 
should  recognize  that  there  are 
currently  incompatibilities  in 
each  vendor’s  management  in¬ 
formation  bases,  which  define 
managed  elements  in  the  net- 
( continued  on  page  6 ) 


Product 

Group  30 

Processor 
Group  40 

Group  50 

Net/Master  -  Systems  Center 
Version  2.1 

$45,080 

$49,840 

$54,250 

Net/Master  •  Cincom  Systems 
Version  2.1 

$47,340 

$56,000 

$56,000 

NetView  Release  3 

$49,680* 

$54,720* 

$60,120* 

Comparable  net  management  software  packages  for  IBM  MVS/XA  host. 
Systems  Center,  Inc.  recently  acquired  Net/Master  marketing  rights  from 
Cmcom  Systems,  Inc.  ‘Based  on  monthly  rental  fee. 
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AT&T  entices  EPSCS  firms 
to  switch  to  Tariff  12  deal 

Dozen  users  share  Tariff  12  under  Option  51  plan 
for  SDN,  800  services,  dedicated  T-1  backbone. 


By  Ellen  Messmer 

Washington  Correspondent 

WASHINGTON,  D.C.  —  AT&T 
last  week  announced  plans  to  mi¬ 
grate  1 2  of  the  14  users  of  its  En¬ 
hanced  Private  Switched  Commu¬ 
nications  Service  (EPSCS)  to 
network  services  offered  as  a 
package  deal  under  Tariff  1 2. 

EPSCS  is  a  shared  private-line 
network  that  AT&T  has  provided 
for  about  1 1  years  to  a  group  of 
large  companies  including  Alu¬ 
minum  Co.  of  America,  Conrail 
Corp.,  LTVCorp.,  PPG  Industries, 
Inc.,  Quantum  Chemical  Corp., 
USX  Corp.  and  Xerox  Corp. 

AT&T  declined  to  divulge 
which  companies  w'ould  move 
over  to  the  Tariff  12  deal.  Tom 
Elias,  president  of  the  EPSCS  us¬ 
ers  association  and  LTYs  corpo¬ 
rate  telecommunications  manag¬ 
er.  also  declined  to  comment. 

AT&T  said  it  would  continue 


to  offer  EPSCS  for  users  that  de¬ 
cide  not  to  migrate  to  the  Tariff 
1 2  deal,  which  is  said  to  include 
Software-Defined  Network  and 
800  services,  as  well  as  a  dedicat¬ 
ed  T-1  backbone. 

Unlike  other  Tariff  12  ar¬ 
rangements,  the  current  offering 
was  filed  under  Option  5 1 ,  which 
enables  several  users  to  band  to¬ 
gether  to  receive  a  single  tariff  of¬ 
fering. 

Last  April,  Xerox  bailed  out  of 
EPSCS  in  favor  of  a  Tariff  12 
package  and  encouraged  other 
users  to  follow  its  lead.  AT&T  said 
Xerox’s  Tariff  12  plan  would  be 
folded  into  the  group  offering. 

Under  the  Tariff  12  filing, 
each  user  must  assume  at  least  $2 
million  in  minimum  annual 
charges. 

According  to  tariff  filings, 
measured  rate  charges  for  voice 
calls  start  at  1.26  cents  for  the 


initial  18  seconds  of  a  domestic 
night  call  and  0.43  cents  for  each 
additional  six  seconds  of  mea¬ 
sured  time.  AT&T  charges  1.4 
cents  for  an  18-second  business 
day  call  and  0.47  cents  for  each 
additional  six  seconds.  AT&T  is 
charging  32  cents  for  the  first  30 
seconds  of  a  peak  9  a.m.  to  1  p.m. 
call  to  London  and  6.4  cents  for 
each  additional  six  seconds. 

The  basic  monthly  service 
charge  for  the  group  stands  at 
$4,853,892.  AT&T  is  discounting 
$42,310  per  month  off  the  basic 
monthly  charge  for  the  first  six 
months  as  a  promotion. 

Under  Option  51,  the  group 
will  receive  800  T-1  lines,  204 
56K  bit/sec  lines  and  2,573  cir¬ 
cuits  ranging  in  speed  from  1 ,200 
to  9-6K  bit/sec. 

Members  of  the  Option  51 
group  may  request  changes  to  the 
initial  network  configuration,  but 
changes  must  maintain  80%  of 
the  initial  configuration  unless 
AT&T  approves  the  change. 

Each  customer  has  to  define 
the  portion  of  the  basic  charge 
and  the  minimum  annual  charge 
it  will  shoulder,  as  well  as  make 
commitments  for  monthly  voice, 
data  and  international  usage.  □ 


Users  decry  price  plan  for 
DEC’S  LanWorks  for  Mac 

Site,  usage  licenses  are  more  attractive,  users  say. 


By  Laura  DiDio 

■ _ Senior  Editor _ 

Some  Apple  Computer,  Inc. 
Macintosh  users  last  week  said 
they  will  pass  over  Digital  Equip¬ 
ment  Corp.’s  recently  introduced 
LanWorks  for  Macintosh  software 
because  DEC’S  licensing  policy 
makes  the  product  too  expensive. 

DEC’S  LanWorks  for  Macin¬ 
tosh,  introduced  last  month,  is  a 
set  of  14  bundled  software  ser¬ 
vices  that  enables  a  VAX  to  act  as 
a  server  for  Macintoshes  and  lets 
Macintosh  users  exchange  data 
and  electronic  mail  with  other 
systems  on  DECnets. 

LanWorks  also  includes  an  X 
Window  System  capability  and 
support  for  DEC’S  Local  Area 
Transport  protocol,  which  lets 
users  bypass  terminal  servers  to 
establish  direct  sessions  with  VAX 
hosts. 

DEC  has  priced  the  software  at 
$295  per  Macintosh. 

Some  Macintosh  users  are  dis¬ 
mayed  over  the  pricing  structure 
because  third-party  software  sup¬ 
pliers  offer  more  liberal  site  li¬ 
censes  and  concurrent  user  li¬ 
censes  for  Macintosh-to-VAX  E- 
mail  or  file-sharing  products.  In 
addition,  they  said  that  under  the 
current  price  structure,  Lan¬ 
Works  is  only  economical  for 
businesses  with  fewer  than  10 
Macintosh  nodes. 

The  users  said  other  Macin¬ 
tosh/VAX  connectivity  software 
—  while  not  offering  all  the  fea¬ 
tures  of  LanWorks  —  is  more 
economical  for  large  users.  They 
added  that  DEC’S  packaging  of 
LanWorks  forces  them  to  buy  fea¬ 
tures,  such  as  X  Window  support, 
that  they  do  not  currently  need. 

“The  LanWorks  pricing  is  ter¬ 
rible,”  said  Paul  Heckel,  an  inter¬ 
nal  consultant  for  utility  services 
at  Liberty  Mutual  Insurance  Co.  in 
Portsmouth,  N.H.  Liberty  Mutual, 
which  uses  both  Alisa  Systems, 
Inc.  and  Pacer  Software,  Inc.  soft¬ 
ware,  was  a  beta-test  site  for  Lan¬ 
Works.  The  insurer  currently  has 
2,000  networked  Macintoshes 
connected  to  VAX  hosts,  and 
Heckel  said  the  company  expects 
to  double  that  number  within  the 
year. 

“It’s  a  good  product,  but  it 
would  be  much  too  expensive  to 
switch  from  third-party  software 
to  DEC  for  just  the  file,  print  and 
terminal-emulation  services  we 
now  use.  It  would  cost  us 
$600,000  for  2,000  users  for  ser¬ 
vices  we  have  already,”  Heckel 
said. 

Wendy  McLeod,  senior  project 
leader  in  charge  of  office  automa¬ 
tion  at  Bank  of  Bermuda  in  Ham¬ 
ilton,  Bermuda,  agreed.  The  bank 
has  500  Macintoshes  and  100 
personal  computers  linked  to  a 
large  VAX  cluster.  “The  fact  that 
DEC  is  pricing  LanWorks  on  a  per- 


client  software  basis  is  a  big  turn¬ 
off  for  us,”  McLeod  said.  “The 
pricing  structure  alone  could 
eliminate  it  from  consideration.” 

The  Bank  of  Bermuda  now 
uses  PacerLink  as  well  as  Pacer 
file  and  terminal-emulation 
packages  for  file  sharing  on  its 
Macintosh  local-area  networks. 

“One  of  the  main  reasons  we 
chose  Pacer  is  that  its  licensing 
costs  are  based  on  [the  number 
of]  concurrent  user  logons;  we 
pay  as  we  use  it,”  McLeod  said. 

John  Farago,  systems  director 
at  the  City  University  of  New 
York’s  (CUNY)  Law  School  in 
Flushing,  which  has  200  net¬ 
worked  Macintoshes,  was  similar¬ 
ly  confused  about  DEC’S  reasons 
for  pricing  LanWorks  on  a  per- 
workstation  basis. 

“Almost  everyone  I’ve  spoken 
with  at  recent  [DEC  user]  and  Mac 
[information  systems]  meetings 

Dec’s  packaging  of 
LanWorks  forces  users 
to  buy  features  they  do 
not  currently  need. 


is  stunned  by  the  pricing  struc¬ 
ture,”  Farago  said. 

He  explained  that  while 
CUNY’s  Law  School  is  willing  to 
evaluate  LanWorks,  it  has  no 
plans  to  switch  its  current  com¬ 
plement  of  Pacer  software  prod¬ 
ucts  in  favor  of  the  new  offering. 

However,  DEC’S  Katrina  Hol¬ 
man,  marketing  manager  of  Mac¬ 
intosh  integration  in  the  PC  Inte¬ 
gration  marketing  group,  said 
users  get  a  lot  more  software  for 
their  money  with  LanWorks. 

“Although  it  is  unusual  to  li¬ 
cense  software  on  a  client  basis, 
I’m  surprised  to  hear  that  users 
are  upset.  I’ve  personally  spoken 
with  about  1 00  users,  and  they  all 
say  that  LanWorks  is  a  tremen¬ 
dous  value,”  she  said.  “We’re  giv¬ 
ing  them  about  $2,000  worth  of 
software  for  under  $300.” 

Holman  said  that  the  company 
is  sticking  by  its  pricing  policy. 

“Pricing  LanWorks  on  a  per- 
workstation  or  per-client  basis 
means  that  we’re  letting  single 
personal  computer  and  worksta¬ 
tion  users  access  multiple  servers 
and  hosts,  and  that  allows  for  the 
most  efficient  use  of  net  services 
and  resources,”  Holman  said. 

According  to  Holman,  DEC  be¬ 
lieves  users  will  realize  the  cost 
benefits  and  economies  of  shar¬ 
ing  network  resources  associated 
with  DEC’S  pricing  policy  once 
they  try  LanWorks.  □ 
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WE’RE  the  ti  supplier  with  total 

NETWORK  SOLUTIONS. 

It  may  not  be  common  knowledge, 
but  Codex  has  been  connected  with  Tl  and 
other  digital  technologies  almost  as  long  as 
Tl  has  been  connecting  information  centers. 

In  fact,  Codex  was  one  of  the  first 
to  see  the  cost  and  availability  advantages 
of  fast  packet  technology  for  Tl  networks. 

But  no  Tl  network  can  stand  alone. 
It  has  to  be  part  of  a  complete  network 
solution.  And  there’s  no  Tl  supplier  better 
at  total  network  solutions  than  Codex. 

We  have  28  years’  experience 
designing,  installing  and  supporting 
multi-technology  networks  in  44  countries 
worldwide.  Including  more  Tl  fast  packet 
networks  than  anyone  else. 

Which  explains  why  we  can  offer  the 
best  solution  for  integrating  Tl  into  your 
current  information  systems  environment. 

If  you’d  like  to  learn  more  about  our 
Tl  capabilities,  call  us  at  1-800-426-1212 
ext.  7232.  We’ll  send  you  a  free  copy  of  our 
'Applications  Booklet  of  Tl  Fast  Packet 
Technology’.’  It’s  the  first  step  in  finding  out 
what  our  experience  can  do  for  you. 
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Promised  board  links  LANs  to  IDNX 


REDWOOD  CITY,  Calif.  — 
Network  Equipment  Technol¬ 
ogies,  Inc.  (NET)  is  promising  to 
provide  a  board  for  its  Integrat¬ 
ed  Digital  Network  Exchange 
(IDNX)  T-l  multiplexer  that  will 
support  the  direct  connection  of 
local-area  networks  to  the 
IDNX. 

“It’s  a  general-purpose  pack¬ 
et  switch  that  can  support  a  vari¬ 
ety  of  things,  including  LAN  in¬ 
terconnection,  X.25  and  frame 
relay,”  said  David  Owen,  direc¬ 
tor  of  product  marketing  at  NET. 

The  board  will  essentially  be 
a  LAN  router  that  fits  into  the 
IDNX,  Owen  said.  It  will  act  as  a 
LAN  node  and  support  traffic  at 
the  LAN's  native  speed,  enabling 
the  device  to  examine  traffic  to 
determine  which  packets  should 
be  picked  off  and  routed  through 
the  T-l  multiplexer  to  remote 
sites. 

Owen  declined  to  say  what 
trunk  speeds  the  board  would 


support,  when  it  would  be  avail¬ 
able  or  how  much  it  would  cost. 

The  board  is  being  developed 
as  part  of  NET’S  technology 
sharing  agreement  with  cisco 
Systems,  Inc.  It  consists  of  two 
main  components:  a  high-speed 
packet  engine  and  LAN  intercon¬ 
nection  logic. 

“The  [packet]  engine  that 
we’re  talking  about  has  the  abili¬ 
ty  to  route  several  thousand 
packets  per  second,”  which 
makes  it  competitive  with  any 
currently  available  packet 
switch,  Owen  said. 

The  board  is  expected  to  pro¬ 
vide  more  than  just  LAN  inter¬ 
connection  functions,  Owen 
said.  NET  is  looking  at  market 
needs  in  other  areas,  including 
frame  relay  and  X.25,  and  will 
add  those  capabilities  as  the 
market  demands. 

NET’S  proprietary  board  will 
offer  higher  performance  than 
frame-relay  interfaces  but  will 


work  only  with  other  IDNXs  out¬ 
fitted  with  the  same  device. 
Frame-relay  implementations 
promise  to  provide  multivendor 
interoperability  by  adhering  to  a 
standard. 

NET  is  also  working  on  capa¬ 
bilities  that  will  support  the  dy¬ 
namic  allocation  of  bandwidth 
to  packet-switched  or  circuit- 
switched  applications  as  need¬ 
ed,  so  all  applications  could 
compete  for  the  same  band¬ 
width. 

That  would  obviate  the  need 
to  split  the  backbone  bandwidth 
among  dedicated  voice,  data  and 
video  applications.  Instead,  all 
applications  would  compete  for 
a  single  bandwidth  pool,  Owen 
said. 

NET  already  provides  some 
flexibility  today  in  bandwidth  al¬ 
location,  such  as  changing  the 
configuration  according  to  time 
of  day. 

—  Paul  Desmond 


Frame-relay  standard  gets  votes 


US  Sprint  intros  VPN  plan, 
contract  options,  discounts 

Carrier  offers  users  slew  of  incentives  to  sign  up. 


By  Bob  Wallace 

Senior  Editor 


continued  from  page  2 

bits  and  routing  data. 

That  improves  overall 
throughput  since  data  frames  do 
not  have  to  be  routed  off  the  back¬ 
bone  and  through  intermediate 
bridges  and  routers  to  determine 
the  data’s  ultimate  destination.  It 
also  cuts  hardware  costs  by  en¬ 
abling  a  device  to  support  multi¬ 
ple  remote  destinations  from  a 
single  local  I/O  port. 

NET  is  leaning  toward  sup¬ 
porting  frame  relay  on  its  Inte¬ 
grated  Digital  Network  Exchange 
(IDNX)  T-l  multiplexer  family, 
but  the  company  will  first  offer  a 
proprietary  IDNX  board  that  in¬ 
corporates  the  function  of  a  rout¬ 
er  and  a  high-performance  pack¬ 
et  switch.  That  equipment  will 
support  direct  LAN  connections 
(see  “Promised  board  links  LANs 
to  IDNX,”  this  page). 

The  company  may  later  adapt 
the  board  to  support  frame  relay, 
said  David  Owen,  director  of 
product  marketing  at  NET.  “It 
seems  that  frame  relay  is  going  to 
be  an  important  standard,  and 
therefore,  in  all  probability,  it’s 
something  we  will  do,”  he  said. 

Timeplex  also  acknowledges 
that  it  is  working  on  frame-relay 
technology,  along  with  other 
backbone-switching  technologies 
such  as  cell  relay,  which  works  at 
speeds  of  45M  bit/sec  and  above. 

“We  are  absolutely  working 
on  all  of  these  technologies,” 
said  Timeplex  President  Dewaine 
Osman.  Having  been  burned  in 
the  past  by  announcing  products 
that  missed  their  scheduled  ship 
dates,  Timeplex  today  is  careful 
not  to  disclose  its  product  plans 
too  far  in  advance,  Osman  said. 

AT&T  Paradyne  said  it  has 
done  work  with  frame-relay  tech¬ 
nology  but  declined  to  say  that 
means  it  is  developing  a  product. 


GDC  also  made  no  commitment 
but  said  the  development  that 
went  into  the  ISDN  Primary  Rate 
Interface  for  its  T-l  multiplexers 
will  be  helpful  should  it  opt  to 
support  frame  relay. 

Racal-Milgo  has  already  an¬ 
nounced  a  bridge/router  that 
supports  frame  relay  but  has  not 
yet  decided  whether  it  will  sup¬ 
port  the  standard  on  its  T- 1  multi¬ 
plexers. 

Newbridge  is  the  only  tradi¬ 
tional  circuit-switched  T-l  multi- 
plexeiKvendor  to  date  to  an¬ 
nounce  frame-relay  support. 
Netrix  and  StrataCom  both  al¬ 
ready  supported  some  type  of 
packet  switching  across  their 
backbone  nodes.  Codex  Corp. 
and  Infotron  Systems  Corp.  will 
likely  offer  frame-relay  support 
through  existing  OEM  deals  with 
StrataCom  and  Netrix,  respec¬ 
tively. 

Newbridge  announced  it  will 
support  frame  relay  through  a 
new  Distributed  Communications 
Processor  module  for  its  3600 
MainStreet  Bandwidth  Manager 
multiplexer,  according  to  David 
Helfrich,  director  of  marketing. 

The  product  will  format  data 
from  attached  LANs  into  the 
frame-relay  standard  and  pass  it 
unchanged  over  the  circuit- 
switched  backbone.  With  the 
Newbridge  multiplexer,  as  with 
any  other  circuit-switched  multi¬ 
plexer,  backbone  bandwidth  will 
have  to  be  divided  between  cir¬ 
cuit-switched  applications,  such 
as  voice,  and  frame-relay  applica¬ 
tions.  Analysts  said  this  is  an  im¬ 
portant  difference  in  the  way  cir¬ 
cuit-switched  multiplexers  han¬ 
dle  frame-relay  data  as  compared 
to  StrataCom’s  IPX,  which  is 
based  on  a  proprietary  fast  pack¬ 
et  switching  technology. 


StrataCom’s  IPX  supports 
both  voice  and  data  in  its  propri¬ 
etary  fast  packet  mode.  That 
means  users  are  not  forced  to 
dedicate  some  bandwidth  to  voice 
and  some  to  data,  and  they  can 
better  utilize  the  available  band¬ 
width,  said  David  Passmore,  a 
partner  with  Network  Strategies, 
the  network  consulting  practice 
of  Ernst  &  Young  in  Fairfax,  Va. 

Because  all  applications  com¬ 
pete  for  the  backbone  bandwidth, 
a  frame-relay  application  can  ac¬ 
cess  the  entire  backbone  when  it 
has  data  to  transmit,  thus  offer¬ 
ing  greater  throughput.  A  frame- 
relay  application  on  a  circuit- 
switched  multiplexer  can  only 
access  some  fraction  of  the  total 
backbone  bandwidth. 

On  the  other  hand,  with  cir¬ 
cuit-switched  multiplexers,  the 
frame-relay  application  is  guar¬ 
anteed  access  to  the  bandwidth 
set  aside  for  it.  “It  doesn’t  have  to 
compete  with  the  voice  traffic,  so 
you  don’t  have  to  worry  about 
lots  of  voice  clobbering  your 
data,”  Passmore  said. 

If  the  network  is  not  correctly 
engineered  to  support  peak 
loads,  there  is  more  risk  of  losing 
voice  or  data  with  fast  packet  as 
compared  to  circuit  switching, 
but  there  is  also  more  potential 
benefit  in  terms  of  bandwidth  uti¬ 
lization,  he  said. 

Circuit-switched  multiplexer 
vendors  said  their  products  can 
provide  those  same  benefits  if 
bandwidth  requirements  are  stra¬ 
tegically  defined,  which  they  said 
is  the  same  prerequisite  for  suc¬ 
cess  with  fast  packet. 

Eventually,  more  vendors  are 
expected  to  implement  back¬ 
bone-switching  architectures  re¬ 
lated  to  StrataCom’s,  although 
they  will  be  based  on  emerging 
standards  for  cell-relay  switch¬ 
ing,  which  operates  at  speeds 
above  45M  bit/sec.  □ 


WASHINGTON,  D.C.  —  US 
Sprint  Communications  Co.  re¬ 
cently  introduced  new  versions 
of  its  Virtual  Private  Network 
(VPN)  service,  long-term  con¬ 
tract  options  and  volume  dis¬ 
counts,  as  well  as  promotional 
discounts. 

US  Sprint  also  boosted  day¬ 
time  rates  for  on-net  calls  by  an 
average  of  7%  and  on-net  to  off- 
net  calls  by  about  10%.  But  the 
carrier  dropped  rates  for  off-net 
to  off-net  calls  an  average  of  3%- 
US  Sprint  established  a  onetime 
$5,000  VPN  setup  charge  as  well. 

The  VPN  changes  took  effect 
June  1. 

New  VPN  packages 

VPN  is  now  available  in  two 
packages,  each  with  a  group  of 
standard  and  optional  service 
features.  Previously,  US  Sprint 
offered  a  single  VPN  package  to 
all  users. 

Option  1,  designed  for  low- 
end  users,  includes  features  such 
as  1 0-digit  dialing  for  on-net  calls 
and  seven-digit  dialing  for  sta- 
tion-to-station  calls,  which  are  di¬ 
rect-dialed  calls  between  sites. 
Option  1  users  can  also  take  ad¬ 
vantage  of  accounting  codes  for 
billing,  class  of  service  screening, 
international  calling  and  three- 
digit  speed  numbers.  Users  can 
access  VPN  with  switched  or  dedi¬ 
cated  lines. 

Option  1  customers  can  also 
use  the  VPN  56  Capability,  which 


Firm  promises 
LU  6.2  support 

continued  from  page  4 
work.  Being  able  to  access  anoth¬ 
er  vendor’s  data  base  using  SQL  is 
a  step  in  the  right  direction,  but  it 
does  not  eliminate  those  incom¬ 
patibilities,  he  said. 

To  help  users  write  applica¬ 
tions  that  support  multiple  ven¬ 
dors’  equipment,  Systems  Center 
will  provide  a  new  facility  called 
Mapped  Data  Structures.  Users  or 
Systems  Center  can  create  maps 
that  define  how  a  particular  ven¬ 
dor  structures  data.  A  program¬ 
mer  can  then  use  the  maps  when 
writing  applications  to  bring 
those  devices  under  Net/Master 
control. 

The  software  will  be  of  partic¬ 
ular  use  to  Open  Systems  Inter¬ 
connection  network  manage¬ 
ment,  Stuck  said,  since  users 
could  employ  it  to  convert  any 
vendor’s  data  structure  to  the  OSI 
Abstract  Syntax  Notation  One 
specification. 

Systems  Center  will  also  beef 
up  Net/Master’s  control  of  logi¬ 
cal  software-related  network  en¬ 
tities  with  enhancements  to  the 


enables  them  to  transmit  data  at 
56K  bit/sec  over  the  virtual  net, 
and  the  VPN  FONCard  feature, 
which  lets  company  employees 
place  off-net  to  on-net  calls  using 
the  US  Sprint  FONCard. 

Discounts  available  under  Op¬ 
tion  1  start  at  4%  for  customers 
with  $10,000  to  $14,999  of 
monthly  usage  and  range  to  21% 
for  users  that  spend  more  than 
$300,000  each  month.  The  dis¬ 
counts  cover  on-net  to  on-net, 
on-net  to  off-net  and  off-net  to 
on-net  calls. 

Volume  discounts  for  off-net 
to  off-net,  VPN  FONCard  and  in¬ 
ternational  calls  under  Option  1 
range  from  2%  for  users  with 
$10,000  to  $14,999  of  monthly 
usage  to  14%  for  customers  with 
more  than  $300,000  of  monthly 
usage.  With  this  plan,  US  Sprint 
has  brought  FONCard  usage  un¬ 
der  its  VPN  Volume  Discount. 

The  VPN  Volume  Discount  is 
calculated  on  the  total  of  all  VPN 
intrastate,  interstate  and  interna¬ 
tional  usage.  Private-line,  instal¬ 
lation  and  feature  charges  do  not 
count  toward  the  discount. 

The  Option  2  package,  de¬ 
signed  for  midsize  to  large  users, 
includes  all  Option  1  features,  as 
well  as  customized  dialing,  forced 
on-net  routing,  route  advance 
and  forced  route  advance  plans. 

With  route  advance,  calls  that 
cannot  be  completed  using  VPN 
trunks  are  sent  over  the  public 
net  to  the  same  site.  US  Sprint 
switches  perform  the  necessary 
( continued  on  page  8) 


optional  Net/Master  Network 
Tracking  System  (NTS).  Users 
will  be  able  to  configure  NTS  to 
collect  all  net  management  data 
for  the  network  in  a  single  loca¬ 
tion,  regardless  of  the  number  of 
domains  in  the  network. 

Today,  each  mainframe  in  a 
multidomain  network  collects 
net  management  data  for  the  de¬ 
vices  in  its  domain.  Net/Master 
users  can  log  on  to  other  domains 
but  cannot  program  net  manage¬ 
ment  data  to  flow  to  a  central  lo¬ 
cation  from  all  domains. 

The  NTS  enhancements  will 
remedy  that  and  will  let  users  de¬ 
fine  different  configurations  so 
that  net  management  data  can 
flow  to  different  mainframes  at 
various  times  of  the  day. 

Systems  Center  also  reiterated 
its  intention  to  provide  new  con¬ 
figuration  and  change  manage¬ 
ment  tools,  knowledge-based 
rules  for  automated  operations 
and  a  personal  computer-based 
product  that  helps  bring  up  re¬ 
mote  unmanned  MVS  or  VM  main¬ 
frames  following  a  failure  or 
planned  outage  (“Systems  Cen¬ 
ter  adds  new  capabilities  to  Net/ 
Master,"  NW,  April  16).  □ 
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Introducing 
the  best  thing  to 
happen  to 

systems  and  network 
management  since 

net/master: 

NET/MASTER 
from  Systems  Center. 


Ever  since  its  introduction,  NET/MASTER  has  earned 
high  praise  for  its  unique  combination  of  integrated 
network  management,  automated  operations,  net¬ 
work  control  language,  and  outstanding  ease  of  use. 

Now  NET/MASTER  has  even  more  to  offer:  the 
worldwide  resources  of  Systems  Center — a  proven 
leader  in  systems  and  network  software,  and  a 
responsive  vendor  with  a  history  of  innovation  and 
commitment  to  customer  partnership. 

NET/MASTER  is  already  making  great  things  hap¬ 
pen  at  nearly  2000  installations.  To  see  what  it  can  do 
for  you,  contact  Systems  Center,  Inc.,  1800  Alexander 
Bell  Drive,  Reston,  Virginia  22091.  (703)  264-8000. 

A  New  York  Stock  Exchange  company. 


SYSTEMS 


■if  center 


See  The  FAXNet  Form  on  Page  #51 


Copyright  1990  Systems  Center.  Inc. 

NET/MASTER  is  a  trademark  proposed  to  be  transferred  to  Software  Developments 
International  Pty  Limited  or  Systems  Center.  Inc. 
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Vitalink,  Xyplex  team  up  to  build 
first  remote  interoperable  bridges 


By  Bob  Brown 

_ Senior  Editor _ 

FREMONT,  Calif.  —  Vitalink  Communi¬ 
cations  Corp.  and  Xyplex,  Inc.  last  week 
said  they  will  work  together  to  develop  and 
market  what  they  claim  will  be  the  first  in¬ 
teroperable  remote  bridges  from  different 
vendors. 

Vitalink  also  said  it  will  submit  a  pro¬ 
posal  for  bridge  interoperability  to  the  In¬ 
ternet  Activities  Board’s  Internet  Engi¬ 
neering  Task  Force  this  summer  that  will 
be  based  in  part  on  its  Vitalink  Communi- 


One  source.  One 
responsibility.  It’s  AT&T SKYNEr 
Clearlink  Senice.  And  it’s  provided 
with  Tridom,  our  VSAT  subsidiary. 

AT&T  is  the  only  name  you 
need  to  know  for  VSATs.  From 
equipment  to  terrestrial 
connections.  Installations  to 
operations.  You'll  be  doing 
business  with  one  company  that 


cations  Protocol,  a  data-link  layer  proto¬ 
col  used  to  establish  bridge  connections. 

Vitalink  said  its  agreement  with  Xyplex 
will  enable  users  to  employ  interoperable 
bridges  without  waiting  for  a  standard  to 
be  established,  since  that  could  take  well 
over  a  year. 

Vitalink  and  Xyplex  pledged  that  soft¬ 
ware  upgrades  to  their  bridges,  which  will 
be  linked  via  the  Vitalink  Communications 
Protocol,  will  be  made  available  to  allow 
users  to  migrate  to  a  standard  when  it  is 
finalized. 


will  control  the  implementation  of 
your  VSAT  network.  AT&T  won’t 
risk  your  business  with  anyone 
else.  For  more  information,  call 
your  AT&T  account  executive,  or 
call  1-800-346-1174,  extension  610. 


Bringing  space-age 
communications  doum  to  earth. 


Vitalink’s  proposal  is  intended  to  estab¬ 
lish  a  standard  data-link  layer  protocol  for 
bridges  that  would  make  it  possible  to  build 
internetworks  with  a  mix  of  products,  said 
Melinda  LeBaron,  Vitalink’s  senior  prod¬ 
uct  manager  for  internetwork  products. 

It  would  become  an  extension  of  an  ex¬ 
isting  proposal,  dubbed  the  POint-to-Point 
Protocol,  for  linking  different  vendors’ 
routers  together  over  wide-area  networks 
(“Router  firms  rally  round  interoperabili¬ 
ty  protocol,”  NW,  April  2). 

Xyplex,  a  Boxborough,  Mass.-based 
maker  of  Ethernet  local-area  network 
communications  servers,  said  it  will  design 
a  line  of  remote  bridges  that  will  interop¬ 
erate  with  Vitalink’s  bridges  and  bridge/ 
routers.  Xyplex’s  MAXserver  65 10  Remote 
Bridge  Card  will  fit  into  the  company’s 


Only  one 
VSAT  company 
gives  you  a  single 
source  for  everything 
from  equipment 
to  terrestrial  circuits. 


AT&T 

The  right  choice. 

See  The  FAXNet  Form  on  Page  #51 


communications  server  chassis.  Xyplex 
said  its  MAXserver  Remote  Bridge  is  sched¬ 
uled  to  begin  shipping  in  September  and 
will  sell  for  less  than  $4,000. 

Xyplex  has  licensed  the  Vitalink  Com¬ 
munications  Protocol  to  ensure  interoper¬ 
ability  between  the  two  vendors’  bridges. 
Vitalink  has  promised  to  provide  network 
management  capabilities  that  support  Xy¬ 
plex  products  via  the  Vitalink  WANmana- 
ger  network  management  system. 

Vitalink  and  Xyplex  will  make  joint 
sales  calls  to  promote  their  alliance,  and 
Xyplex  will  remarket  Vitalink’s  TransLAN 
Ethernet  remote  bridge  and  TransPATH 
bridge/routers  under  the  agreement. 

Michel  Guite,  a  vice-president  at  Salo¬ 
mon  Brothers,  Inc.,  a  New  York-based  bro¬ 
kerage  firm,  said  the  agreement  between 
Vitalink  and  Xyplex  could  give  those  com¬ 
panies  “a  step  up  on  competitors.”  It  will 
be  important  that  Vitalink  and  Xyplex  mi¬ 
grate  to  standards,  however,  if  and  when 
they  are  finalized,  he  said.  □ 


US  Sprint  intros 
VPN  plan,  discounts 

continued  from  page  6 

seven-  to  10-digit  number  translation. 

Forced  route  advance  enables  users  to 
assign  a  seven -digit  number  to  off-net  sites 
that  use  switched  access.  The  feature  gives 
users  the  impression  that  their  site  is  on 
the  VPN. 

With  Option  2,  users  also  get  detailed 
billing  information  delivered  on  magnetic 
tape  and  they  have  the  option  to  use  Insite, 
US  Sprint’s  network  management  system. 

Volume  discounts  for  on-net  to  on-net, 
on-net  to  off-net  and  off-net  to  on-net  calls 
range  from  4%  for  users  with  $10,000  to 
$  14,999  of  monthly  usage  to  33%  for  cus¬ 
tomers  with  usage  of  more  than  $1.5  mil¬ 
lion.  Volume  discounts  for  international 
calls  and  off-net  to  off-net  calls  range  from 
2%  for  users  with  $10,000  to  $14,999  of 
monthly  usage  to  20%  for  users  with  more 
than  $500,000  of  monthly  usage. 

For  Option  2  customers  to  receive  a  dis¬ 
count,  at  least  5%  of  their  calls  must  be  on- 
net  to  on-net. 

All  customers  that  subscribed  to  VPN 
prior  to  May  10,  1990,  will  automatically 
be  enrolled  in  Option  2. 

The  carrier  will  waive  the  minimum  us¬ 
age  fee  and  the  5%  on-net  to  on-net  call 
minimum  for  firms  that  select  Option  2  be¬ 
fore  Sept.  1 .  The  promotion  does  not  apply 
to  new  customers. 

US  Sprint  also  announced  new  long¬ 
term  billing  options  for  VPN. 

US  Sprint  is  waiving  the  network  setup 
fee  for  companies  that  sign  one-year  con¬ 
tracts  not  offering  discounts. 

Customers  that  bill  more  than  $10,000 
of  VPN  usage  a  month  may  choose  the  op¬ 
tional  VPN  24-month  plan  and  receive  an 
additional  5%  discount.  Usage  includes  on- 
net  to  on-net,  on-net  to  off-net,  off-net  to 
on-net,  off-net  to  off-net  and  VPN  FONCard 
calls.  US  Sprint  is  waiving  its  onetime 
$5,000  VPN  setup  charge  for  users  that 
sign  up  for  the  one-  or  two-year  plans. 

Besides  reworking  its  volume  discount 
plan,  US  Sprint  announced  a  series  of  pro¬ 
motions.  The  carrier  is  waiving  a  number 
of  recurring  and  onetime  charges  in  an  ef¬ 
fort  to  win  new  users  and  encourage  exist¬ 
ing  customers  to  expand  their  VTN  usage. 
These  charges  include  the  per-site,  route 
advance  and  forced  route  advance  installa¬ 
tion  charges,  as  well  as  speed  number 
charges.  US  Sprint  did  not  give  an  expira¬ 
tion  date  for  this  promotion.  □ 
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INDUSTRY  UPDATE 

VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Worth  Noting 


“D 

resent  legal 
and  regulatory 
restraints  constitute  an 
‘industrial  policy’ 
weighted  against 
deployment  of  new 
technology  and 
particularly  broadband 
fiber  technology  in  the 
local  loop.” 

Roy  Merrills 

President 
Northern  Telecom,  Inc. 

Nashville 


eople  & 
Positions 


Douglas  Martin  last  week 
was  named  president  of  Ny- 
nex  Meridian  Systems,  a 

joint  venture  formed  by 
Northern  Telecom,  Inc.  and 
Nynex  Business  Information 
Systems  Co. 

Nynex  Meridian  Systems 
will  provide  sales  and  service 
for  all  Northern  Telecom  cus¬ 
tomer  premises  equipment, 
including  the  Meridian  SL-1 
and  Meridian  SL-1 00/Super- 
Node.  Previously,  Martin  was 
vice-president  for  office  sys¬ 
tems  and  administration  at 
Nynex  Business  Information 
Systems. 


MCI  Communications 
Corp.  named  Charles  Peck 

to  the  newly  created  position 
of  director  of  New  York  metro¬ 
politan  major  business  ac¬ 
counts  and  Marvin  Lewis  as 
director  of  MCI  Northeast’s 
National  Brokerage  Industry 
Group  in  New  York. 

Peck  will  be  responsible  for 
managing  MCI’s  relationship 
with  many  of  the  carrier’s 
large  users  in  New  York.  Previ¬ 
ously,  Peck  was  vice-president 
of  sales  for  Telerate,  Inc.  Lew¬ 
is  will  be  charged  with  manag¬ 
ing  MCI’s  relationships  with 
many  of  Wall  Street’s  leading 
brokerage  and  investment 
banking  firms.  Previously, 
Lewis  was  director  of  MCI  cor¬ 
porate  national  account  mar¬ 
keting. 

Lewis  replaces  Mort  Aa- 
ronson,  who  was  recently 
named  director  of  marketing 
for  MCI  Northeast.  □ 


Users  reap  benefits  from 
strong  carrier  competition 

Relaxed  restraints  worldwide  lead  to  more  options. 


By  Barton  Crockett 

_ Senior  Editor _ 

Dozens  of  countries  are  loos¬ 
ening  restrictions  on  carrier  com¬ 
petition  and  network  services, 
giving  users  new  opportunities  to 
save  money  and  deploy  strategic 
network  applications. 

Users  say  that  new  regulations 
are  increasing  competition  in 
countries  such  as  Canada,  Japan 
and  the  U.K.,  and  paying  divi¬ 
dends  with  lower  prices  and  bet¬ 
ter  service. 

“Since  last  year,  prices  from 
[Kokusai  Denshin  Denwa,  Ltd.] 
have  dropped  more  than  15%,” 
said  Robert  Rich,  international 
telecommunications  manager 
with  Maynard,  Mass. -based  Digi¬ 
tal  Equipment  Corp.  “We’ve  ben¬ 
efited  from  competition,  and  we 
haven’t  even  changed  carriers.” 

KDD,  Japan’s  former  monopo¬ 
ly  international  carrier,  began 
seeing  competition  from  two 
start-up  carriers  in  1989- 

But  as  the  pace  of  change  ac¬ 
celerates  and  as  users  scramble  to 
track  down  accurate  information 
in  countries  where  facts  are  diffi¬ 
cult  to  come  by,  the  task  of  man¬ 
aging  international  networks 
grows  more  complex. 

“The  new  regulations  are  an 


enabler,”  said  a  network  manag¬ 
er  with  a  Washington,  D.C.-based 
international  bank  who  request¬ 
ed  anonymity.  “The  difficult 
thing  is  just  to  keep  pace  with 
what’s  going  on.” 

However,  users  are  applaud¬ 
ing  new  regulations  that  lessen 
restrictions  on  the  kinds  of  inter¬ 
national  applications  that  can  be 
run.  For  example,  Rich  said  that 
DEC  will  benefit  from  regulatory 
reforms  in  Taiwan  that  will  en¬ 
able  his  firm  to  run  international 
electronic  data  interchange  ap¬ 
plications  into  that  country. 

He  said  that  until  this  year, 
Taiwan  prohibited  foreign  firms 
from  engaging  in  international 
EDI  in  the  country,  in  part  to 
maintain  a  trade  barrier  that  fa¬ 
vored  domestic  manufacturers. 

But  Rich  said  Taiwan  is  mov¬ 
ing  to  drop  this  restriction.  As  a 
result,  DEC  is  looking  to  set  up  an 
EDI  network  that  would  be  used 
by  a  manufacturing  plant  it  oper¬ 
ates  in  that  country  that  pur¬ 
chases  semiconductors  and  other 
products  from  a  Hong  Kong- 
based  supplier.  “This  will  help  us 
move  forward  with  our  strategic 
plan  to  use  EDI  around  the 
world,”  Rich  said. 

( continued  on  page  10) 


NDUSTRY  BRIEFS 


A  US  West,  Inc.  executive  last  week  said  the  Department  of 
Commerce  has  informed  the  regional  Bell  holding  company  that 
the  U.S.  government  is  opposed  to  a  proposed  Trans-Soviet  Line 
fiber-optic  cable  project. 

US  West  and  the  Soviet  Ministry  of  Posts  and  Telecommuni¬ 
cations  are  leading  the  project,  first  announced  a  year  ago,  a  US 
West  spokesman  said.  The  project  would  link  Europe,  Japan  and 
the  Soviet  Union  via  a  high-speed  fiber-optic  cable. 

Specifically,  the  Commerce  Department  told  US  West  that  it 
opposes  the  release  of  any  140M  bit/sec  or  higher  telecom¬ 
munications  transmission  technology  to  the  Soviet  Union, 
whether  it  is  offered  by  US  West  or  another  company. 

Laird  Walker,  US  West’s  vice-president  for  federal  relations, 
said  the  company  will  attempt  to  convince  U.S.  authorities  to 
support  the  project.  Other  principals  in  the  project  include 
British  Telecommunications  PLC,  Deutsche  Bundespost  Telekom 
of  West  Germany,  Denmark’s  Great  Nordic  Telegraph  Co.  and 
Telecom  Denmark,  Kokusai  Denshin  Denwa,  Ltd.  of  Japan,  OTC 
of  Australia  and  Societa  Finanziaria  Telefonica  of  Italy. 

Western  Union  Corp.  recently  announced  that  it  has 
interconnected  its  electronic  mail  system  with  that  of  Switzer¬ 
land’s  Post,  Telegraph  and  Telephone  administration  via 
an  X.400  gateway. 

The  interconnection  agreement  will  enable  users  of  the 
Western  Union  400  service  and  arCom  400,  the  Swiss  PTT’s 
X.400  sendee,  to  swap  messages  with  each  other. 

Western  Union  previously  has  announced  X.400  interconnec¬ 
tions  with  AT&T,  GE  Information  Sendees,  IBM,  MCI  Communi¬ 
cations  Corp.  and  Sprint  International.  □ 


Market  share  of  codec  shipments  by  vendor 


SOURCE:  TELEMANAGEMENT  RESOURCES  INTERNATIONAL,  INC.,  LAKE  WYLIE,  S.C. 
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Japanese  may  shake 
up  U.S.  codec  market 

Influx  of  low-cost  Japanese  products  will  likely 
drive  down  prices,  spur  market  consolidation. 


By  Ellen  Messmer 

Washington  Correspondent 

U.S.  videoconferencing  equip¬ 
ment  vendors  are  facing  a  con¬ 
frontation  with  Japanese  upstarts 
that  are  poised  to  enter  the  mar¬ 
ket  once  demand  for  equipment 
picks  up. 

Users  can  expect  Japanese 
equipment  to  hit  the  market  soon 
after  an  international  standard 
for  video  coder/decoders  (co¬ 
dec)  is  finalized  later  this  year. 
Once  a  standard  is  in  place,  the 
Japanese  will  invade  the  market 
with  standards-based  products 
that  undercut  current  vendors’ 
equipment  prices,  analysts  said. 

Industry  watchers  said  the 
competition  will  result  in  signifi¬ 
cant  equipment  price  cuts  over 
the  next  five  years. 

“You  will  have  codec  units  un¬ 
der  $500  before  the  year  2000,” 
predicted  S.  Ann  Earon,  president 
of  Telemanagement  Resources 
International,  Inc.  (TRI),  a  Lake 
Wylie,  S.C.-based  management 
consulting  firm.  Currently,  co¬ 
decs  typically  sell  for  $30,000. 

The  emergence  of  strong  Japa¬ 
nese  competitors,  backed  up  by 
parent  companies  with  deep 
pockets,  could  also  spell  trouble 
for  current  market  leaders  Pic¬ 
tureTel  Corp.  of  Peabody,  Mass., 
Compression  Labs,  Inc.  (CLI)  of 
San  Jose,  Calif.,  and  GlY  Video 
Systems,  Inc.  of  London. 

Although  U.S.  suppliers  have 
dominated  the  market  for  both 
low-end  (56K  to  384K  bit/sec) 
and  high-end  (384K  to  2.048M 
bit/sec)  codecs,  only  CLI  and 
GPT  have  turned  a  profit. 

Consequently,  these  firms  are 
likely  to  find  partners  or  sell  out 
to  other  companies  altogether. 

Just  last  week,  for  instance, 
CLI  announced  that  it  is  forming  a 
partnership  with  Sony  Corp.,  un¬ 


der  which  Sony’s  Video  Confer¬ 
encing  and  Satellite  Systems  Divi¬ 
sion  will  integrate  CLI  codecs  into 
videoconferencing  packages. 

Although  Sony  has  marketed 
CLI  equipment  in  the  Far  East,  the 
move  marks  the  first  time  the 
firm  will  sell  the  gear  in  the  U.S. 
CLI  admits  the  deal  may  cause 
sales  conflicts  but  said  it  is  neces¬ 
sary  for  broader  distribution. 

A1  Lill,  a  director  at  Stamford, 
Conn.-based  Gartner  Group,  Inc., 
said  that  by  1995,  he  expects  Jap¬ 
anese  companies  —  such  as  Fujit¬ 
su,  Ltd.,  Hitachi  Corp.,  Matsushi¬ 
ta,  Inc.,  Nippon  Electric  Industry, 
Ltd.  and  Sony  —  will  likely  domi¬ 
nate  the  market  for  videocon¬ 
ferencing  equipment. 

“The  Japanese  are  letting  the 
market  grow  until  it  reaches  criti¬ 
cal  mass,”  concurred  Scott  Doug¬ 
las,  a  managing  director  at  TRI. 

User  interest  in  videoconfer¬ 
encing  is  expected  to  grow  signif¬ 
icantly  once  the  Consultative 
Committee  for  International  Te¬ 
lephony  and  Telegraphy  ap¬ 
proves  the  new  international  vid¬ 
eoconferencing  standard  H.261 
for  video  codecs,  which  it  is  ex¬ 
pected  to  do  in  November. 
Through  1989,  only  1,800  co¬ 
decs  were  installed  in  the  U.S. 

The  H.26l  standard  will  en¬ 
able  video  codecs  —  which  com¬ 
press  and  decompress  video  sig¬ 
nals  for  transmission  over 
networks  —  to  interoperate,  re¬ 
gardless  of  which  manufacturer 
produced  the  equipment. 

Gartner  Group’s  Lill  predicted 
that  in  1990,  the  videoconferenc¬ 
ing  market  will  double  to  $100 
million.  “It’s  growing  at  a  rate  of 
1 00%, ”  he  said.  “And  the  quality 
is  doubling  every  two  years.” 

Analysts  predict  future  market 
growth  will  come  in  the  low'  end 
( continued  on  page  10) 


NETWORK  WORLD  •  JUNE  11,  1990 

9 


i 


INDUSTRY  UPDATE 


Analysts  question  viability 
of  Prodigy  despite  growth 

IBM,  Sears  videotex  venture  has  yet  to  earn  profit. 


By  Bob  Brown 

_ Senior  Editor _ 

NEW  YORK  —  Prodigy  Ser¬ 
vices  Co.  has  more  than  doubled 
its  membership  since  last  fall  and 
is  trumpeting  the  growing  usage 
of  its  consumer  videotex  offer¬ 
ings,  but  some  observers  still 
question  the  company’s  long¬ 
term  viability. 

Prodigy,  a  joint  venture  of  IBM 
and  Sears,  Roebuck  and  Co., 
which  have  invested  an  estimated 
$700  million  in  the  company 
since  it  was  launched  in  October 
1988,  has  increased  its  member¬ 
ship  from  160,000  members  last 
October  to  400,000  members  to¬ 
day. 

Although  the  service  has  blos¬ 
somed,  Prodigy  has  yet  to  turn  a 
profit,  industry  watchers  said. 
Analysts  said  the  company  may 
have  to  revamp  its  pricing 
scheme  and  rein  in  expenses  if 
IBM  and  Sears  expect  to  see  a  re¬ 
turn  on  their  investment. 

The  health  of  Prodigy  is  im¬ 
portant  to  a  range  of  retailers  and 
other  companies  that  are  moni¬ 
toring  the  venture  to  gauge  when 
the  time  might  be  right  to  enter 
the  consumer  videotex  business. 

“Companies  ranging  from  re¬ 
tailers  like  J.C.  Penney  [Co.,  Inc.] 
to  financial  firms  like  American 
Express  [Co.]  are  potential  pro¬ 


viders  of  videotex  services,”  said 
Robert  Smith  Jr.,  executive  direc¬ 
tor  of  the  Videotex  Industry  Asso¬ 
ciation,  a  trade  group  for  video¬ 
tex  equipment  and  service 
vendors  based  in  Silver  Spring, 
Md.  “Prodigy  has  done  very  well 
up  to  now,  but  companies  will  be 
keeping  an  eye  on  Prodigy  to  see 
how  it  meets  a  number  of  chal¬ 
lenges  during  the  ’90s.” 

The  profit  challenge 

A  report  released  this  month 
by  New  York-based  market  re¬ 
search  firm  Jupiter  Communica¬ 
tions  Co.  titled  “The  Prodigy  Re¬ 
port:  Does  The  Model  Work?” 
stated  that  one  of  the  main  chal¬ 
lenges  Prodigy  faces  is  improving 
profitability. 

“Prodigy,  as  it  exists  today, 
will  not  recover  its  return  on  in¬ 
vestment  before  the  year  2000,” 
said  Jupiter  President  Joshua 
Harris. 

To  be  successful  in  the  long 
run,  Harris  said,  Prodigy  should 
move  away  from  its  flat-rate  pric¬ 
ing  strategy  to  one  similar  to  ca¬ 
ble  television,  where  the  consum¬ 
er  pays  a  flat  rate  for  basic  service 
and  an  additional  amount  for  pre¬ 
mium  services. 

Ross  Glatzer,  Prodigy’s  senior 
vice-president  for  commercial 
marketing,  refuted  most  findings 


in  the  Jupiter  report.  On  pricing, 
he  said  Prodigy’s  flat-rate  scheme 
is  a  fundamental  piece  of  Prodi¬ 
gy’s  strategy  to  encourage  users 
to  employ  its  services  on  an  un¬ 
limited  basis. 

The  Jupiter  report  also  stated 
that  Prodigy  would  do  well  to 
trim  its  staff  and  better  control 
expenses.  Whereas  IBM  and  Sears 
invested  hundreds  of  millions  to 
launch  Prodigy,  “a  more  bottom- 
line-oriented  venture  might  have 
only  needed  $85  million  to  ob¬ 
tain  similar  results,”  the  report 
said. 

Prodigy  executives  refused  to 
comment  on  the  company’s  in¬ 
vestment  costs  but  said  that  the 
company  has  met  internal  projec¬ 
tions  for  growth  and  has  the  full 
support  of  Sears  and  IBM. 

One  danger  of  success  for 
Prodigy  could  be  that  retailers 
and  banking  firms  that  currently 
sell  their  services  electronically 
via  Prodigy  might  head  out  on 
their  own  videotex  ventures,  Har¬ 
ris  said. 

“Once  a  company  like  J.C. 
Penney  sees  a  critical  mass  form¬ 
ing  and  begins  to  accrue  signifi¬ 
cant  revenue  from  Prodigy,  it 
may  decide  to  get  into  the  con¬ 
sumer  videotex  business  on  its 
own,”  Harris  said.  It  may  not  be 
in  J.C.  Penney’s  interest,  for  in¬ 
stance,  to  rely  on  Sears-owned 
Prodigy,  he  said. 

While  Prodigy  executives  are 
not  convinced  that  this  will  hap¬ 
pen,  they  said  that  they  welcome 
competition  in  that  it  would  in¬ 
crease  awareness  of  the  entire 
videotex  industry.  □ 


Japanese  shake 
up  codec  market 

continued  from  page  9 
of  the  market.  “In  1986,  less  than 
10%  of  the  units  shipped  were 
low  end.  This  year,  90%  of  the 
units  shipped  will  be  low  end,” 
Lill  said.  That  is  also  where  the 
Japanese  companies  are  likely  to 
attack  first  with  low-cost  prod¬ 
ucts,  industry  watchers  said. 

The  market’s  two  leading  sup¬ 
pliers,  CLI  and  PictureTel,  main¬ 
tain  that  they  are  ready  to  meet 
changing  market  demands  and 
best  any  Japanese  competition. 

The  two  companies’  low-end 
codecs,  the  PictureTel  C-3000  at 
$30,000  and  the  CLI  Rembrandt 
II/06  at  $31,500,  are  software- 
based  and  are  easily  adapted  to 
the  H.26l  standard.  Lill  said  the 
Rembrandt  11/06  is  selling  brisk¬ 
ly,  even  though  CLI  is  backlogged 
due  to  slow  production. 

According  to  Gartner  Group 
estimates,  PictureTel  has  shipped 
about  $7.5  million  worth  of  its 
C-3000s  in  the  first  quarter,  while 
CLI  has  logged  between  $6  mil¬ 
lion  and  $7  million  in  orders  for 
the  Rembrandt  11/06. 

GPT  last  month  introduced  a 
proprietary  implementation  of 
an  H. 26l -based  codec,  the  Sys¬ 
tem  26l,  which  is  priced  at 
$51,000.  The  device  transmits 
video  images  over  56K  to  2.048M 


bit/sec  lines.  If  the  H.26l  stan¬ 
dard  undergoes  changes  before 
its  final  approval,  adjustments 
will  be  made,  GPT  said. 

However,  Edward  Daley,  divi¬ 
sion  manager  of  GPT,  whose  U.S. 
headquarters  is  in  Stamford, 
Conn.,  said  that  customers  have 
been  telling  him  they  do  not  want 
to  purchase  products  until  a  stan¬ 
dard  is  finalized. 


1 989  codec 
shipments 

Worldwide  vs.  domestic 


$100 

50 


Worldwide  Domestic 


Total  revenue 


$73 

million 


$50 

million 


Worldwide  Domestic 

SOURCE:  TELEMANAGEMENT  RESOURCES 
INTERNATIONAL,  INC.,  LAKE  WYLIE,  S.C. 

GRAPHIC  BY  SUSAN  SLATER 


While  PictureTel,  CLI  and  GPT 
do  not  dismiss  the  Japanese 
threat,  all  three  said  they  will  sur¬ 
vive  and  flourish,  despite  a  mar¬ 
ket  invasion. 

Both  PictureTel  and  CLI  said 


they  believe  there  is  still  room  for 
proprietary  standards  because 
they  contend  proprietary  sys¬ 
tems  will  deliver  superior  picture 
quality. 

“Standards  ensure  interoper¬ 
ability.  They  do  not  ensure  uni¬ 
form  picture  quality  among  ven¬ 
dors,”  said  Kathy  Reavis,  vice- 
president  of  marketing  for  CLI. 
She  said  CLI’s  proprietary  CTX 
standard,  which  is  offered  as  a 
dual-mode  system  with  H.26l  in 
the  Rembrandt  11/06,  is  superior 
to  the  CCITT  standard  in  picture 
quality.  CLI  introduced  the  CTX 
algorithm  in  March. 

Reavis  said  the  standard  will 
accelerate  market  growth  but 
that  users  will  still  want  to  use  the 
proprietary  standard  for  higher 
quality  broadcasts. 

PictureTel  is  ready  for  H.261, 
said  Ron  Baker,  director  of  mar¬ 
keting  at  the  company.  “Within 
30  days  after  it’s  adopted,  we’ll 
have  a  software  product  available 
for  shipment,”  he  noted. 

Baker  contends  that  H.261 
will  deliver  better  quality  on 
high-end  equipment  than  on  the 
low  end,  where  the  Japanese  are 
expected  to  focus  their  efforts. 

“The  technology  is  quickly 
emerging,”  Baker  said.  He  added 
that  the  Japanese  have  not  shown 
expertise  in  the  field  yet.  “We’re 
going  to  stay  in  front  with  the 
technology.”  □ 
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Red  Cross 
opts  for  MCI 
Vnet,  800 

By  Ellen  Messmer 

Washington  Correspondent 

WASHINGTON,  D.C.  —  The 
American  Red  Cross  has  awarded 
MCI  Communications  Corp.  a 
three-year  contract  for  its  Vnet 
virtual  net  service  and  800  ser¬ 
vices  to  link  the  four  Red  Cross 
regional  headquarters  in  the  U.S. 

Bill  Lupinacci,  director  of  tele¬ 
communications  for  the  Red 
Cross,  said  the  services  will  im¬ 
prove  communications  within  the 
organization  and  enable  it  to  de¬ 
liver  more  complete  information 
to  relatives  of  disaster  victims 
during  crises. 

The  locations  to  be  supported 
on  the  Vnet  are  headquarters  in 
Alexandria,  Va.,  Burlingame, 
Calif.,  and  St.  Louis,  as  well  as  the 
national  headquarters  in  Wash¬ 
ington,  D.C.,  where  the  Red  Cross 
network  center  is  located. 

Roughly  150  local  Red  Cross 
chapters  currently  using  MCI  ser¬ 
vice  will  be  added  to  Vnet  as  well. 
The  Red  Cross  has  2,700  local 
chapters  in  the  U.S.  and  overseas. 

The  services  will  enable  the 
Red  Cross  to  use  an  MCI  network 
management  capability  to  re¬ 
route  800  calls  and  internal  Vnet 
traffic  around  facilities  downed 
by  disasters  such  as  earthquakes 
and  hurricanes. 

Huge  numbers  of  calls  from 
the  public,  the  press  and  govern¬ 
ment  agencies  pour  into  Red 
Cross  regional  offices  during  a 
crisis.  At  that  time,  the  Red  Cross 
establishes  800  numbers  for  pub¬ 
lic  contact.  “If  the  affected  area  is 


San  Francisco,  and  we  aren’t  able 
to  get  calls  there,  we  can  make 
the  San  Francisco  line  ring  at  an¬ 
other  site,”  Lupinacci  said. 

Redirecting  the  800  calls  also 
allows  the  Red  Cross  to  free  up 
staff  from  phone  work,  enabling 
them  to  perform  disaster  relief. 
The  calls  can  then  be  handled  by 
Red  Cross  staff  in  other  locations. 

The  MCI  Vnet  contract  marks 
the  first  time  the  Red  Cross  has 
conducted  a  competitive  bidding 
process  for  its  headquarters’ 
voice  requirements;  for  the  past 
109  years,  the  Red  Cross  used 
AT&T  switched  voice  service. 

Of  the  three  bidders  for  the 
service  —  AT&T,  MCI  and  US 
Sprint  Communications  Co.  — 
the  Red  Cross  selected  MCI  be¬ 
cause  of  its  “price,  service  offer¬ 
ings  and  knowledge  of  our  orga¬ 
nization,”  Lupinacci  said. 

But  the  Red  Cross  also  was  fa¬ 
vorably  impressed  with  the  help 
given  by  MCI  to  its  Western  Oper¬ 
ations  Headquarters  in  San  Fran¬ 
cisco  during  last  October’s  earth¬ 
quake. 

When  the  Red  Cross  lines  to 
San  Francisco  were  disrupted  or 
busy,  the  Red  Cross  telecom¬ 
munications  staff  in  the  Washing¬ 
ton,  D.C.  Disaster  Operations 
Center  started  calling  a  variety  of 
long-distance  carriers  to  seek 
emergency  help.  MCI  immediate¬ 
ly  made  an  MCI  calling  card  avail¬ 
able  for  unlimited  use.  “MCI  was 
not  affected  by  the  disaster  at  that 
time,”  said  Mike  Van  Zetta,  MCI’s 
director  of  large  accounts  south. 

According  to  Lupinacci,  the 
Red  Cross  will  continue  to  use 
multiple  long-distance  carriers  as 
a  standard  practice.  He  said  the 
new  Vnet  contract  only  repre¬ 
sents  about  10%  of  the  total  Red 
Cross  voice  and  data  needs.  He 
added  that  there  were  many  con¬ 
tracts  still  to  be  awarded.  t3 


Users  reap  from 

continued  from  page  9 

Changing  regulations  are  also 
causing  radical  price  swings  in 
some  countries,  forcing  users  to 
completely  revamp  their  net¬ 
works.  For  example,  Canada’s 
monopoly  regional  carriers, 
which  also  team  up  to  supply 
switched  and  dedicated  long-dis¬ 
tance  services,  have  proposed 
new  tariffs  that  would  decrease 
T-l  and  56K  bit/sec  private-line 
prices  by  more  than  50%. 

But  also  contained  in  the  new 
tariff  filings  are  price  increases 
for  interexchange  voice-grade 
private  lines  and  packet-switch¬ 
ing  services,  as  well  as  increases 
in  minimum  billing  periods  for 
800  services. 

Many  of  the  changes  are  being 
proposed  to  position  the  carriers 
to  compete  with  new  competitors 
in  switched  long-distance  ser¬ 
vices,  according  to  Brian  Calli- 
hoo,  president  of  the  Toronto- 
based  Canadian  Business  Tele¬ 
communications  Alliance  and 
manager  of  telecommunications 
for  the  London,  Ontario,  brew'er 


competition 

John  Labatt,  Ltd. 

“Basically,  every  service  that 
you  would  use  is  being  affected,” 
he  said.  “Users  will  have  to  go 
back  and  reevaluate  everything 
to  make  sure  they  are  positioned 
to  compete  effectively.” 

While  they  favor  the  regula¬ 
tory  changes,  users  complain  that 
they  make  their  jobs  more  diffi¬ 
cult.  They  say  changing  regula¬ 
tions  force  them  to  make  more 
trips  abroad  to  negotiate  with  for¬ 
eign  regulators  and  to  work  hard¬ 
er  to  reevaluate  the  network  ser¬ 
vices  they  are  purchasing. 

“In  the  current  environment, 
six  months  is  an  eternity,”  said 
William  Coopman,  manager  of 
telecommunications  with  Moline, 
Ill. -based  Deere  &  Co.  “You  have 
to  think  in  terms  of  a  few  weeks.” 

“Things  are  changing  more 
this  year  than  last  year;  over  the 
next  few  years,  the  pace  of 
change  will  accelerate,”  Callihoo 
added.  "You  know,  just  talking 
about  it  makes  me  feel  guilty;  I’ve 
got  a  lot  of  work  to  do.”  □ 


LOTTERY 


Kven  the  very  best  digital  service  is 
a  bit  of  a  gamble.  Because  none  can 
guarantee  100%  uptime. 

So  who  can  offer  the  digital  solution 
that’s  closest  to  perfection? 

ONLY  GDC  CAN. 

Our  new  500C  family  of  DSU’s  is 
designed  to  take  full  advantage  of  the 
cost/performance  benefits  of  digital 
service. 

Consider  our  500C/DBU.  It  incor¬ 
porates  a  V.32  compliant  Dial  Back-Up 
unit  for  the  ultimate  in  uptime  and 
reliability. 

It  also  enables  you  to  gain  the  high 
performance  of  a  private  digital  net¬ 
work  and  the  flexibility  of  the  analog 
public  network  with  the  same  product. 

The  entire  500C  family  operates  at 
multiple  speeds;  in  synchronous  or 
asynchronous  modes.  And  all  our 
DSU’s  are  upgradeable  for  full  net¬ 
work  management,  so  your  network 
won’t  ever  become  obsolete. 

Further,  GDC’s  exclusive 
DataCommonality  allows  you  to  mix 
and  match  analog  and  digital  data  sets 
(including  intelligent  T-l  CSU’s)  in  the 
same  space-saving  racks. 

But  of  course,  you’d  expect  all  this 
from  GDC,  the  one  broad-based  ven¬ 
dor  who  not  only  fully  understands  the 
digital  and  analog  marketplace,  but  also 
has  installed  more  than  150,000  digital 
terminations. 

Find  out  more.  Contact  GDC  today 
and  ask  about  our  DataComm  and 
Network  Management  versions  of 
the  500C/DBU  families. 

Call  Toll  Free  1-800-7774005.  Or 
(203)  574-1118.  Fax:  (203)  758-8507. 
Telex:  643357.  General  DataComm, 
Middlebury,  CT  06762-1299. 

ONLY  GDC  CAN 

See  The  FAXNet  Form  on  Page  #51 


General  DataComm 


Its  not  that  were  cramped  for  space  through  new  applications  like  CallPath." 


at  ROLM.  Very  simply,  we  believe  that 


You  see,  at  ROLM  we  make  it  our 


every  moment  our  field  force  spends  in  our  business  to  know  yours.  And  thats  some- 


office  is  a  moment 
that  they  could  be 
spending  with  you. 
Learning  your  bus¬ 
iness.  Asking  ques¬ 
tions.  Finding  out 
what  they  need  to 
know  to  make  your 
telecommunications 
system,  and  your 
company's  operations, 
as  effective  as  pos- 


thing  we  cant  do 
sitting  behind  a  desk. 
Or  standing  around 
the  coffee  machine. 
Which  means  as  a 
ROLM  customer, 
you'll  be  seeing  a  lot 
more  of  our  people 
than  we  do.  And 
thats  fine  with  us.  Be¬ 
cause  we  ll  always 
know  just  where  to 


sible.  From  combin-  &56  a.m.:  the  ROLM  representative  reporting  to  work  at  find  them.  And  SO 

READER’S  DIGEST  World  Headquarters. 

ing  voice  and  data  facilities  into  one  inte-  will  you.  For  more  information,  please 


grated  system  and  explaining  to  each 


call  us  at  1-800-624-8999  extension  235. 


employee  exactly  how  to  use  it.To  improv¬ 
ing  your  call  center  productivity 


WE  ASK  BETTER  QUESTIONS. 
YOU  GET  BETTER  ANSWERS. 


An  IBM  and  Siemens  Company 


See  The  FAXNet  Form  on  Page  #51 


AS  A  GIFT 


VAE.U-O'? 


Cut  phone  bills  with 
our  new  integrated 
data/voice  MUX. 


digital  speech  without  any 
drop-off  in  voice  quality. 

But  the  VoiceMux  100  isn’t 
the  only  way  MICOM  can  save 
you  phone  money.  We’ve 
developed  a  whole  family  of 
readily  upgradable,  ever- 
expandable  data/voice 
equipment. 

With  our  Stat  V  statisti¬ 
cal  MUX,  for  instance,  you 
can  economically  send 
data  or  voice  over  any 
leased  line  that  operates 
at  9.6  Kbps  or  faster. 

Or  you  can  add 
digital  voice  to  your 
existing  equipment 
with  our  APV  1,  cut¬ 
ting  dial-up  and 
tie-line  expenses. 

If  all  this  sounds 
good,  there’s  one 
more  thing  you 
should  hear.  Our 
outstanding  voice 
quality.  For  a 
live  demonstration  of 
our  advanced  pack- 
etized  voice  technology, 
just  call  1-800-MIC0M  US. 
After  that,  you’re  likely  to 
be  calling  digitally. 

(805)  583-8600 
FAX  (805)  583-1997 


Voice-grade  line  tariffs  are 
going  up,  while  56K  digital 
tariffs  are  coming  down. 
That  makes  room  for  some 
serious  savings  by  calling 
over  digital  lines  instead 
of  regular  phone  lines. 

At  the  same  time, 
packing  more  onto  your 
digital  lines  can  elimi¬ 
nate  separate  data  and 
voice  lines. 

And  all  you  need  to 
make  this  happen  is 
our  newest  inte¬ 
grated  data/voice 
multiplexor,  the 
VoiceMux™  100. 

It  saves  most 
companies 
enough,  they  tell 
us,  to  pay  for  itself 
inside  of  six  months. 

From  then  on,  the  gab's 
a  gift. 

With  T  1-like  performance, 
the  VoiceMux  100  gives  you 


See  The  FAXNet  Form  on  Page 
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CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


Worth  Noting 


“D 

I  acific  Bell 
would  have  to  spend 
$400  million  to  equip 
its  outside  plant  to 
offer  ISDN  to  95%  of 
the  businesses  and 
homes  in  California. 
This  includes  the  cost 
of  upgrading  or 
replacing  its  analog 
switches  [63%  of  all 
Pacific  Bell  switches] 
to  support  ISDN.” 

William  Morgan 

President 
W  and  J  Partnership 
a  Morgan  Hill,  Calif.-based 
consultancy 


arrier 

Watch 


GTE  Telephone  Opera¬ 
tions  recently  announced  dis¬ 
counts  on  interstate  T-l  ac¬ 
cess  lines  and  reduced  instal¬ 
lation  and  service  restoral 
intervals  for  a  variety  of 
switched  and  dedicated  ser¬ 
vices. 

GTE  provides  the  discounts 
on  the  local  access  portion  of 
T-l  lines  under  an  optional 
payment  plan.  Users  that  sign 
three-year  contracts  receive  a 
10%  discount,  while  custom¬ 
ers  that  choose  five-year  con¬ 
tracts  receive  a  20%  discount. 

GTE  is  initially  making  its 
optional  payment  plan  avail¬ 
able  to  customers  in  Tampa, 
Fla.,  and  to  customers  in  other 
areas  later  this  year.  The  plan 
enables  users  to  buy  addition¬ 
al  T-l  access  lines  at  discount¬ 
ed  prices  at  any  time  during 
the  life  of  the  contract. 

In  addition  to  introducing 
the  optional  payment  plan, 
GTE  announced  new  installa¬ 
tion  and  sendee  restoral  inter¬ 
vals  for  a  variety  of  services. 

GTE  said  it  will  install  T-l, 
switched  access,  private,  800 
and  WATS  lines  within  five 
days  after  transmission  facili¬ 
ties  and  network  interface  de¬ 
vices  are  in  place  at  the  user 
site  and  within  1 5  days  when 
such  facilities  are  not  in  place. 

The  company  also  set  a 
(continued  on  page  16) 


Number  of  cities  with  alternative  local  carriers 

1987 

1988 

1989 

1990 

1991 

Networks 

announced 

3  nets  in 
3  cities 

10  nets  in 

8  cities 

25  nets  in 

1 7  cities 

38  nets  in 
25  cities 

41  nets  in 

28  cities 

Cities  with 

2  networks 

None 

Chicago, 

Philadelphia 

Chicago, 

Columbus, 

Dallas, 

Los  Angeles, 
New  York 

Chicago, 

Columbus, 

Dallas, 

Los  Angeles 

Chicago, 

Columbus, 

Dallas, 

Los  Angeles 

Cities  with 

3  networks 

None 

None 

Boston, 

Philadelphia 

Boston, 

Philadelphia, 

San 

Francisco 

Boston, 

Philadelphia, 

San 

Francisco 

Cities  with 

4  networks 

None 

None 

None 

New  York 

New  York 

Figures  for  1991  are  based  on  announced  plans. 

GRAPHIC  BY  SUSAN  SLATER  SOURCE:  THE  EASTERN  RESEARCH  CORP.,  PARSIPPANY,  N.J. 

MFS  switched  service 
bid  gaining  ground 

Chances  of  getting  FCC  approval  to  compete 
with  BOCs  for  switched  traffic  are  favorable. 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  Metro¬ 
politan  Fiber  Systems,  Inc.  (MFS) 
is  apparently  gaining  ground  in 
its  effort  to  compete  for  local 
switched  traffic  with  the  regional 
Bell  holding  companies,  but  ana¬ 
lysts  say  victory  will  take  time. 

MFS  filed  with  the  Federal 
Communications  Commission 
last  November  for  permission  to 
compete  for  local  switched  access 
traffic  and,  if  successful,  will  offer 
users  an  alternative  to  the  Bell 
operating  companies. 

Observers  are  optimistic  that 
MFS  will  be  granted  its  wish  based 
on  the  high  level  of  support  ex¬ 
pressed  by  carriers  and  users  dur¬ 
ing  the  proceeding  and  the  strong 
pro-competition  stance  of  FCC 
Chairman  Alfred  Sikes.  In  addi¬ 
tion,  at  least  two  states  have 
granted  rival  carriers  permission 
to  provide  switched  services  at 
the  local  level. 


s 

L^ome  in  the  industry 
speculate  that  the  FCC 
has  placed  the  item  on  a 
fast  track  for  approval. 

AAA 


Today,  bypass  carriers  pri¬ 
marily  offer  private-line  services 
that  customers  use  to  link  local 
sites  or  to  access  long-distance 
carriers.  MFS  claims  that  the 
BOCs  have  upgraded  facilities 
and  lowered  prices  in  areas 
where  they  face  such  competition 
and  that  the  same  thing  will  hap¬ 
pen  if  switched  service  competi¬ 


tion  is  allowed. 

The  FCC  has  acted  quickly  on 
MFS’  petition,  opening  an  infor¬ 
mational  proceeding  and  inviting 
public  comments,  which  has  led 
some  in  the  industry  to  speculate 
that  the  FCC  has  placed  the  item 
on  a  fast  track  for  approval.  Pro¬ 
ceedings  of  this  type  have  no  time 


s 

Ly  ikes  said  he  prefers 
competition  to  regulation 
as  a  method  of 
disciplining  markets. 

AAA 


limits  and  can  often  take  many 
months  or  even  years. 

Although  he  admits  it  is  still 
too  soon  to  be  certain  of  victory, 
Royce  Holland,  president  and 
chief  executive  officer  of  MFS, 
said  the  company  has  rounded 
the  corner  in  its  battle  to  provide 
switched  access  services.  He  said 
the  FCC  could  order  the  RBHCs  to 
open  their  networks  to  switched 
service  competition  by  the  end  of 
the  year. 

Holland  said  MFS  is  encour¬ 
aged  that  the  FCC  will  rule  in  his 
firm’s  favor  since  the  commission 
has  acted  quickly  on  MFS’  peti¬ 
tion.  In  addition  to  the  fact  that  a 
large  number  of  industry  groups 
stepped  forward  to  support  the 
proposal,  the  FCC  has  stated  that 
it  generally  supports  more  com¬ 
petition  in  telecommunications. 

At  the  International  Commu¬ 
nications  Association’s  annual 
conference  last  month,  Sikes  said 
he  prefers  competition  to  regula- 
(continued  on  page  16) 


AT&T  evaluating  stance  on 
aggregators,  executive  says 

Prefers  direct  sales  to  third-party  network  deals. 


The  industry  is  awash  in 
rumors  that  AT&T  is 
planning  to  sweep  ag¬ 
gregation  under  the  rug  by  revis¬ 
ing  tariffs,  an  idea  seemingly  sup¬ 
ported  by  recent  AT&T  personnel 
changes. 

Network  World  Contributing 
Editor  Daniel  Briere  spoke  re¬ 
cently  with  Michael  Keith, 
AT&T’s  director  of  distribution 
strategy  and  alternate  channels, 
who  is  responsible  for  developing 
a  strategy  for  network  service 
sales  through  both  direct  chan¬ 
nels  and  indirect  channels,  which 
includes  sales  to  aggregators. 

Many  say  AT&T  was  genu¬ 
inely  surprised  at  the  quick 
expansion  of  aggregation. 
Has  AT&T  decided  to  take  ac¬ 
tion  against  aggregation? 

I  don’t  feel  that  there’s  been  a 
radical  change  in  our  attitude; 
however,  we  are  starting  to  evalu¬ 
ate  how  we  can  realign  our  strate¬ 
gies  to  make  our  products  better 
suited  to  the  marketplace.  Our 
principal  theme  is  that  we  believe 
our  sales  force  is  the  way  we  want 
to  reach  our  customers  —  not 
through  service  aggregators. 


Why  is  there  more  aggrega¬ 
tion  today  than  a  year  ago? 

Competition  at  the  top  end  of 
the  marketplace.  AT&T  offers 
product  sets  for  the  high  end  of 
the  market  because  that’s  what’s 
required  to  stay  competitive.  If 
we  had  a  truly  deregulated  indus¬ 
try,  we  would  do  the  same  thing 
MCI  and  US  Sprint  are  doing  to 
sell  against  resellers  —  shape 
products  for  specific  markets. 

In  a  deregulated  world,  you 
don’t  have  to  sell  to  everybody. 
What  we  have  in  our  present  envi¬ 
ronment  is  competition  that  re¬ 
quires  competitive  prices  in  cer¬ 
tain  parts  of  the  marketplace  but 
regulation  that  requires  us  to  of¬ 
fer  the  same  product  to  everyone 
else  in  the  marketplace.  For 
AT&T,  it’s  a  burden  we  live  under. 
It’s  not  surprising  that  our  atti¬ 
tude  is  constantly  changing  be¬ 
cause  we’re  always  looking  at  the 
results  of  this  and  working  to  deal 
with  the  confusion.  It’s  a  disser¬ 
vice  to  our  customers. 

Have  you  set  any  sort  of 
limits  as  to  how  far  AT&T 
will  go  in  terms  of  tolerating 

( continued  on  page  50) 


WASHINGTON  UPDATE 


BY  ANITA  TAFF 

Regulations  users  can  live  with.  Federal  Communi¬ 
cations  Commissioner  Andrew  Barrett  told  a  Virginia  telephone 
association  last  week  that  one  of  the  most  difficult  issues  facing 
regulators  is  designing  a  regulatory  framework  that  will  ensure 
that  users  get  the  services  they  demand. 

“I  believe  users,  especially  business  users,  have  a  clear  idea 
of  what  telecommunications  services  and  equipment  could  help 
business  and  consumers  alike,”  he  said.  “The  issue  for 
regulators  is  how  to  ensure  the  delivery  of  those  services  by  a 
fair,  competitive  market.”  Barrett  said  two  of  the  most 
effective  actions  regulators  can  take  is  replacing  rate-of-return 
regulation  and  deregulating  carriers  on  a  service-by-service 
basis  as  competition  increases.  He  said  almost  40  states  have 
already  implemented  or  are  considering  regulation  similar  to 
the  FCC’s  price  cap  proposal. 

Accunet  moving  into  Mexico.  AT&T  last  week  told 
the  Federal  Communications  Commission  it  wants  to  extend  its 
Accunet  T1.5  and  Accunet  Spectrum  of  Digital  Services  (ASDS) 
to  Mexico.  If  the  filing  takes  effect  on  June  19  as  scheduled, 
AT&T  will  begin  providing  digital  private-line  services  to  Mexico 
at  speeds  ranging  from  56K  or  64K  bit/sec  to  1.5M  bit/sec. 

Prices  for  the  ASDS  services  will  vary  by  transmission  speed, 
distance  and  fluctuations  in  prices  for  access  services  furnished 
by  the  carrier  in  Mexico.  Prices  for  the  T- 1  service  are  based  on 
a  fixed  monthly  charge  and  a  mileage  charge.  Circuits  of  up  to 
75  miles  in  length  will  cost  $800  per  month  plus  $10  per  mile; 
circuits  between  76  and  100  miles  will  cost  $1,838  per  month 
plus  $9-25  per  mile;  and  circuits  over  101  miles  will  cost 
$2,038  monthly  plus  $7.25  per  mile.  □ 
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TELECOMMUNICATIONS 


Nick  Lippis,  a  principal  with  The  East-  ing.  “Things  that  shake  up  the  Bell  compa- 
ern  Management  Group,  said  that  allowing  nies  just  take  time,”  Lippis  said.  He  likened 

A 

xlJlowing  competition  for  switched  services  is  such  a 
fundamental  change  in  the  structure  of  the  market  that  it  is 
likely  to  be  slow  in  coming.  “Things  that  shake  up  the 
Bell  companies  just  take  time,’’  Lippis  said. 

▲  ▲▲ 


MFS  switched  service 
bid  gaining  ground 

continued  from  page  15 

tion  as  a  method  of  disciplining  markets. 

“At  any  point  where  I  feel  competition 
is  sufficient  to  [discipline  the  market],  I 
will  be  quick  to  eliminate  or  minimize  reg¬ 
ulation,”  Sikes  said. 

Asked  if  that  applied  to  allowing  com¬ 
petition  in  the  local  loop,  Sikes  said  he 
could  not  comment  directly  on  the  MFS  pe¬ 
tition  since  it  is  a  pending  proceeding  but 
that  he  wants  to  facilitate  competition  in 
the  local  exchange.  He  added  that  competi¬ 
tion  for  local  private-line  services  has 
caused  the  RBHCs  to  do  a  better  job  of  pro¬ 
viding  service. 

“Without  competition,  network  opera¬ 


tors  may  prove  sluggish  in  deploying  new 
facilities  or  in  honing  the  efficiency  of 
their  operations,”  Sikes  said.  “We  have 
seen  the  positive  consequences  of  compe¬ 
tition  in  spurring  investment  and  modern¬ 
ization  and  in  broadening  public  choices.” 

Late  last  month,  MFS  filed  a  final  round 
of  comments,  bringing  the  FCC’s  informa¬ 
tional  proceeding  to  an  end.  More  than  40 
users,  carriers  and  state  regulators  have 
filed  comments  so  far.  MFS  is  hoping  that 
after  the  FCC  reviews  this  last  round  of 
comments,  it  will  initiate  a  formal  pro¬ 
ceeding  to  spell  out  rules  for  the  entry  of 
competitors  into  switched  access  services. 

Despite  MFS’  positive  outlook,  many 
observers  think  it  will  take  time  for  the  FCC 
to  sort  out  all  of  the  issues  involved  in 
opening  the  local  loop  to  competition. 


competition  for  switched  services  is  such  a 
fundamental  change  in  the  structure  of  the 
market  that  it  is  likely  to  be  slow  in  com- 


the  MFS  request  to  MCI  Communications 
Corp.’s  efforts  over  the  past  decade  to 
open  the  long-distance  market  to  competi¬ 
tion. 

Steve  Sazegari,  a  telecommunications 
analyst  with  Dataquest,  Inc.,  said  the  FCC 
seems  to  support  the  idea  of  competition 
in  the  local  loop  philosophically,  but  it  will 
take  time  to  work  out  financial  issues.  He 
said  that  last  year,  residential  users  paid 
about  $300  million  and  business  users 
paid  around  $  1  billion  in  switched  access 
charges. 

These  access  charges  represent  a  large 
portion  of  the  RBHCs’  total  revenue.  If  al¬ 
ternative  carriers  are  allowed  to  compete 
and  they  reduce  that  revenue,  the  RBHCs 
might  have  to  ask  for  rate  increases,  Saze¬ 
gari  said. 

However,  if  the  FCC  implements  price 
caps,  which  restrict  the  amount  that  carri¬ 
ers  can  raise  rates,  it  is  less  likely  the 
RBHCs  would  be  able  to  raise  prices  for  ac¬ 
cess  services.  Implementing  price  caps 
“will  give  the  FCC  a  freer  hand  to  imple¬ 
ment  competition  for  switched  access,” 
Sazegari  said. 

The  FCC  is  scheduled  to  implement 
price  caps  for  the  local  exchange  carriers 
on  Jan.  1, 1991  - 

“About  a  year  from  when  the  price 
cap  plan  is  implemented  [for  the  RBHCS], 
we  should  anticipate  serious  deregulation 
in  switched  access  services,”  Sazegari 
said.  □ 


Carrier  Watch 

continued  from  page  15 

number  of  service  restoral  standards  for 
switched  and  dedicated  services.  GTE  will 
restore  high-capacity  digital  services  with¬ 
in  90  minutes;  private-line,  WATS  and  800 
service  within  three  hours;  and  switched 
access  services  within  24  hours. 

Alltel  Corp.,  a  Hudson,  Ohio,  based 
corporation  that  owns  local  telephone 
companies  in  25  states  and  one  long-dis¬ 
tance  carrier,  recently  announced  the  All¬ 
tel  Calling  Card,  which  enables  its  custom¬ 
ers  to  make  calls  on  the  road.  Alltel  Corp. 
provides  local  phone  service  to  1 . 1  million 
businesses  and  residences,  and  has  subsid¬ 
iaries  or  investments  in  firms  that  provide 
cellular  phone  and  long-distance  service. 

Southern  New  England  Telephone 

Co.  (SNET)  last  week  said  that  it  plans  to 
file  next  month  for  its  first  rate  increase  in 
eight  years.  The  company’s  last  rate  in¬ 
crease  request  was  made  in  1982. 

SNET  says  it  will  ask  the  Connecticut 
Public  Utility  Commission  for  an  average 
1 5%  to  20%  increase  in  business  and  resi¬ 
dential  rates.  SNET  said  that  since  its  last 
rate  increase,  the  cost  of  telephone  poles 
jumped  21%,  basic  installation  vans 
soared  37%  and  pay  phones  rose  55%.  □ 


WHEN 

RELIABILITY 

IS  THE 

REQU IREMENT, 

DEPEND  ON 

TCG. 


Meeting  All  Your  Business  Requirements 


When  your  business  is  on  the  line,  you  need  a  net¬ 
work  you  can  depend  on.  A  network  with 
unmatched  reliability.  A  network  that  delivers  the 
industry’s  best  performance.  Teleport  Communica¬ 
tions  Group  operates  local  fiber  optic 
telecommunications  networks  uniquely 
designed  for  switched  and  private  line 


TCG 


DEPEND  ON  IT 


business  communications.  TCG  networks  provide 
the  industry’s  highest  standard  of  reliability,  mak¬ 
ing  them  the  right  choice  for  all  businesses  that 
can’t  afford  downtime.  From  long  distance  carriers 
to  international  brokerage  firms  to 
media  and  other  data- intensive  opera¬ 
tions.  To  your  company. 


Teleport  Communications  Group 

One  Teleport  Drive,  Suite  301,  Staten  Island,  New  York  10311-1011/718-983-2750 

Depend  on  TCG  networks  for  all  your  local  business  telecommunications  requirements. 

In  New  York,  Boston,  San  Francisco,  Los  Angeles,  Houston  and  Chicago. 

See  The  FAX  Net  Form  on  Page  #51 
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ISDN  has  finally  come  to  a  single  focus.  The  2B1Q  standard  that  defines  the  customer 
interface  for  all  switch  and  terminal  manufacturers  is  here.  And  Northern  Tfelecom  is  ready 
with  an  efficient,  inexpensive,  single-chip  technology  that  fully  meets  the  national  standard 
we  helped  develop. 

We’re  so  excited  about  2B1Q  ISDN  that  we’re  offering  it  to  U.S.  telephone  companies 
and  their  customers  at  no  cost.  All  our  central  office  ISDN  equipment  using  non-standard 
AMI  technology  will  be  replaced  free.  That’s  a  new  standard  in  itself. 

Now  ISDN  users  will  enjoy  terminal  portability,  improved  maintenance  capabilities 
from  their  service  provider,  and  a  greater  choice  of  NTl  and  terminal  equipment. 

Thlk  to  your  phone  company  today  about  the  new  potential  of  ISDN,  f 
and  how  this  program  may  apply  to  you.  Or,  call  the  ISDN  Information  I  ▼▼ 

Desk  at  1-800-NORTHERN. 


NORTHERN  TELECOM 


C  1990  Northern  lUecom 


TECHNOLOGY  THE  WORLD  CALLS  ON 


When  the  future  comes  knocking,  only  one  PBX  has  both  the  flexible  architecture 
and  power  to  answer  the  challenge.  The  Fujitsu  F9600.™  Unlike  others  who’ve  retro¬ 
fitted  older  PBXs,  the  F9600  was  designed  from  the  start  to  take  advantage  of 
emerging  telecommunication  services— like  ISDN  and  broadband.  Tbr  starters,  its 
distributed  processor  architecture  lets  you  add  capacity  and  functionality  simply 
by  adding  processor  modules.  Its  single  stage  switching  matrix  provides  smooth 
growth  and  fast  processing  of  voice,  data  and,  when  you  need  it,  broadband  services  such  as  video. 
And  thanks  to  its  high-level  applications-oriented  software,  new  applications  can  be  added  as 
quickly  as  your  needs  change.  Tbday,  the  system  is  performing 


worldwide  in  over  1,300  installations.  Which  shouldn’t  come  as  a  surprise,  consid¬ 
ering  Fujitsu  Ltd.  is  a  pioneer  in  ISDN  technology  and  an  $18  billion  global  leader 
in  computers  and  telecommunications. Tb  see  just  how  much  better  the  F9600 
really  is,  call  Fujitsu  Business  Communication  Systems  at  1-800-654-0715.  You’ll 
find  that  with  the  F9600,  the  future’s  nothing  to  be  afraid  of. 


Fujitsu 


FUJITSU  BUSINESS 
COMMUNICATION  SYSTEMS 


C 1989,  Fujitsu  Business  Communication  Systems.  F9600  is  a  trademark  of  Fujitsu  Business  Communication  Systems. 

See  The  FAXNet  Form  on  Page  #51 
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X.400  to  help  VA  shed  its 
proprietary  E-mail  systems 

VA  unit  launches  X.400  migration  with  hospitals. 

By  Paul  Desmond 

Senior  Editor 


Claims  processing  net’s  evolution 


||  Hospital  sends 
claims  to  clearinghouse 
via  gateway. 
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gateway,  which  reformats  It 
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EES  Data  entry  clerk  rekeys 
Terminal  data  into  host-based  claims 
processing  application. 
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SOURCE:  PRIVATE  HEALTH  CARE  SYSTEMS.  LTD  ,  LEXINGTON.  MASS. 


Net  upgrade  to  ease 
claims  processing 

Private  Health  Care  Systems  moves  to  eliminate 
rekeying  of  claims  into  insurers’  in-house  systems. 


By  Tom  Smith 

New  Products  Editor 


Continuing  a  string  of  re¬ 
cent  X.400  interconnection 
agreements,  Infonet  last 
week  said  it  will  link  its  X.400- 
based  Notice  400  messaging 
service  with  Touch  Communi¬ 
cations,  Inc.’s  Worldtalk  400 
software. 

Worldtalk  400  is  a  gateway 
that  links  a  variety  of  local- 
area  network-based  electronic 
mail  packages  to  X.400-based 
services.  The  agreement  will 
enable  Worldtalk  400  users  to 
exchange  E-mail  with  non- 
Worldtalk  400  users  via  Notice 
400. 

Two  weeks  ago,  Infonet  an¬ 
nounced  an  X.400  agreement 
with  Consumers  Software, 
Inc. 

Hybrid  Fax,  Inc.  is  ex¬ 
pected  to  unveil  a  facsimile 
machine  at  PC  Expo  in  New 
York  this  week  that  can  print 
pages  using  laser  printer  tech¬ 
nology. 

The  Menlo  Park,  Calif.- 
based  company’s  JetFax  Con¬ 
corde  employs  the  same  tech¬ 
nology  as  a  laser  printer  or 
photocopier  to  print  incoming 
fax  messages  on  plain  paper. 
Other  fax  machines  use  spe¬ 
cially  treated  thermal  paper  or 
other  forms  of  image  transfer 
technology  to  print  incoming 
messages. 

Priced  at  $2,695,  JetFax 
Concorde  can  only  receive  in¬ 
coming  Group  III  fax  mes¬ 
sages. 

It  can  create  multiple 
copies  of  incoming  messages 
and  make  sure  each  copy  is  in 
the  proper  page  order. 

The  unit  also  includes  1M 
byte  of  memory  that  supports 
a  fax  mailbox  feature.  With  the 
feature,  incoming  messages 
are  stored  until  an  authorized 
user  enters  print  commands 
from  the  unit’s  keypad.  □ 


WASHINGTON,  D.C.  —  The 
Veteran’s  Health  Services  and  Re¬ 
search  Administration  (VHSRA) 
is  launching  a  migration  to  the 
OSI  X.400  electronic  mail  proto¬ 
col  as  a  means  to  support  mes¬ 
sage  transfers  among  its  1 70  hos¬ 
pitals  and  sister  groups  within  the 
Department  of  Veterans’  Affairs 
(VA). 

VHSRA  today  has  a  home¬ 
grown  proprietary  mail  system 
that  supports  communications 
among  VA  hospitals  over  Sprint 
Data  Group’s  public  packet- 
switched  network.  That  system, 
however,  is  only  linked  to  a  limit¬ 
ed  number  of  other  VA  depart¬ 
ments,  many  of  which  use  differ¬ 
ent  proprietary  E-mail  nets. 

Gradually,  X.400  is  expected 
to  replace  those  proprietary  sys¬ 
tems  altogether  as  VHSRA 
aquires  new  systems  and  soft¬ 
ware  that  conform  to  the  Govern¬ 
ment  Open  Systems  Interconnec¬ 
tion  Profile  specifications,  which 
include  support  for  X.400. 

Adherence  by  different  de¬ 
partments  to  the  X.400  standard 
will  obviate  the  need  to  build  and 
maintain  scores  of  links  between 
proprietary  E-mail  systems,  said 


LA  JOLLA,  Calif.  —  Users  are 
increasingly  mixing  more  data 
with  voice  on  their  leased  T-l  cir¬ 
cuits  or  simply  dedicating  entire 
T-l  lines  to  data  traffic,  accord¬ 
ing  to  a  Computer  Intelligence 
survey  released  last  week. 

The  survey  of  about  10,000 
users  in  companies  with  200  or 
more  employees  found  that  half 
of  the  installed  leased  T-l  circuits 
are  now  supporting  at  least  some 
data  transmission.  This  is  up 
from  only  18%  in  1986,  when 
T- Is  were  used  to  support  mostly 
voice  traffic. 

The  shift  is  due  in  large  part  to 
the  fact  that  users  are  leasing 
more  T-l  lines  to  support  their 
data  needs  and  off-loading  some 
voice  traffic  to  less  expensive 
switched  voice  services. 

The  survey  found  that  18%  of 
all  leased  T-l  circuits  support 
data  only,  while  32%  support 
data  and  voice.  The  remaining 
50%  support  voice  only.  A  similar 
survey  in  1 986  found  that  just  6% 


Dave  Bradley,  systems  analyst  at 
VHSRA. 

“Communications  between 
any  departmental  system  is  sim¬ 
plified  because  we’re  all  working 
to  one  common  denominator,” 
Bradley  said.  “We  don’t  have  to 
develop  specific  interfaces  to  all 
these  different  groups.” 

Among  those  groups  are  vari¬ 
ous  agencies  within  the  VA,  such 
as  the  Office  of  Facilities,  Veter¬ 
ans’  Benefits  and  the  VA  Central 
Office,  which  includes  all  of  the 
VA  department  officials.  Each  of 
those  groups  tends  to  have  its 
own  proprietary  E-mail  system 
that  supports  communications 
within  the  group  but  not  neces¬ 
sarily  to  other  departments,  un¬ 
less  a  vendor-specific  gateway 
has  been  installed. 

Another  way  interdepartmen¬ 
tal  links  are  supported  today  is 
through  a  Simple  Mail  Transfer 
Protocol  (SMTP)  gateway  on 
VHSRA’s  E-mail  system,  dubbed 
Mailman.  Mailman,  which  sup¬ 
ports  some  16,000  users,  was  de¬ 
veloped  by  VHSRA  using  MUMPS, 
a  programming  language  widely 
used  in  the  medical  arena. 

Mailman  is  modeled  after 
SMTP,  the  Transmission  Control 
( continued  on  page  20 ) 


of  T-l  lines  supported  data  only, 
while  1 2%  of  the  links  supported 
both  voice  and  data.  The  remain¬ 
ing  82%  of  T-l  circuits  supported 
voice  only. 

“It’s  rare  that  you  see  such  a 
dramatic  shift  in  an  installed 
base,”  said  Bruce  Coughran,  a 
Computer  Intelligence  analyst. 

Wien  T-l  was  first  made  avail¬ 
able  to  end  users  in  the  early 
1980s,  voice  transmission  was 
the  largest  application.  But  users 
soon  found  T-l  technology  suit¬ 
able  for  such  high-bandwidth 
data  applications  as  local-area 
network  interconnections,  video- 
conferencing  and  IBM  main¬ 
frame  channel  extension. 

“All  of  those  high-bandwidth 
applications  have  only  emerged 
in  the  last  few  years,”  Coughran 
said.  “There  has  always  been  a  lot 
of  talk  about  these  applications 
taking  off,  but  here  is  some  evi¬ 
dence  that  people  are  actually  us¬ 
ing  T-l  links  to  support  high- 
bandwidth  applications.” 

Coughran  said  users  ex- 
( continued  on  page  20 ) 


LEXINGTON,  Mass.  —  Pri¬ 
vate  Health  Care  Systems,  Ltd. 
(PHCS)  is  upgrading  gateways  on 
its  electronic  claims  submission 
(ECS)  network  to  obviate  the 
need  for  some  users  to  rekey  in¬ 
formation  into  their  claims  pro¬ 
cessing  systems. 

The  move  would  make  it  possi¬ 
ble  for  participating  insurers  to 
lower  their  claims  processing 
costs  and  shorten  the  claims  pay¬ 
ment  cycle,  both  of  which  could 
lure  more  providers  into  the  pre¬ 
ferred  provider  organization 
health  plans  offered  by  the  firm. 

PHCS,  composed  of  17  insur¬ 
ance  companies,  provides  the 
ECS  net  to  more  than  420  hospi¬ 
tals  and  35,000  physicians  in  the 
U.S.  Those  insurers  include  CNA 
Insurance  Companies,  General 
American  Life  Insurance  Co.  and 
Great-West  Life  Assurance  Co. 

Preferred  providers  agree  to 
be  reimbursed  at  negotiated  fees. 
Insurance  companies  encourage 
preferred  provider  organization 
subscribers  to  use  participating 
providers  by  offering  greater 
benefits. 

Under  the  current  ECS  net  set¬ 
up,  health  care  providers  —  such 
as  doctors  or  hospitals  —  are  re¬ 
quired  to  install  a  modem  and  a 
microcomputer-based  gateway, 
which  translates  patient  account¬ 
ing  information  into  a  format 
that  can  be  understood  by  a  re¬ 
gional  or  national  clearinghouse. 
Claims  are  sent  to  the  clearing¬ 


house,  which  aggregates  claims 
from  multiple  health  care  provid¬ 
ers  and  groups  claims  for  specific 
insurers. 

Those  claims  are  then  routed 
to  participating  insurance  com¬ 
panies  through  gateways  that 
translate  them  into  a  standard 
text  format  and  then  print  them 
out  once  they  reach  the  insurer, 
whose  claim  processing  system 
typically  uses  a  different  text  for¬ 
mat.  Consequently,  the  claims 

A  echnologically, 
what  we’re  doing  here  is 
not  really  rocket 
science,”  Nelsen  said. 

AAA 


must  be  rekeyed  into  the  insur¬ 
er’s  mainframe  by  a  data  entry 
clerk. 

“Technologically,  what  we’re 
doing  here  is  not  really  rocket  sci¬ 
ence,”  said  Robert  Nelsen,  direc¬ 
tor  of  information  services  for 
PHCS.  “ECS  uses  existing  tech¬ 
nologies  that  have  been  success¬ 
ful  in  other  applications.” 

According  to  David  Frione,  se¬ 
nior  business  analyst  at  PHCS,  the 
company  is  now  bolstering  its  ex¬ 
isting  gateways  to  eliminate  the 
costly,  time-consuming  and  er- 
( continued  on  page  20 ) 


Survey  finds  T-l  lines  are 
carrying  more  data  traffic 

By  Jim  Brown 

Senior  Editor 
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X.400  to  help  VA 
shed  E-mail  systems 

continued from  page  19 
Protocol/Internet  Protocol  E-mail  stan¬ 
dard,  although  it  does  not  run  over  TCP/IP 
nets.  Instead,  it  runs  across  Digital  Equip¬ 
ment  Corp.'s  DECnet. 

Today,  VHSRA  is  building  a  prototype 
X.400  gateway,  dubbed  Forum,  using 
DEC’S  Message  Router  X.400  Gateway 
software  running  on  a  MicroVAX.  By  Au¬ 
gust,  VHSRA  intends  to  have  completed 
testing  the  prototype  and  installing  a  pro¬ 
duction  version  of  Forum  at  its  informa¬ 
tion  center  here.  Forum  will  then  convert 
proprietary  Mailman  messages  into  X.400 
for  transmission  to  various  other  VA  de¬ 
partments,  Bradley  said. 


VHSRA's  long-term  goal  is  to  support 
X.400  internally  at  each  of  its  hospitals. 
That  would  let  each  hospital  communicate 
directly  to  any  other  X.400-based  E-mail 
system  or  gateway,  instead  of  routing  all 
messages  through  Forum. 

Along  with  the  support  for  X.400  comes 
the  need  for  some  type  of  directory  to 
track  user  names  and  addresses  system- 
wide,  as  opposed  to  the  local  directories 
VHSRA  now  uses. 

“We  are  looking  at  X.500  and  how  we 
can  map  our  existing  user  files  and  do¬ 
mains  into  the  X.500  schema,”  Bradley 
said.  The  schema  is  the  portion  of  the  OSI 
X.500  directory  protocol  that  defines  the 
attributes  of  each  directory  entry  and  gives 
users  the  ability  to  adapt  entries  to  meet 
their  own  needs.  □ 


Net  upgrade  to  ease 
claims  processing 

continued from  page  19 

ror-prone  process  of  rekeying  data  (see 

graphic,  page  19). 

Each  gateway  consists  of  software  run¬ 
ning  on  an  Intel  Corp.  80386-based  per¬ 
sonal  computer,  Nelsen  explained.  The 
software’s  communications  layer  supports 
all  variations  of  the  IBM  3780  remote  job 
entry  protocol  used  by  the  clearinghouses. 

Expert  system  used 

An  expert  system  component  installed 
on  the  gateway  will  enable  users  to  define 
the  data  field  used  by  the  clearinghouse 
and  the  insurer’s  claims  processing  sys¬ 
tem.  The  expert  system  will  then  generate 


code  that  performs  the  necessary  format 
translations. 

The  ECS  enhancements  promise  to 
slash  between  $1.50  and  $3-50  off  the  cost 
of  processing  every  claim.  At  that  rate,  if 
the  approximately  seven  million  people 
covered  by  PHCS  insurers  each  file  four 
claims  annually,  for  a  total  of  28  million 
claims  per  year,  PHCS  partners  could  save 
$42  million  to  $98  million  per  year. 

To  realize  these  savings,  however, 
PHCS  insurers  would  have  to  receive  all 
claims  electronically,  but  Nelsen  said  only 
about  10%  of  PHCS’  participating  hospi¬ 
tals  and  4%  of  its  physicians  use  ECS. 

But  once  the  expert  system  is  installed 
on  the  gateways,  hospitals  and  physicians 
will  have  an  added  incentive  to  file  elec¬ 
tronically.  With  the  gateway  enhance- 
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ith  the  gateway 
enhancements,  ECS  will  slash 
the  time  it  takes  to  pay  health 
care  providers  from  as  long  as 
two  months  to  less  than  a 
week. 
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Racal  InterLan’s  MPR 

delivers  more  flexibility 
atlhe  lowest  price.  The 
10-port  model  shown  has  a 
list  price  of  only  $2,495. 
Quantity  discounts  are  available. 


Racal  Inter LarT’s  Multi-Port 
Repeater  delivers  controlled  power 
through  thick  and  thin. 

No  matter  which  Ethernet  system  you 
choose,  Racal  InterLan  will  supercharge 
your  network  with  the  most  connectivity 
solutions.  In  fact,  our  Multi-Port  Repeater 
supports  up  to  ten  Ethernet  segments  and 
two  AUI’s  in  a  compact  chassis.  Every 
Thin  Ethernet  segment  can  support  up  to 
twenty-nine  additional  Thin  Ethernet 
devices,  dramatically  extending  your 
network  capabilities. 

Along  with  great  system  handling 
features,  you  also  get  complete  trouble¬ 
shooting  and  testing  control.  These  tools 
include  manual  partitioning  of  segments 
for  reconfiguration  or  maintenance; 
unterminated  segment  identification; 


LED  status  reports  of  individual  ports 
and  segments;  and  more.  Of  course, 
every  unit  is  fully  compliant  with  the 
IEEE  802.3  repeater  standard. 

Let  Racal  InterLan’s  Multi-Port 
Repeater  put  you  in  the  driver's  seat. 
To  order  or  receive  more  information, 
call  1-800-LAN-TALK. 

Fax  (508)  263-8655. 


The  LAN  Networking  Company 

Call  1-800-LAN-TALK  to  receive  your  free  copy  of  “Guide  To  Local  Area  Networks" 
excerpted  from  our  best-seller,  “Racal  InterLan  On  Interoperability.” 
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Order  Racal  InterLan's  best  seller, 
"Racal  InterLan  On  Interoperability" 
with  this  coupon  lor  only  $16. 95. 
Send  your  check  or  money  order  to: 
Racal  InterLan 
155  Swanson  Road 
Boxborough,  MA  01719 


Address 
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Citv 

State 

ZiD 
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©  1990,  Racal  InterLan,  Inc.  All  rights  reserved. 
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ments,  ECS  will  slash  the  time  it  takes  to 
pay  health  care  providers. 

“In  1989,  the  average  accounts  receiv¬ 
able  for  the  hospital  industry  was  about  70 
days,  and  the  average  accounts  payable 
was  about  40  days”  Frione  said.  “This 
forces  hospitals  to  dig  deeper  into  their 
pockets  to  come  up  with  those  operating 
expenses.” 

Despite  the  currently  limited  level  of 
acceptance,  PHCS  officials  are  looking  for¬ 
ward  to  a  third  ECS  network  phase  under 
which  insurers  can  electronically  return 
claims  payments  and  processed  claims, 
further  enhancing  their  competitive  posi¬ 
tion. 

The  gateway’s  communications  layer 
could,  for  instance,  be  modified  to  support 
electronic  funds  transfer.  “If  the  business 
case  is  out  there,  I  think  that  PHCS  can  sup¬ 
port  it  technologically,”  Frione  said.  □ 


T-l  lines  carrying 
more  data  traffic 

continued from  page  19 
pressed  plans  to  farther  increase  the  num¬ 
ber  of  T-l  lines  supporting  data  over  the 
next  1 2  months.  According  to  the  survey, 
users  project  that  by  1991,  23%  of  all  their 
T- Is  will  support  data,  35%  will  support  a 
mix  of  data  and  voice,  and  42%  will  sup¬ 
port  voice. 

In  a  separate  survey  of  16,000  user 
sites  —  including  large  and  small  compa¬ 
nies,  universities  and  federal  government 
agencies  —  Computer  Intelligence  found 
that  9%  of  large  company  sites  have  data- 
only  T-l  links,  while  16%  of  the  sites  have 
T- 1  links  supporting  data  and  voice.  Small¬ 
er  companies  reported  that  4%  of  their 
sites  have  data-only  T-ls  and  6%  of  their 
sites  have  T-ls  supporting  voice  and  data. 
The  survey  found  that  10%  of  university 
sites  have  data-only  T-l  lines,  while  5% 
have  T- 1  s  supporting  voice  and  data.  Last¬ 
ly,  it  stated  that  8%  of  federal  government 
sites  have  data-only  T-ls,  while  5%  have 
T-ls  supporting  voice  and  data.  □ 
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How  everyone  else  gets  their  great  ideas. 
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AT&T Definity  Communications  System 


AT&T 


They  may  copy  our  Definity  system,  but  they  can’t  copy  what’s  behind  it. 


Our  secret?  People. 

The  modular  Definity  sys¬ 
tem  is  an  offspring  of 
AT&T  Bell  Laboratories, 

born  of  the 
brightest,  most 
innovative  R&D 
*  minds  in  the 
entire  world. 
Behind  each 
at&t designers  bunt  system  stands 

critical  ISDN  technology 

into  the  system.  the  largest  sup¬ 
port  battalion  in  our  industry- 
over  13,000  experts  in 
Manufacturing,  Product 
Design,  Sales,  Customer 


system  grows  from  40  to 
30, 000  lines,  and  beyond. 


Service,  AT&T  Credit  Corpora¬ 
tion,  and  other  specialties. 

We  never  sleep.  Many  of 
our  people  work  through  the 
night,  every  night.  We  staff  a 
24-hour  customer  hot 
line  to  connect  you 
with  folks  who  grew 
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AT&T 

The  right  choice. 


up  inside  the  Definity 
system.  Often,  they’re  the 
only  help  you’ll  need. 


But  what  if. . .  Wizards 
at  our  Remote  Maintenance 
and  Testing  Service  torture 


OurRMATS 
staff  is 
always 
thinking. 


The  people  behind 
our  Definity  system  make 
it  superior.  They  also 
guarantee  that  it  can 
never  be  duplicated. 

To  learn  more,  contact  your 
AT&T  Account  Executive  or  call 
us  at  1  800  247-1 2 12,  Ext.  362. 


Definity  software,  fixing 
things  that  you  didn’t  even 
know  needed  fixing. 


The  AT&T  Definity® 
Communications  System 
has  attracted  an 
avid  following 
since  its  debut 
just  a  year  ago. 
Customers  study  its  ability 
to  gro\y  to  end  obsoles¬ 
cence,  and  to  protect  criti¬ 
cal  telecom  investments. 
Competitors  just  study  it. 


It  all  began 
right  here. 


LOCAL  NETWORKING 


•  Worth  Noting 


“ 

onnecting  to 
a  high-speed  FDDI 
network  via  a  poorly 
designed  adapter  is 
like  bringing  an  eight- 
lane  superhighway  to 
your  front  door  via  an 
unpaved  gravel 
driveway;  the  car  or 
data  packets  will  be 
wrecked  before  they 
can  make  it  to  the 
highway  or  network.” 

Ron  Ferloff 

President 
XLNT  Designs,  Inc. 

San  Diego 


etnotes 


SynOptics  Communica¬ 
tions,  Inc.  recently  released 
a  new  wiring  concentrator 
module  that  supports  thin  co¬ 
axial  cable  in  star-configured 
Ethernet  local-area  networks. 

The  Model  3301  plugs  into 
SynOptics’  LattisNet  System 
3000  wiring  concentrator  and 
can  be  mixed  in  a  single  Sys¬ 
tem  3000  along  with  the  com¬ 
pany’s  existing  modules  for 
unshielded  twisted-pair  and  fi¬ 
ber-optic  media. 

The  module  is  supported  by 
LattisNet’s  network  manage¬ 
ment  system  and  Simple  Net¬ 
work  Management  Protocol 
Ethernet  agent. 

Each  Model  3301  board  has 
eight  BNC  ports  for  RG-58  co¬ 
axial  cable  connections  and  a 
set  of  LEDs  that  indicate  mod¬ 
ule  and  port  status.  Each  of  the 
eight  thin-net  segments  can 
support  as  many  as  30  daisy- 
chained  station  attachments 
and  can  be  up  to  185  meters  in 
length. 

The  module  costs  $  1 ,795. 

SynOptics  can  be  contacted 
at  501  E.  Middlefield  Road, 
Mountain  View,  Calif.  94043; 
(415)960-1100. 

Standard  Microsystems 
Corp.  (SMC)  has  released 
SMC  Turbo  II  drivers  that  it 
claims  can  more  than  double 
Arcnet  board  performance  in 
local-area  networks  running 
Novell,  Inc.’s  NetWare  net- 
( continued  on  page  22 ) 


PC  AND  TERMINAL  TO  HOST  LANS,  GATEWAYS  AND  MICRO  COMMUNICATIONS  PRODUCTS 


PC  LAN  users  want  mainframe  links 


►  In  order  to  be 
used  more 
widely,  PC 
LANs  must  be 
more  effectively 
linked  to 
mainframes. 


Figures  are  based 
on  a  survey  of  100 
MIS  directors  at 
Fortune  1,000 
businesses. 
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DCA  token-ring  interface 
supports  MCA,  ISA  buses 

Board  works  with  both  4M  and  16M  bit/sec  nets. 

By  Susan  Breidenbach 

West  Coast  Bureau  Chief 
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Proteon  introduces 
multiprotocol  router 

Low-cost  device  supports  Ethernet,  token-ring 
LANs  and  long  list  of  industry-standard  protocols. 


By  Laura  DiDio 

Senior  Editor 


ATLANTA  —  Microcomputer- 
to-mainframe  pioneer  Digital 
Communications  Associates,  Inc. 
entered  the  token-ring  market  at 
Comdex/Spring  here  last  week 
with  its  announcement  of  a  dual¬ 
speed  4M/16M  bit/sec  network 
interface. 

Called  IRMAtrac,  the  device  is 
a  “convertible”  board  with  an 
edge  connector  for  IBM’s  Micro 
Channel  Architecture  (MCA)  bus 
on  one  side  and  a  connector  for 
the  industry-standard  architec¬ 
ture  (ISA)  bus  on  the  other.  This 
enables  users  to  purchase  and 
stock  a  single  item  for  both  MCA 
and  ISA  machines. 

Additional  flexibility  is  provid¬ 
ed  by  the  two  replaceable  Ring  In¬ 
terface  Modules  (RIM)  that  are 
included  with  each  board.  One 
supports  shielded  twisted-pair 
cable,  and  the  other  supports  un¬ 
shielded  phone  wire.  DCA  is  also 
developing  a  fiber-optic  RIM. 

“Our  board  has  more  options 
than  IBM’s  16M/4M  token-ring 
adapter,  but  we’re  selling  it  for 
the  same  price  —  $895,”  said 
Chris  Carter,  DCA  senior  product 
manager  in  charge  of  the  IRMA¬ 
trac. 

Challenging  IBM 

DCA  is  entering  a  market  that 
is  dominated  by  IBM.  According 
to  estimates  based  on  the  number 
of  token-ring  chipsets  sold  to 
manufacturers  of  IBM-compati¬ 
ble  boards,  the  computer  giant 
owns  as  much  as  90%  of  the  mar¬ 
ket,  with  numerous  compatibles 
manufacturers,  such  as  Madge 
Networks,  Ltd.,  Proteon,  Inc., 
and  Western  Digital  Corp.,  fight¬ 
ing  over  the  remaining  10%. 

Carter  said  DCA  expects  to 
fare  better  than  other  IBM  com¬ 
petitors  because  of  its  huge  in¬ 
stalled  base  of  Irma  boards  in  ma¬ 


jor  accounts. 

The  IRMAtrac  can  act  as  a  bus 
master  in  MCA  and  ISA  machines. 
A  proprietary  DCA  chip  on  the 
board  can  sense  whether  a  host 
ISA  machine  supports  bus  mas¬ 
tering,  and  it  automatically  puts 
the  adapter  in  non-bus-master 
mode  if  it  does  not  support  it. 

Bus  mastering  enables  a  board 
to  take  direct  control  of  the  bus, 
bypass  the  central  processor  and 
speed  up  the  transmission  of  data 
across  the  bus. 

The  board  has  a  128K-byte 
memory  buffer  for  downloading 
microcode,  including  802.2  Logi¬ 
cal  Link  Control  (LLC)  software. 
The  LLC  code  is  processed  by  an 
on-board  TI  380Cl6communica- 
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VJ  arter  said  DCA 
expects  to  fare  better 
than  other  IBM 
competitors. 
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tions  chip,  freeing  up  the  host 
system’s  CPU  to  perform  other 
tasks. 

According  to  Carter,  custom¬ 
ers  beta-testing  the  IRMAtrac  re¬ 
ported  “seeing  a  25%  to  30%  per¬ 
formance  improvement  over 
their  existing  token-ring  prod¬ 
ucts,”  which  for  the  most  part  are 
IBM  boards. 

IRMAtrac  is  scheduled  for 
shipment  this  fall.  Priced  at  $895, 
it  comes  with  drivers  for  Novell, 
Inc.’s  NetWare  2.  IX  and  NetWare 
386;  3Com  Corp.’s  3  + Open; 
DCA’s  lONet  Plus;  IBM’s  PC  LAN 
Program,  OS/2  Extended  Edition 
and  LAN  Server;  and  Microsoft 
Corp.’s  LAN  Manager.  □ 


WESTBOROUGH,  Mass.  — 
Proteon,  Inc.  last  week  intro¬ 
duced  a  low-cost  multiprotocol 
bridge/router  capable  of  inter¬ 
connecting  4M/16M  bit/sec  to¬ 
ken-ring  and  10M  bit/sec  Ether¬ 
net  networks  over  a  16M  bit/sec 
token-ring  backbone  or  wide- 
area  links. 

The  new  p4l00+  Bridging 
Router  is  a  20-MHz  four-slot 
80386-based  device  that  can  per¬ 
form  bridging,  routing  or  simul¬ 
taneous  bridging  and  routing  of 
as  many  as  four  Ethernet  and  to¬ 
ken-ring  local-area  networks. 

Its  source  routing  and  bridg¬ 
ing  capabilities  enable  local  and 


ATLANTA  —  XTree  Co.  last 
week  at  Comdex/Spring  here  re¬ 
leased  a  new  version  of  its  XTree 
file  management  software  de¬ 
signed  specifically  for  local-area 
networks  running  Novell,  Inc.’s 
NetWare. 

XTreeNet  2.0  is  a  DOS  pro¬ 
gram  that  runs  on  the  network 
administrator’s  workstation  and 
provides  access  to  both  the  local 
hard  disk  and  the  disk  on  the  serv¬ 
er.  A  new  peer-to-peer  communi¬ 
cations  feature  also  enables  the 
administrator  to  view  and  manip¬ 
ulate  files  on  the  local  drives  at¬ 
tached  to  all  user  nodes. 

Files  are  displayed  in  a  graphi¬ 
cal  tree  that  facilitates  their  ma¬ 
nipulation  by  the  administrator. 

“For  the  first  time,  files  on  dis¬ 
tant  workstations  can  be  copied, 
deleted  and  edited  from  one  loca¬ 
tion,  thereby  giving  the  adminis¬ 
trator  unparalleled  distributed 
file  management  capabilities,” 
said  Michael  Chuises,  network 
product  manager  for  XTree.  “In¬ 
stead  of  running  from  machine  to 
machine,  the  administrator  can 
manage  the  entire  network  from 
his  desk.” 

XTreeNet  2.0  has  enhanced 
searching  abilities  that  let  users 
search  for  files  by  specifying  a  se¬ 
quence  of  characters.  Files  that 
match  the  search  criteria  are 
tagged  and  can  then  be  viewed, 
copied  or  subjected  to  other  file 
management  operations.  If  the 


remote  4M/16M  bit/sec  IBM  To¬ 
ken-Ring  Network  users  to  access 
other  LANs.  The  spanning  tree 
bridging  function  lets  terminals 
such  as  Digital  Equipment  Corp. 
VT-lOOs,  \T-220s  and  VT-320s 
connect  to  DEC  VAX  hosts  across 
local  and  remote  Ethernets. 

The  p4 1 00  +  offers  multipro¬ 
tocol  loM  bit/sec  bridge/routing 
at  one-third  to  one-half  the  price 
of  existing  4M  bit /sec  routers,  ac¬ 
cording  to  Diane  Rahe,  Proteon’s 
manager  of  product  marketing. 

At  less  than  $10,000,  Rahe 
said,  the  p4100+  delivers  four 
times  the  performance  of  4M  bit/ 
sec  token-ring  routers  that  cost 
from  $15, 000  to  $24,000. 

( continued  on  page  22 ) 


operation  requires  the  applica¬ 
tion  associated  with  the  file  to  be 
loaded,  XTreeNet  2.0  will  do  so 
automatically. 

The  new  version  of  the  prod¬ 
uct  also  has  an  ARCHIVE  com¬ 
mand  that  converts  files  to  the  in¬ 
dustry-standard  .ARC  file-com¬ 
pression  format.  This  feature  can 
be  used  to  save  time  and  disk 
space  when  transferring  files  to 
disk  or  downloading  them  from 
some  outside  source  via  modem. 

There  are  also  new  PRUNE  and 
GRAFT  commands  that  enable  us¬ 
ers  to  move  or  delete  entire  direc¬ 
tory  tree  structures  as  easily  as 
single  files  can  be  manipulated. 

Chuises  said  XTreeNet  2.0  en¬ 
hances  NetWare’s  security  fea¬ 
tures  by  enabling  the  administra¬ 
tor  to  restrict  the  use  of  various 
XTreeNet  commands  to  certain 
individuals  or  groups.  When  a 
user  calls  up  a  display  of  files 
stored  on  the  network,  only  the 
directories  and  files  to  which  that 
user  has  access  rights  will  be  dis¬ 
played. 

XTreeNet  2.0  is  available  in 
two  versions:  one  for  Entry  Level 
System  (ELS)  NetWare  and  the 
other  for  NetWare  2.0a  and  high¬ 
er,  including  NetWare  386.  The 
former  costs  $249,  while  the  lat¬ 
ter  is  priced  at  $495.  Registered 
users  of  X.TreeNet  1.0  can  up¬ 
grade  to  either  version  for  $95. 

XTree  can  be  contacted  in 
writing  at  4330  Santa  Fe  Road, 
San  Luis  Obispo,  Calif.  93401,  or 
by  calling  (805)  541-0604.  □ 


Net  management  product 
tracks  files  across  LANs 

By  Susan  Breidenbach 

West  Coast  Bureau  Chief 
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TCNS  token-bus  network 
a  low-cost  option  to  FDDI 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

ATLANTA  —  At  Comdex/ 
Spring  here  last  week,  Thomas- 
Conrad  Corp.  introduced  a  pro¬ 
prietary1  100M  bit/sec  token-bus 
network  that  offers  users  a  low- 
priced  alternative  to  Fiber  Dis¬ 
tributed  Data  Interface  local-area 
networks. 

The  Thomas-Conrad  Network¬ 
ing  System  (TCNS)  can  be  pur¬ 
chased  for  as  little  as  $1,281  per 
node,  which  compares  with  a  per- 
node  pricing  of  approximately 
$5,000  for  FDDI  networks.  TCNS 
supports  as  many  as  255  nodes 
over  a  maximum  distance  of 
5 ,000  feet  and  allows  a  span  of  up 
to  5,000  feet  between  devices. 

The  product  is  aimed  at  spe¬ 
cialized  work  groups  using  appli¬ 
cations  requiring  high  network 
bandwidth,  such  as  accounting, 
imaging  and  computer-aided  de¬ 
sign. 

It  can  also  be  used  as  a  back¬ 
bone  connecting  any  type  of 
LAN  segment,  including  Arcnet, 
Ethernet  and  token  ring,  as  long 
as  the  network  operating  system 
supports  internal  bridging. 

Thomas-Conrad  said  TCNS  is 
now  in  a  “phased  beta  release” 


Netnotes 
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work  operating  system. 

The  drivers  operate  under 
NetWare  2. IX  or  higher,  includ¬ 
ing  NetWare  386. 

According  to  SMC,  they  can 
boost  network  throughput  by  as 
much  as  1 27%  over  Novell’s  stan¬ 
dard  RX-Net  drivers  when  the 
server  is  equipped  with  SMC’s  16- 
bit  Arcnet  board. 

The  drivers  are  interoperable 
with  LAN  boards  conforming  to 
the  original  RX-Net  specification 
and  those  using  the  new  Arcnet 
packet  header  definition  stan¬ 
dard. 

The  drivers  come  on  a  diskette 
that  includes  a  menu-driven  in¬ 
stallation  program.  They  are  now 
packaged  with  SMC’s  PC500FS, 
PC550FS,  PS110  and  PS210  Arc- 
net  adapters,  and  current  users  of 
these  boards  can  download  the 
drivers  at  no  charge  from  the  SMC 
Forum  on  CompuServe,  Inc.’s 
CompuServe  network. 

SMC  can  be  contacted  at  35 
Marcus  Blvd.,  Hauppauge,  N.Y. 
11788;  (516)  273-3100. 

IMC  Networks  Corp.  re¬ 
cently  jumped  into  the  lOBaseT 
market  with  the  release  of  a  line 
of  aggressively  priced  Ethernet 
boards  based  on  the  IEEE  draft 
standard. 

The  products,  the  latest  mem¬ 
bers  of  IMC’s  PICnic  local-area 
network  adapter  family,  include 
1 6-bit  and  eight-bit  net  interfaces 
for  personal  computers  based  on 


stage,  with  volume  shipments  to 
begin  in  August. 

“The  response  we  are  getting 
has  just  flabbergasted  me,”  said 
Walter  Thirion,  president  of 
Thomas-Conrad.  “I  didn’t  expect 
this  much  interest  for  at  least  six 
months.  We’ve  had  to  start  turn¬ 
ing  away  prospective  beta  sites.” 

One  beta  site  is  a  chemical 
company  that  has  standardized 
on  token  ring  but  needed  higher 
throughput  for  a  work  group  han¬ 
dling  an  image-document  man¬ 
agement  application.  “The  LAN 
originally  had  18  nodes,  but  with 
TCNS,  they’ve  been  able  to  in¬ 
crease  the  size  of  the  work  group 
and  [they]  expect  to  be  able  to 
support  100  nodes  eventually,” 
Thirion  said. 

Many  of  the  beta  sites  are  cur¬ 
rent  Arcnet  users,  and  for  them, 
the  upgrade  is  particularly  easy. 
Thomas-Conrad  designed  TCNS 
to  support  all  the  Arcnet  drivers 
currently  in  use  in  various  re¬ 
leases  of  Novell,  Inc.’s  NetWare, 
Banyan  Systems,  Inc.’s  VINES 
and  Network  Basic  I/O  System- 
based  network  operating  sys¬ 
tems.  Users  simply  have  to  swap 
the  Arcnet  hardware  for  TCNS 
boards  and  hubs. 


the  industry-standard  architec¬ 
ture  (ISA),  and  a  1 6-bit  adapter 
for  machines  using  IBM’s  Micro 
Channel  Architecture  (MCA). 

Workstation  adapters  with 
16K  bytes  of  memory  are  priced 
at  $275  for  the  eight-bit  ISA  ver¬ 
sion,  $325  for  the  16-bit  ISA 
model  and  $375  for  the  MCA 
board.  File  server  adapters  with 
64K  bytes  of  memory  list  for 
$350  for  the  ISA  version  and 
$375  for  the  MCA  version. 

IMC  can  be  reached  at  1342 
Bell  Ave.,  Suite  3E,  Tustin,  Calif. 
92680;  (714)  259-1020. 

Cabletron  Systems,  Inc. 
and  cisco  Systems,  Inc.  recent¬ 
ly  announced  a  technology  alli¬ 
ance  that  will  enable  cisco  Sys¬ 
tem’s  network  routers  to  be 
integrated  into  Cabletron’s  fam¬ 
ily  of  Multi-Media  Access  Center 
(MMAC)  intelligent  wiring  hubs. 

The  two  firms  will  exchange 
specifications  on  their  respective 
products  to  let  cisco  Systems  en¬ 
gineer  its  router  to  be  fully  inter¬ 
operable  with  Cabletron’s  MMAC 
intelligent  wiring  hubs,  accord¬ 
ing  to  Chris  Oliver,  Cabletron’s 
director  of  engineering. 

“This  deal  will  provide  our  us¬ 
ers  with  the  first  router  technol¬ 
ogy  for  the  MMAC  hubs,”  Oliver 
said. 

Cabletron’s  MMAC  hub  is  an 
eight-port  device  that  supports 
connections  to  168  users  on 
Ethernet  and  token-ring  nets. 

The  cisco  Systems  router  for 
Cabletron  is  scheduled  to  be 
available  this  December  and  w  ill 
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Thirion  said  the  support  of  ex¬ 
isting  Arcnet  drivers  that  have 
“been  debugged  and  working  for 
years”  is  something  FDDI  will  not 
be  able  to  offer.  “FDDI  requires 
an  entirely  new  set  of  drivers,  and 
new  driver  development  is  a  pain; 
it’s  always  lagging  behind  new 
hardware  and  system  software 
releases. 

“And  you  can  afford  to  put 
TCNS  on  every  desk,”  Thirion 
said,  adding  that  most  of  the  beta 
users  are  interested  in  doing  just 
that,  rather  than  employing  TCNS 
as  a  high-speed  backbone. 

Thomas-Conrad  is  positioning 
TCNS  as  an  alternative  to  FDDI 
that  is  more  specialized  and 
should  be  able  to  out-perform 
FDDI  in  most  work  group  applica¬ 
tions. 

FDDI  is  based  on  token  ring, 
which  requires  that  packets  sent 
from  one  station  to  another  pass 
through  all  nodes  in  between.  By 
contrast,  TCNS  uses  a  token-bus 
topology  that  provides  a  more  di¬ 
rect  path  between  the  sending 
and  receiving  nodes. 

The  eight-port  TCNS  is  priced 
at  $2,295.  There  are  three  board 
options:  an  eight-bit  model 
priced  at  $995,  a  1 6-bit  board  for 
$1,495  and  a  32-bit  Extended  In¬ 
dustry  Standard  Architecture 
board  for  $1,795. 

Thomas-Conrad  Corp.,  1908- 
R  Kramer  Lane,  Austin,  Texas 
78758;  (512)  836-1935.  □ 


be  marketed  and  sold  by  both 
companies. 

Cisco  Systems  also  has  OEM 
deals  with  SynOptics  Communi¬ 
cations,  Inc.  and  Chipcom  Corp. 
Neither  cisco  Systems  nor  Cable¬ 
tron  has  set  a  price  on  the  forth¬ 
coming  router. 

Cabletron  is  located  at  35  In¬ 
dustrial  Way,  Rochester,  N.H. 
03867;  (603)  332-9400.  Cisco 
Systems  can  be  reached  at  1525 
O’Brien  Drive,  Menlo  Park,  Calif. 
94025;  (415)  326-1941. 

Emerson  Computer  Pow¬ 
er,  Inc.  recently  announced  a 
new  local-area  network  interface 
that  provides  an  intelligent  link 
between  an  Emerson  uninter¬ 
ruptible  power  supply  unit  and  a 
LAN  file  server. 

The  new  product  can  prolong 
battery  life  during  a  power  outage 
and  display  on  the  network  ad¬ 
ministrator’s  screen  the  amount 
of  battery  time  left. 

The  interface,  which  supports 
Emerson’s  Accupower  Model  40 
and  Model  50  uninterruptible 
power  supply  systems,  incorpo¬ 
rates  a  controller,  memory  and 
configurable  erasable  program¬ 
mable  read-only  memory. 

The  product  comes  with  a  dis¬ 
kette  of  configuration  software 
users  can  employ  to  customize 
the  interface  for  their  particular 
networks. 

Equipment  attached  to  the 
LAN  can  be  prioritized  so  that  ex¬ 
traneous  devices  such  as  printers 
and  modems  can  be  cut  off,  thus 
minimizing  the  load  on  the  power 


Proteon  intros 
router 
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“Until  now,  it’s  been  both 
technically  difficult  and  cost-pro¬ 
hibitive  to  bridge/route  commer¬ 
cial  IBM  Token-Ring  Nets  with 
multiple  types  of  networks  and 
protocols,”  Rahe  said. 

Susan  Frankel,  an  analyst  in 
the  LAN  program  at  International 
Data  Corp.  (IDC)  in  Framing¬ 
ham,  Mass.,  agreed.  She  said  Pro¬ 
teon  is  the  only  company  current¬ 
ly  offering  an  IBM  source  routing 
bridge  over  a  16M  bit/sec  token¬ 
ring  backbone.  And  only  cisco 
Systems,  Inc.  supports  as  exten¬ 
sive  an  array  of  network  proto¬ 
cols,  she  said. 

“From  a  technology  stand¬ 
point,  the  p4l00+  is  a  very  im¬ 
pressive,  solid  product,”  Frankel 
said.  “No  other  company  offers 
this  depth  of  features  and  func¬ 
tionality  in  a  single  device.” 

IBM,  for  instance,  doesn’t  of¬ 
fer  a  Token-Ring-to-Token-Ring 
router.  The  current  8209  Router 
only  interconnects  Ethernet  and 
Token-Ring  LANs,  and  it  does  not 
route  Novell,  Inc.  NetWare  Inter¬ 
network  Packet  Exchange/Se¬ 
quenced  Packet  Exchange  (IPX/ 
SPX)  protocols.  NetWare  users 
represent  more  than  50%  of  the 
installed  base  of  personal  com¬ 
puter  LAN  users,  and  many  of 
them  are  on  IBM  Token- Rings. 


supply  during  a  power  failure. 
The  time  remaining  on  the  unit  is 
continuously  updated  and  dis¬ 
played  on  the  administrator’s 
screen. 

The  LAN  interface  is  priced  at 
$179- 

Emerson  Computer  Power  can 
be  contacted  at  15041  Bake 
Pkwy.,  Suite  L,  P.O.  Box  19786, 
Irvine,  Calif.  92713;  (714)  380- 
1005. 

Cc:Mail,  Inc.  has  initiated  a 
free  upgrade  that  enables  users  of 
its  flagship  cc:Mail  electronic 
mail  system  to  receive  instant  no¬ 
tification  of  new  mail  messages 
from  within  Microsoft  Corp.’s 
new  Microsoft  Windows  3-0 
graphical  user  interface  soft¬ 
ware. 

Notification  of  new  messages 
is  indicated  by  a  bell  tone  and  ei¬ 
ther  a  flashing  desktop  icon  or  a 
pop-up  dialogue  box. 

The  user  can  then  click  on  the 
notification  icon,  which  in  turn 
will  invoke  the  character-based 
DOS  version  of  cc:Mail  and  dis¬ 
play  it  within  a  Microsoft  Win¬ 
dows  30  window. 

The  vendor  has  promised  to 
deliver  a  graphical  Microsoft  Win¬ 
dows  3-0  version  of  cc:Mail  be¬ 
fore  year  end. 

Meanwhile,  the  interim  up¬ 
grade  is  available  to  current  users 
free  of  charge  and  will  be  bundled 
in  future  releases  of  cc:Mail. 

Cc:Mail  is  located  at  2141 
Landings  Drive,  Building  T, 
Mountain  View,  Calif.  94043; 
(415)961-8800.  □ 


By  contrast,  the  Proteon 
p4100+  simultaneously  sup¬ 
ports  IBM  source  routing  proto¬ 
cols,  as  well  as  NetWare  IPX/ 
SPX,  Digital  Equipment  Corp.’s 
DECnet,  Xerox  Corp.’s  Xerox  Net¬ 
work  Systems  (which  is  common¬ 
ly  used  in  3Com  Corp.  nets),  Ap¬ 
ple  Computer,  Inc.’s  AppleTalk, 
Hewlett-Packard  Co.’s  Apollo  Di¬ 
vision  Domain,  Transmission 
Control  Protocol/Internet  Proto¬ 
col  and  Open  Systems  Intercon¬ 
nection  protocols. 

“Users  are  installing  more  and 
more  heterogeneous  networks,” 


“F 

JL  rom  a  technology 
standpoint,  the  p4100+ 
is  a  very  impressive, 
solid  product.” 

AAA 


Rahe  said.  “And  the  multiproto¬ 
col  routing  capabilities  of  the 
p4 1 00  +  are  designed  to  address 
the  wide  variety  of  interconnec¬ 
tion  protocols  users  have  in¬ 
stalled  at  their  sites.” 

The  p4l00+  also  supports  a 
variety  of  physical  media  types, 
including  fiber-optic  cable  and 
shielded  and  unshielded  twisted¬ 
pair  wiring. 

“Our  16M  bit/sec  backbone 
uses  the  same  type  of  fiber-optic 
cable  as  FDDI,  so  users  will  be 
able  to  preserve  their  current  ca¬ 
bling  investment  if  they  decide  to 
migrate  to  FDDI,”  Rahe  said. 

Wide-area  links 

The  p4l00+  supports  wide- 
area  bridge/routing  over  64K 
bit/sec  and  T-l  lines  and  X.25 
networks.  It  also  supports  the  in¬ 
dustry-standard  Simple  Network 
Management  Protocol  for  net¬ 
work  management.' 

Analysts  said  they  expect  Pro¬ 
teon  to  follow  the  example  of  ri¬ 
val  cisco  Systems  and  incorpo¬ 
rate  its  routing  technology  into 
its  Series  70  Intelligent  Wire  Cen¬ 
ter.  Cisco  Systems  recently 
signed  agreements  with  both  Syn¬ 
Optics  Communications,  Inc.  and 
Cabletron  Systems,  Inc.  to  inte¬ 
grate  its  router  technology  into 
those  companies’  intelligent  wir¬ 
ing  hubs. 

“Proteon  has  all  of  the  tech¬ 
nology  at  its  fingertips  to  do  the 
same  thing  internally,  and  I  think 
it’s  a  logical  move  for  them,” 
IDC’s  Frankel  said. 

The  p4 1 00  +  Bridging  Router 
is  scheduled  to  ship  in  August. 
Pricing  ranges  from  $6,995  for 
the  base  platform  with  two  4M/ 
16M  bit/sec  token-ring  adapters 
and  IBM  source  routing  software 
to  $9,995  for  a  fully  configured 
system  that  includes  two  4M/ 
16M  bit/sec  token-ring  adapters, 
an  Ethernet  adapter,  one  serial 
line  interface  as  well  as  NetWare 
IPX/SPX  and  IBM  source  routing 
software.  □ 
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MANAGING  PEOPLE  AND  TECHNOLOGY:  USERS  GROUPS  AND  ASSOCIATIONS 


C  f 

LJixty-iour  percent 
of  American  workers 
say  they  believe 
they’re  being  given 
more  authority  to 
make  decisions  than 
they  were  five  years 
ago. 

Based  on  a  survey  of  1 ,000  U.S. 
workers  sponsored  by 
Accountemps 
Menlo  Park,  Calif. 


- - 

ssociation 

Watch 

Joing  the  ranks  of  users 
groups  is  the  Network  Anal¬ 
ysis  Users  Group.  Estab¬ 
lished  in  April,  the  group’s 
mission  is  to  provide  a  forum 
for  the  exchange  of  ideas 
among  users  of  Network  Gen¬ 
eral  Corp.’s  network  analysis 
products.  It  is  also  dedicated 
to  providing  training  on  the 
use  of  Network  General  prod¬ 
ucts  and  techniques  for  per¬ 
forming  network  analysis  and 
troubleshooting. 

Network  General  manufac¬ 
tures  the  Sniffer  family  of  pro¬ 
tocol  analyzers  and  the  Watch¬ 
dog,  a  personal  computer- 
based  network  monitoring 
device. 

For  more  information,  call 
Kent  Sterling  at  (415)  688- 
2700. 

The  Federation  of  Gov¬ 
ernment  Information  Pro¬ 
cessing  Councils  will  hold 
its  10th  annual  Management 
of  Change  conference  on  July 
18  to  20  in  Washington,  D.C. 
The  theme  of  the  conference 
is  “People  in  Automation” 
and  will  feature  presentations 
from  users  and  vendors  on  a 
range  of  topics,  including  total 
quality  management,  systems 
integration  and  strategic  plan¬ 
ning. 

The  group's  purpose  is  to 
foster  better  communications 
between  users,  information 
technology  vendors,  regula¬ 
tory  agencies  and  academic 
institutions. 

The  cost  of  the  conference 
is  $395.  For  more  informa¬ 
tion,  call  Howard  Ady  at 
(202)  694-8667.  □ 


Managing  technology  in  the  1990s 

Key  findings  from  the  “Management  in  the  1990s”  study 

FT.  The  introduction  of  new  information  technologies  will  be  a 
competitive  necessity  rather  than  a  competitive  advantage. 

IT.  Well-managed  companies  will  gain  more  benefits  from 

implementing  information  technology  than  poorly  managed 
companies. 

IT.  Companies  that  continuously  search  for  innovative  ways  to 
implement  information  technology  will  achieve  a  sustained 
competitive  advantage. 

nr  Successful  companies  will  leverage  information  technology  to 
speed  product  development  time. 


GRAPHIC  BY  SUSAN  SLATER 


SOURCE:  ERNST  &  YOUNG,  NEW  YORK 


Landmark  report  by  MIT 
explores  IS  issues  for  ’90s 

Finds  firms  will  have  to  be  innovative  to  compete. 


By  Wayne  Eckerson 

_ Senior  Writer _ 

Only  well-managed  compa¬ 
nies  that  actively  encourage  em¬ 
ployees  to  search  for  innovative 
applications  of  technology  are 
likely  to  gain  a  competitive  ad¬ 
vantage  from  information  sys¬ 
tems  in  the  1990s,  according  to  a 
ground-breaking  new  study. 

The  “Management  in  the 
1990s”  report  is  the  fruit  of  five 
years  of  investigation  by  dozens 
of  researchers  at  the  Massachu¬ 
setts  Institute  of  Technology’s 
Sloan  School  of  Management. 
The  study  is  based  on  conclusions 
drawn  from  80  working  papers, 
which  examined  the  impact  of  in¬ 
formation  technology  on  organi¬ 
zational  structures,  manage¬ 
ment,  workers  and  business 


Success  factors 

To  succeed,  information 
technology  projects  require: 

■  Commitment  and  support 
from  top  management. 

■  Motivated  employees  who 
are  eager  to  learn  and 
experiment  with  technology. 

■  Teamwork  among  diverse 
groups  within  the  company. 

■  A  project  champion  who 
pushes  a  project  through  to 
completion. 

■  Organizational  restructuring 
around  new  technology. 

■  Effective  user  training. 

SOURCE:  ERNST  &  YOUNG,  NEW  YORK 
GRAPHIC  BY  SUSAN  SLATER 


practices  in  major  companies. 

The  study  was  prepared  for  1 2 
major  corporate  sponsors,  in¬ 
cluding  American  Express  Co., 
Eastman  Kodak  Co.  and  General 
Motors  Corp.  It  was  designed  to 
explore  why  some  companies 
profit  from  implementing  infor¬ 
mation  technologies  and  others 
do  not.  The  results  were  intended 
to  help  sponsors  understand  how 
best  to  utilize  information  tech¬ 
nologies  in  the  1990s. 

The  study  found  that  compa¬ 


nies  will  be  required  to  introduce 
new  information  technologies 
just  to  keep  pace  with  competi¬ 
tors  (see  graphic).  Gaining  a 
competitive  advantage  will  be 
more  difficult  to  achieve. 

The  well-publicized  successes 
of  companies  such  as  American 
Airlines,  Inc.  —  whose  SABRE 
computer  reservation  network 
gave  the  airline  a  clear  market  ad¬ 
vantage  in  the  1970s  and  early 
’80s  —  dramatized  the  strategic 
significance  of  information  tech¬ 
nology.  Since  then,  most  compa¬ 
nies  have  pushed  forward  with 
projects  of  their  own,  making  it 
more  difficult  for  any  one  compa¬ 
ny  to  retain  a  competitive  advan¬ 
tage  for  long. 

However,  the  report  said  com¬ 
panies  that  encourage  innovation 
and  that  are  willing  to  adapt 
workers,  organizational  struc¬ 
tures  and  business  processes 
around  new  or  existing  informa¬ 
tion  technologies  can  still 
achieve  an  edge. 

“The  key  to  sustained  compet¬ 
itive  advantage  will  be  continu¬ 
ous  innovation  in  a  competitive 
environment  that  will  not  allow 
companies  to  live  off  the  past  for 
long,”  the  study  said. 

The  results  of  the  study  have 
been  summarized  in  a  40-page  re¬ 
port  titled  “The  Landmark  MIT 
Study:  Management  in  the 
1990s,”  issued  by  Ernst  &  Young, 
a  diversified  accounting  firm  and 
one  of  the  study’s  12  corporate 
sponsors.  A  complete  analysis  of 
the  research  by  MIT  researchers 
is  being  published  in  a  book  titled 
The  Corporation  of  the  1990s, 
which  will  be  released  in  October. 
A  second  book,  as  yet  untitled, 
will  contain  extracts  from  a  dozen 
or  more  working  papers. 

The  MIT  study  emphasizes 
that  well-managed  companies 
have  a  better  chance  of  benefiting 
from  information  technology 
than  poorly  managed  companies. 

Major  network  projects  are 
(continued  on  page  50) 


EDI  efforts  progress 
slowly  in  U.S.  firms 

Faced  with  political  and  bureaucratic  difficulties, 
the  technology  is  still  battling  to  prove  its  worth. 


By  Wayne  Eckerson 

_ Senior  Writer _ 

Victims  of  a  lack  of  top  man¬ 
agement  support,  turf  wars  and 
bureaucratic  inertia,  EDI  pro¬ 
grams  at  many  companies  have 
stalled  in  the  pilot  phase,  accord¬ 
ing  to  EDI  users  and  consultants. 

Users  acknowledge  that  few 
companies  have  realized  signifi¬ 
cant  cost  savings  or  other  bene¬ 
fits  from  implementing  electron¬ 
ic  data  interchange,  and  that  EDI 
usage  has  not  grown  as  fast  as 
many  analysts  predicted  several 
years  ago. 

But  that  can  change  if  EDI 
managers  become  more  aggres¬ 
sive  in  promoting  the  benefits  of 
EDI  within  their  organizations. 
Users  and  consultants  say  EDI 
proponents  need  to  quantify 
more  clearly  the  results  of  EDI  pi¬ 
lot  tests  and  present  the  benefits 
in  terms  that  senior  executives 
can  understand  and  get  excited 
about. 

Users  also  need  to  make  head¬ 


way  in  integrating  EDI  with  exist¬ 
ing  applications  and  adding  a  sub¬ 
stantial  number  of  EDI  trading 
partners  —  two  keys  to  benefit¬ 
ing  from  the  technology. 

“Many  companies  are  at  a  piv¬ 
otal  point  in  their  EDI  develop¬ 
ment,”  said  Kenneth  Hutcheson, 
supervisor  of  EDI  at  E.I.  du  Pont 
de  Nemours  &  Co.  in  Wilmington, 
Del.,  and  chairman  of  ANSI’s  XI 2 
committee,  which  develops  inter¬ 
industry  EDI  standards. 

“They’ve  done  the  easy  part 
and  established  EDI  pilots.  Now 
they  have  to  decide  whether  to 
expand  their  programs  by  inte¬ 
grating  EDI  into  internal  applica¬ 
tions.  This  requires  a  wholeheart¬ 
ed  commitment,  which  many 
companies  are  still  reluctant  to 
make,”  he  said. 

A  survey  of  about  600  EDI  us¬ 
ers  commissioned  last  year  by 
The  Electronic  Data  Interchange 
Association  indicated  that  more 
than  65%  of  those  surveyed  had 
( continued  on  page  24 ) 


GUIDELINES 


BY  BRUCE  ELBERT 

Net  pros  can  play  key  role 
as  advisors  to  top  execs 

An  important  but  unwritten  part  of  a  network  manager’s  job 
is  to  provide  senior  executives  with  technical  advice  on 
projects  they’re  considering. 

While  you’d  be  hard-pressed  to  find  it  mentioned  in  a 
network  manager’s  job  description,  advising  senior  management 
can  consume  as  much  as  20%  to  30%  of  a  net  manager’s  time. 
Moreover,  net  managers  who  excel  as  advisors  can  earn  the 
respect  of  top  management  and  pave  the  way  for  their  rapid 
advancement  within  an  organization. 

Unfortunately,  some  net  managers  consider  serving  as  an 
impromptu  advisor  to  senior  executives  a  frustrating  interrup¬ 
tion  that  keeps  them  from  attending  pressing  network  prob¬ 
lems.  These  managers  should  recognize  that  advisory  sessions 
can  improve  their  ability  to  anticipate  management’s  needs  and 
desires,  and  expand  their  knowledge  of  network  problems. 

The  following  are  a  few  ways  in  which  network  managers 
can  serve  as  effective  advisors  to  senior  executives. 

■  Serve  as  a  sounding  board.  It’s  common  for  senior 
executives  to  bounce  ideas  off  a  network  manager  before 
introducing  them  to  the  organization  as  a  whole.  Often, 
executives  just  want  someone  to  listen  to  their  ideas,  not 
necessarily  comment  on  them.  Being  a  good  sounding  board  is 
not  easy,  however.  Most  managers  find  it  difficult  to  refrain 
from  commenting  on  ideas  and  feel  frustrated  at  not  being  able 
to  contribute  in  a  more  active  way. 

(continued  on  page  50) 

Elbert  is  director  of  operations  for  a  large  communica¬ 
tions  company  and  author  of  several  books  on  telecom¬ 
munications  and  information  technology. 
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EDI  efforts  progress 
slowly  in  U.S.  firms 

continued  from  page  23 
established  links  with  fewer  than  10  EDI 
trading  partners.  Only  10%  had  EDI  links 
to  more  than  100  trading  partners. 

Only  1 7%  of  those  surveyed  said  they 
have  derived  a  net  gain  from  EDI. 

“While  many  companies  report  they 
are  using  EDI,  a  significant  number  are  still 
in  the  pilot  stage,”  said  the  study,  which 
was  written  by  Gartner  Group,  Inc.,  a 
Stamford,  Conn. -based  consultancy. 

According  to  David  Taylor,  director  of 
interenterprise  systems  at  Gartner  Group, 
most  companies  have  paid  lip  service  to 
EDI  up  to  this  point  and  do  not  realize  how 
much  money  they  must  spend  before  they 


can  begin  to  derive  any  benefits  from  the 
technology. 

Taylor  said  EDI  requires  companies  to 
completely  reorganize  the  way  they  oper¬ 
ate,  a  process  that  could  cost  millions  of 
dollars. 

Restructuring  involves  mapping  EDI  in¬ 
formation  directly  into  existing  applica¬ 
tions  running  on  systems  in  a  variety  of  di¬ 
visions  and  functional  groups,  according 
to  users.  That  usually  requires  a  systems 
overhaul  as  well  as  greater  coordination 
than  currently  exists  among  diverse  de¬ 
partments  such  as  logistics,  marketing, 
distribution,  systems  and  procurement. 

Credibility  gap 

Part  of  the  reason  EDI  has  stalled  at 
many  companies  is  that  most  senior  execu¬ 


tives  refuse  to  believe  or  do  not  understand 
that  it  can  yield  tangible  benefits,  such  as 
improved  customer  service  and  cost-sav¬ 
ings,  said  Thomas  Colberg,  EDI  consultant 
at  Price  Waterhouse  in  Washington,  D.C. 

Moreover,  EDI  projects  are  competing 
against  more  immediate  concerns,  such  as 
shareholder  issues,  labor  troubles  and  hos¬ 
tile  takeover  attempts,  for  the  attention  of 
senior  executives,  Colberg  said. 

Colberg  admitted  that  he  and  other  ear¬ 
ly  supporters  of  EDI  were  guilty  of  over¬ 
stating  its  potential  bottom-line  impact 
and  the  ease  with  which  it  could  be  imple¬ 
mented. 

As  a  result,  EDI  lost  credibility  in  the 
eyes  of  senior  executives,  who  saw  it  as  just 
the  latest  gimmick  to  boost  profitability, 
he  said. 


Ralph  says  there 
are  two  reasons 
our  T-SMART  CSU 
is  so  successful. 

Our  customers 
say  there  are 
three. 


Ralph  Sitton.  Kentrox  Senior  Technical 
Support  Specialist,  Master  of  the  public/ 
private  network  interface. 


Ralph  talks  with  our  custom¬ 
ers  every  day  He’s  the  one  they  call 
when  they  need  straight  answers. 
About  configuring  their  network 
to  take  advantage  of  ESf  about 
hooking  up  their  T-SMART  CSU, 
about  working  with  their  telco. 

So  it’s  no  surprise  when  our 
customers  tell  us  that  Ralph  is  just 
as  important  to  them  as  all  die 
features  we  put  into  the  T-SMART 
T1  Intelligent  CSU. 

To  them,  he’s  just  as  important 
as  T-SMART’s  ability  to  do  perfor¬ 
mance  monitoring.  Just  as  critical 
as  its  diagnostic  capabilities. 
(Reasons  One  and 
Two  according  to 
Ralph.)  And  right 
up  diere  widi  its 


ability  to  run  both  ESF  and  SE 

Sure,  Kentrox  products  give 
Network  Managers  a  level  of  con¬ 
trol  and  reliability  that’s  unique. 
But  it’s  the  experience  of  Kentrox 
people  that  sets  us  apart. 

Twenty  years  of  working 
successfully  with  Telcos  and  Net¬ 
work  Managers.  Thafs  Ralph.  That’s 
Kentrox. 

And  diafs  why  you  might 
want  to  ask  for  the  full  story  on  the 
T-SMART  Intelligent  CSU. 


A  subsidiary  of  ADC  Telecommunications,  Inc. 


Good  people.  Good  products. 

FO.  Box  10704  Portland,  OR  97210-0704  1-800-733-5511  FAX  503-641-3341 


See  The  FAXNet  Form  on  Page  #51 


This  has  made  it  extremely  difficult  for 
EDI  managers  to  gain  top  management 
support  and  commitment,  without  which 
EDI  will  never  fully  take  root  or  yield  any 
significant  returns  to  companies,  users 
and  consultants  agreed. 

“EDI  requires  a  significant  manage¬ 
ment  commitment  of  time,  money  and  re¬ 
sources  to  make  it  work,”  Hutcheson  said. 
“Many  companies  are  having  difficulty  mi¬ 
grating  EDI  from  the  pilot  stage  into  a  stra¬ 
tegic  initiative.” 

Turf  wars 

Besides  the  lack  of  executive  support, 
politics  and  corporate  bureaucracy  also 
hamstring  EDI  efforts. 

Most  large  companies  have  well-de¬ 
fined  boundaries  between  operating  divi¬ 
sions  and  functional  departments,  such  as 
purchasing,  accounting  and  distribution. 
It’s  often  difficult  to  get  managers  from 
different  departments  to  cooperate  on  a 
joint  project,  especially  one  that  might 
change  the  way  they  do  business. 

“There  exists  a  wall  between  depart¬ 
ments  that  is  very  difficult  to  break  down,” 
Colberg  said. 

Moreover,  EDI  often  stirs  up  turf  wars. 
Some  managers  may  feel  threatened  by 


“f 

hanging  skeptical 
people’s  behavior  is  not  easy.” 

AAA 


EDI  because  it  competes  with  their  pet 
projects.  These  managers  may  say  they  do 
not  have  enough  time  or  the  authorization 
from  their  managers  to  pursue  EDI,  Col¬ 
berg  said. 

“Not  all  of  your  colleagues  wish  you 
well  in  your  quest  to  implement  EDI,”  he 
said. 

Be  ruthless 

To  overcome  these  difficulties,  Colberg 
recommends  strong  tactics.  “Changing 
skeptical  people’s  behavior  is  not  easy. 
You  must  be  cunning,  persuasive,  persis¬ 
tent,  relentless,  thick-skinned  and  ruth¬ 
less.  Nice  guys  finish  last,”  he  said. 

Colberg  said  success  in  EDI  is  directly 
proportional  to  a  manager’s  commitment 
and  desire  to  achieve  a  robust  EDI  pro¬ 
gram. 

He  also  suggested  that  EDI  managers 
should  be  smarter  about  quantifying  the 
results  of  pilot  tests.  Most  users  fail  to  col¬ 
lect  persuasive  evidence  about  how  EDI 
has  reduced  lead  times  for  shipping  mer¬ 
chandise,  reduced  costs  and  increased  in¬ 
ventory  turns,  he  said. 

Ann  Boland,  a  senior  management  con¬ 
sultant  for  IBM  in  Tampa,  Fla.,  said  propo¬ 
nents  of  EDI  are  often  their  own  worst  ene¬ 
mies.  These  users  don’t  know  how  to 
communicate  the  benefits  of  EDI  to  upper 
management  in  terms  they  can  understand 
and  respect,  she  said. 

Boland  said  EDI  users  must  push  hard  to 
get  access  to  senior  executives  at  corpo¬ 
rate  headquarters  and  become  involved  in 
the  business  planning  cycle.  But  they  also 
must  be  ready  to  communicate  the  strate¬ 
gic  merits  of  EDI  once  they  get  there,  rath¬ 
er  than  its  technical  components. 

“At  this  point,  EDI  managers  don’t  have 
access  to  [corporate  headquarters],  and 
even  if  they  did,  they  wouldn’t  know  what 
to  say,”  Boland  said.  □ 


NETWORK  WORLD  »JUNE  11,  1990 

24 


INTERNATIONAL  NETWORKS 


USER  STRATEGIES,  INTERNATIONAL  SERVICES  &  REGULATION 


Worth  Noting 


Belgium’s  national 
carrier,  Regie  des 
Telegraphes  et 
Telephones,  plans  to 
begin  offering 
commercial  Centrex 
services  next  year, 
according  to  Susan 
Mirbach,  president  of 
the  carrier’s  American 
subsidiary.  She  said  the 
Centrex  service  will  be 
similar  to  U.S.  Centrex 
services  and  will  be 
available  from  digital 
central  office  switches 
in  major  urban  areas. 


W 


■News 

The  Los  Angeles-based  sat¬ 
ellite  service  provider  IDB 
Communications  Group, 
Inc.  recently  began  offering 
satellite  service  to  Chile  after 
gaining  permission  last  month 
from  regulators  in  that  coun¬ 
try  to  sell  services  there. 

The  carrier  now  offers 
9.6K,  19.2K,  32K  and  64K 
bit/sec  service,  as  well  as  frac¬ 
tional  and  full  T-l  private-line 
services  to  Chile. 

Prices  range  from  approxi¬ 
mately  $4,000  per  month  for 
end-to-end  9-6K  bit/sec  links 
to  about  $8,000  per  month  for 
end-to-end  64K  bit/sec  links. 

Company  officials  declined 
to  discuss  pricing  for  fraction¬ 
al  and  full  T-l  services. 

Tokyo-based  Nippon 
Telegraph  and  Telephone 
Corp.  (NTT)  announced  last 
month  that  it  has  overbilled 
Japanese  users  by  $12.3  mil¬ 
lion  since  the  carrier  was  pri¬ 
vatized  in  1985. 

Haruo  Yamaguchi,  NTT’s 
president,  said  the  error  was 
caused  by  the  input  of  faulty 
data  into  the  host  computers 
that  handle  NTT’s  billing 
chores. 

Thus  far,  more  than  17  mil¬ 
lion  users,  or  70%  of  NTT’s  50 
million  subscribers,  have  been 
overcharged  by  as  much  as 
$100  each.  □ 


US  Sprint’s  new  Global  VPN 
service  comes  with  a  catch 

Advanced  features  require  use  of  an  NTI  PBX. 


By  Barton  Crockett 

_ Senior  Editor _ 

KANSAS  CITY,  Mo.  —  The  ad¬ 
vanced  features  of  US  Sprint 
Communications  Co.’s  Global 
Virtual  Private  Network  (GVPN) 
offering  will  be  available  only  to 
customers  with  Northern  Tele¬ 
com,  Inc.  PBXs  for  at  least  the 
next  year  due  to  incompatibilities 
between  network  switches  and 
customer  premises  equipment 
from  other  vendors. 

GVPN,  a  virtual  net  service 
linking  Hong  Kong,  the  U.K.  and 
the  U.S.,  will  be  provided  by  US 
Sprint  and  London-based  Cable  & 
Wireless  PLC  using  proprietary 
implementations  of  Integrated 
Services  Digital  Network-like  sig¬ 
naling  systems. 

Since  the  signaling  systems 
will  be  specific  to  the  Northern 
Telecom  central  office  switches 
that  comprise  the  bulk  of  each 
carrier’s  network,  users  with  cus¬ 
tomer  premises  equipment  from 
other  manufacturers  will  only  be 
able  to  access  a  bare  bones  ver¬ 
sion  of  GVPN  services. 

“We  can  only  guarantee  that 
users  with  Northern  [Telecom] 
equipment  will  be  able  to  use  all 
of  GVPN’s  functionality,”  said 
Jerry  Canavan,  director  of  en¬ 


abling  technology  at  US  Sprint. 

Announced  last  month  and 
scheduled  for  availability  in  Sep¬ 
tember,  GVPN  will  let  customers 
use  public  switched  facilities  to 
support  private  network-like 
functions  such  as  custom-calling 
plans  (“US  Sprint’s  international 
private  net  bows,”  NW,  April  30). 

When  US  Sprint  announced 
GVPN,  carrier  officials  said  the 
service  would  support  a  wide  ar¬ 
ray  of  advanced  international 
calling  services,  including 
switched  access  to  international 
64K  bit/sec  links,  incoming  call¬ 
er  identification,  call  forwarding 
and  automatic  redial  on  busy  cir¬ 
cuits. 

But  in  subsequent  interviews, 
US  Sprint  officials  have  acknowl¬ 
edged  that  these  services  will 
only  be  offered  to  GVPN  subscrib¬ 
ers  with  Northern  Telecom  pri¬ 
vate  branch  exchanges  equipped 
with  that  vendor’s  ISDN  Primary 
Rate  Interface. 

GVPN  subscribers  with  PBXs 
from  other  manufacturers  will 
only  be  able  to  access  switched 
56K  bit/sec  services  and  interna¬ 
tional  seven-digit  dialing  plans, 
the  officials  said. 

US  Sprint  blamed  the  slow 
( continued  on  page  26 ) 


Korea  mulls  proposals  to 
loosen  telecom  restrictions 


By  Walter  Sweet 

West  Coast  Correspondent 

SEOUL,  South  Korea  —  The 
government  of  South  Korea  is  de¬ 
bating  major  changes  in  its  tele¬ 
communications  laws  that  would 
for  the  first  time  allow  foreign 
value-added  network  suppliers  to 
offer  services  in  that  country. 

If  the  proposals  are  approved, 
they  will  foster  greater  competi¬ 
tion  among  service  suppliers  and 
lead  to  the  introduction  of  more 
services  and  lower  costs,  a  gov¬ 
ernment  official  said.  A  liberal¬ 
ization  of  South  Korea’s  telecom¬ 
munications  policy  could  also 
spur  other  Pacific  Rim  countries 
to  follow  suit. 

The  revisions  to  the  country’s 
telecommunications  laws  are  still 
being  hashed  out  in  the  national 
assembly  but  are  expected  to  be 
approved  by  1991-  If  passed  into 
law,  the  provisions  could  be  im¬ 
plemented  in  early  1992. 

Until  now,  the  South  Korean 
government  has  managed  all 
telecommunications  resources, 
technological  development  and 


generated  revenue  from  the  ser¬ 
vices. 

Currently,  the  state-run  Data 
Communications  Corp.  (Dacom) 
of  Korea  has  a  monopoly  for 
voice  and  data  communications 
services,  and  the  Korea  Telecom¬ 
munications  Authority  (KTA)  is 
the  sole  provider  of  international 
services.  In  the  future,  Dacom 
said  it  hopes  to  resell  internation¬ 
al  calling  services  and  provide  en¬ 
hanced  features  such  as  interna¬ 
tional  facsimile  services. 

Authorities  are  also  relenting 
to  user  demands  for  specialized 
and  varied  services  in  an  effort  to 
persuade  more  businesses  to  lo¬ 
cate  their  Pacific  operations  in 
the  country. 

Relaxation  of  South  Korea’s 
current  regulations  barring  inter¬ 
national  value-added  service  pro¬ 
viders  from  competing  in  the 
country  could  force  other  coun¬ 
tries  to  adopt  similar  measures,  if 
only  to  attract  large  business  cus¬ 
tomers,  according  to  government 
and  industry  observers. 

( continued  on  page  26 ) 


Proposed  U.S.  changes  to  CCITT 
leased  circuit  recommendations 

Allow  transmission  of  international  private-line  traffic  into  public 
switched  network. 

J  Allow  interconnection  of  private  lines  and  private  networks. 

_]  Offer  flat-rate,  cost-based  pricing  for  international  private  lines. 

J  Drop  restrictions  on  international  private-line  applications, 
except  when  applications  compete  with  monopoly  carriers. 

J  Drop  restrictions  on  allocation  of  bandwidth  within  circuits. 

J  Allow  use  of  preferred  terminal  equipment,  as  long  as  no  harm 
is  caused  to  public  network. 

J  Subject  all  private-line  users  to  same  regulations. 

SOURCE:  OCTOBER  1 989  DRAFT  OF  U.S.  PROPOSAL  FOR  CCITT  RECOMMENDATION  D  1 .  PREPARED  BY  THE 
DEPARTMENT  OF  STATE.  BUREAU  OF  INTERNATIONAL  COMMUNICATIONS  AND  INFORMATION  POLICY 

GRAPHIC  BY  SUSAN  SLATER 


CCITT  OKs  part  of 
U.S.  private-line  plan 

Group  agrees  to  flat-rate,  cost-based  pricing  in 
plan  to  liberalize  restrictions  on  int’l  private  lines. 


By  Walter  Sweet 

West  Coast  Correspondent 

GENEVA  —  A  CCITT  working 
group  recently  agreed  to  a  key 
provision  of  a  U.S.  proposal  to 
liberalize  restrictions  on  interna¬ 
tional  private  lines  but  will  wait 
until  November  before  ruling  on 
other  portions  of  the  proposal. 

Members  of  the  Consultative 
Committee  on  International  Te¬ 
lephony  and  Telegraphy’s  Work¬ 
ing  Party  III  agreed  that  interna¬ 
tional  leased  circuits  should  be 
priced  on  a  flat-rate  basis  and  that 
pricing  should  be  based  on  the  ac¬ 
tual  cost  of  providing  service. 
Currently,  carriers  in  many  coun¬ 
tries  price  such  services  well 
above  cost,  using  profits  to  subsi¬ 
dize  other  efforts. 

The  U.S.  has  also  proposed 
that  access  charges  for  global  pri¬ 
vate  lines  be  based  on  actual  costs 
and  that  users  be  allowed  to  feed 
traffic  from  private  lines  into  oth¬ 
er  private  or  public  networks. 

The  proposal  would  also  allow 
users  to  share  private  lines  and 
resell  capacity  on  dedicated  cir¬ 
cuits. 


‘T 

X  n  some  countries, 
it  took  years  to  get 
permission  for  dial-up 
access  to  our  nets.” 

AAA 


Those  provisions  will  be  de¬ 
bated  again  in  November.  If  ap¬ 
proved  then,  the  recommenda¬ 
tions  could  take  effect  in  late 
1991  or  early  1992. 

The  U.S.  proposals  involve 
changes  to  the  CCITT’s  current  D 
series  of  recommendations, 


which  are  principles  that  carriers 
generally  adhere  to  in  establish¬ 
ing  regulations  and  tariffs  for  in¬ 
ternational  services. 

“If  we  had  CCITT  liberaliza¬ 
tion  along  these  lines,  then  Amer¬ 
ican  companies  could  offer  ser- 


UM 

IT  Ay  overall 
impression  is  that  we 
moved  steadily  forward 
to  lifting  restrictions.” 

AAA 


vices  internationally  that  they 
offer  domestically  without  a  lot 
of  the  regulatory  hassles  they  go 
through  today,”  said  Edward  Re¬ 
gan,  vice-president  of  corporate 
telecommunications  with  Manu¬ 
facturers  Hanover  Trust  Co.  of 
New  York. 

Regan  said  his  bank  could 
have  saved  a  lot  of  time  and  mon¬ 
ey  if  it  had  the  flexibility  to  inter¬ 
connect  its  net  with  networks 
abroad  without  having  to  negoti¬ 
ate  with  each  country. 

“In  some  countries,  it  took 
years  to  get  permission  for  dial¬ 
up  access  to  our  networks,”  Re¬ 
gan  said. 

According  to  Earl  Barbely,  di¬ 
rector  of  telecommunications 
and  information  standards  with 
the  U.S.  Department  of  State,  the 
meeting  was  a  good  first  step  to¬ 
ward  liberalization.  “My  overall 
impression  of  the  meeting  is  that 
we  moved  steadily  forward  to¬ 
ward  lifting  restrictions,”  he  said. 
“We  think  the  meeting  in  Novem¬ 
ber  will  be  an  important  one,  and 
the  U.S.  will  be  gathering  solid 
support  for  these  provisions.” 

( continued  on  page  26 ) 
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CCITT  OKs  part  of 
U.S.  private-line  plan 

continued from  page  25 

Not  all  countries  are  in  favor  of  liberal¬ 
izing  restrictions.  Many  of  them  generate 
revenue  from  international  private  lines 
that  is  used  to  fund  government  programs. 

“They  don’t  want  to  hand  over  profit, 
so  it  gets  to  be  a  real  tough  argument,” 
Barbely  said. 

The  French  objection 

France,  for  example,  expressed  con¬ 
cern  that  basing  access  charges  on  actual 
costs  would  cut  into  the  country’s  revenue. 
France  supported  other  parts  of  the  pro¬ 
posal  in  spirit  but  was  reluctant  to  forgo 
revenue  from  access  charges,  Barbely  said. 


A  statement  was  given  at  the  meeting  by 
representatives  of  the  European  Commis¬ 
sion  that  called  the  CCITT’s  current  pri¬ 
vate-line  recommendations  anticompeti¬ 
tive. 

Barbely  said  the  commission’s  state¬ 
ment  cast  a  cloud  over  the  meeting  and 
made  some  representatives  from  Europe¬ 
an  countries  shy  away  from  voicing  their 
opinions  about  the  U.S.  proposal. 

Barbely  said  he  was  pleased  with  the  re¬ 
action  to  the  resolution  but  didn’t  expect  it 
to  be  accepted  at  the  first  meeting. 

“Things  aren’t  done  that  way,  especial¬ 
ly  with  something  this  sensitive,”  he  said. 

He  pointed  out  that  the  CCITT’s  docu¬ 
ments  are  only  recommendations,  not 
laws.  But  many  countries  modify  their  laws 
to  reflect  the  recommendations.  □ 


US  Sprint’s  Global 
VPN  has  a  catch 

continued  from  page  25 
pace  of  standards  development  for  the  lim¬ 
itations.  To  offer  GVPN  services  to  users  in 
the  U.S.,  US  Sprint  is  using  a  proprietary 
implementation  of  the  Q.931  protocol  for 
ISDN  D  channel  signaling. 

Carrier  officials  said  the  existing  Q.93 1 
standard  does  not  spell  out  how  to  offer 
advanced  calling  features  such  as  automat¬ 
ic  redial  on  busy  circuits. 

Since  US  Sprint  wanted  to  make  these 
features  available  to  GVPN  subscribers,  it 
used  a  proprietary  implementation  of 

Q.931. 

Company  officials  said  Northern  Tele¬ 
com  supports  the  proprietary  protocol  on 


its  PBXs,  but  other  manufacturers  do  not. 

Cable  &  Wireless  faces  a  similar  situa¬ 
tion  in  the  U.K.  with  its  carrier  subsidiary 
Mercury  Communications,  Ltd.  Officials 
with  Mercury  Communications  said  the 
U.K.’s  version  of  the  Q.931  protocol,  Digi¬ 
tal  Private  Network  Signaling  Systems 
(DPNSS),  does  not  support  advanced  call¬ 
ing  features.  As  a  result,  they  said  Mercury 
Communications  has  gone  ahead  with  a 
proprietary  DPNSS  implementation. 

Fading  over  time 

Officials  with  both  carriers  insisted, 
however,  that  these  incompatibilities  will 
fade  over  time  as  new  ISDN  D  channel  sig¬ 
naling  standards  are  developed.  US 
Sprint’s  Canavan  said  Q.932,  which  will  ac¬ 
commodate  advanced  calling  features,  is 
scheduled  to  be  completed  within  a  year. 

PBX  manufacturers  that  support  the 
standard  would  then  be  able  to  let  users  of 
their  equipment  access  all  of  the  advanced 
GVPN  features. 

“This  is  really  a  standards  development 
thing  and  eventually  won’t  be  an  issue,” 
Canavan  said. 

Several  users  agreed. 

“It’s  definitely  a  negative,  but  I  don’t 
think  it  would  affect  my  buying  decision 
since  it’s  really  a  short-term  thing,”  said 
John  Kies,  senior  telecommunications 
consultant  with  Equifax,  Inc.,  an  Atlanta- 
based  on-line  information  service  provid¬ 
er.  □ 


Korea  mulls 
telecom  proposals 

continued  from  page  25 

“If  Korea  can  be  considered  an  example 
of  other  Asian  countries,  what  we’re  going 
to  see  is  a  domino  effect,”  said  a  spokes¬ 
man  for  Electronic  Data  Systems  Corp.  of 
Dallas,  a  potential  service  provider  in  the 
South  Korean  market. 

Korean  officials  declined  to  reveal  de¬ 
tails  of  the  proposed  changes,  saying  it  was 
not  completed  and  they  were  awaiting  the 
outcome  of  a  Consultative  Committee  on 
International  Telephony  and  Telegraphy 
meetings  in  Geneva  about  a  U.S.  proposal 
to  liberalize  restrictions  for  international 
telecommunications  before  finalizing  the 
measure. 

According  to  Earl  Barbely,  director  of 
telecommunications  and  information 
standards  for  the  U.S.  Department  of  State, 
countries  will  often  monitor  changes  with 
the  CCITT  and  incorporate  them  into  laws 
in  their  own  country. 

Jong-Soon  Lee,  communications  atta¬ 
che  with  the  South  Korean  embassy  in 
Washington,  D.C.,  said  his  government  is 
starting  a  new  draft  of  the  existing  tele¬ 
communications  law. 

“They’re  trying  to  introduce  competi¬ 
tion  in  the  telecommunications  market  so 
there  will  be  some  great  changes  in  the 
law,”  Lee  said.  Right  now,  Dacom  and  the 
KTA  are  the  sole  monopoly  service  provid¬ 
ers. 

According  to  a  high-ranking  telecom¬ 
munications  official  in  Seoul  who  request¬ 
ed  anonymity,  the  country  is  considering 
changes  to  the  regulatory  system  to  liber¬ 
alize  use  for  international  telephone  ser¬ 
vices  and  allow  for  the  resale  of  leased 
lines  to  international  value-added  net  ser¬ 
vice  providers. 

He  said  the  changes  will  most  likely  give 
vendors  more  opportunities  to  compete  in 
the  country  and  provide  more  services.  “I 
think  it  will  open  a  lot  of  doors  for  users,” 
he  said.  □ 


Dear  Reader: 

Network  World  is  proud  to  announce  that  with  LanQuest  Group's  recent 
acquisition  of  the  testing  facilities  of  Infonetics,  one  of  the  country's  largest 
independent  LAN  test  labs  will  now  be  preparing  Network  World's  LAN 
testing  feature  section. 

LanQuest  Group's  LAN  testing  facilities  include  over  70  ATbus  and  micro 
channel  machines  dedicated  solely  for  network  compatibility,  interoperability 
certification,  performance  benchmarks  and  Q A/alpha  testing. 

The  LanQuest/Infonetics  test  lab  merger  will  improve  the  quality  of  the 
Network  World  LAN  testing  feature  program  by  expanding  testing  capabilities 
in  terms  of  capacity,  technical  expertise  and  breadth  of  LAN  environments. 
Their  experience  base  now  covers  a  wider  variety  of  LAN  operating  systems, 
servers,  adapter  cards,  concentrators,  bridge/routers,  analyzers  and  cabling 
than  available  from  any  other  independent  source  in  North  America. 

Network  World's  editorial  mission  is  to  strive  to  be  your  most  useful 
newsweekly  week  in  and  week  out. 

I'm  confident  the  forthcoming  LanQuest  Group  LAN  test  reports  will  make 
Network  World  even  more  useful  to  you. 


Cordially 


President 

Network  World,  Inc. 


The  Meadows,  161  Worcester  Road,  Framingham,  MA  01701-9172,  (508)  875-6400 
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PRODUCTS  &  SERVICES 

THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


irst  Look 


The  Inter-network  Courier 
users  get  E-mail  interface 

Consumers  Software,  Inc. 

recently  announced  a  new  in¬ 
terface  for  The  Inter-network 
Courier,  its  electronic  mail 
software  that  supports  the  re¬ 
cently  announced  Microsoft 
Corp.  Microsoft  Windows  3-0 
graphical  user  interface. 

The  Network  Courier  for 
Windows  is  fully  compatible 
with  Windows  3-0  and  will  al¬ 
low  users  of  The  Inter-net- 
work  Courier  to  send  mes¬ 
sages  transparently  while 
working  in  other  applications 
such  as  spreadsheets,  word 
processors  and  data  bases. 

The  product,  which  runs  on 
DOS-based  local-area  net¬ 
works  such  as  Novell,  Inc.’s 
NetWare  and  Banyan  Systems, 
Inc.’s  VINES,  is  a  LAN-to-LAN 
E-mail  package. 

In  addition,  The  Network 
Courier  for  Windows  provides 
full  connectivity  to  Consum¬ 
ers  Software  gateways,  which 
includes  support  for  X.400, 
IBM’s  Professional  Office  Sys¬ 
tem  and  Systems  Network  Ar¬ 
chitecture  Distribution  Ser¬ 
vices,  MCI  Communications 
Corp.’s  MCI  Mail,  Simple  Mail 
Transfer  Protocol  and  facsimi¬ 
le. 

Users  must  have  The  Inter¬ 
network  Courier  Version  2.0 
or  later  to  run  the  The  Net¬ 
work  Courier  for  Windows 
user  interface,  which  costs 
$595. 

The  software  is  available 
now. 

Consumers  Software, 
Inc.,  73  Water  St.,  Vancou¬ 
ver,  B.C.  V6B  l A  I;  (604) 
688-4548. 


The  Saratoga  Group 
unveils  SNA  tutorial 

The  Saratoga  Group,  a 

start-up  firm  in  Saratoga, 
Calif.,  that  provides  education 
and  training  products,  recent¬ 
ly  released  the  Systems  Net¬ 
work  Architecture  Desk¬ 
top  Seminar. 

Consisting  of  a  software 
diskette,  reference  manual 
and  quick-access  reference 
card,  the  product  runs  on  a 
DOS-based  personal  computer 
and  provides  users  with  a  com¬ 
puter-based  introduction  to 
SNA.  A  single  copy  costs  $695. 
Quantity  discounts  or  licenses 
for  a  local-area  network -based 
version  are  available. 

(continued  on  page  30) 


Bull’s  DPX/2  server  specs 

Model  510 

and  510/CS  Model  360  Model  220  ModelllO 

Speed/CPU 

60  MHz/ 
R6000 

25  MHz/ 
68040 

25  MHz/ 
68030 

16  MHz/ 
80386SX 

MIPS 

68 

15-60 

5 

3.5 

Maximum 
number  of 
users 

512 

384 

88 

10 

Disk  storage 

675M  to 
40G  bytes 

388M  to 
23G  bytes 

1 55M  to  3G 
bytes 

80M  to 

1 60M  bytes 

Price 

$170,000- 

$600,000 

$36,000- 

$300,000 

$11,000- 

$35,000 

$5,200- 

$10,000 

GRAPHIC  BY  SUSAN  SLATER  SOURCE:  BULL  HN  INFORMATION  SYSTEMS.  INC..  BILLERICA.  MASS 

Bull  adds  DPX/2  servers 
with  array  of  net  options 

New  Unix  servers  support  from  10  to  500  users. 


By  Tom  Smith 

New  Products  Editor 

BILLERICA,  Mass.  —  Bull  HN 
Information  Systems,  Inc.  re¬ 
cently  bolstered  its  line  of  DPX/2 
Unix-based  network  servers  with 
the  introduction  of  four  servers 
that  support  10  to  500  users. 

At  the  high  end,  Bull  intro¬ 
duced  the  DPX/2  Model  510, 
based  on  a  Reduced  Instruction 
Set  Computer  (  RISC)  chip  and  ca¬ 
pable  of  supporting  512  simulta¬ 
neous  users.  The  other  servers  in¬ 
clude  the  DPX/2  Model  360,  the 
DPX/2  Model  220  and  the  low- 
end  DPX/2  Model  1 10. 

Like  the  current  members  of 
the  DPX/2  product  family,  the 
new  systems  run  Bull  Open  Soft¬ 
ware,  the  company’s  implemen¬ 
tation  of  Unix  System  V.  They 
support  Transmission  Control 
Protocol/Internet  Protocol, 
some  Open  Systems  Interconnec¬ 
tion  protocols,  IBM’s  Binary  Syn¬ 
chronous  Communications  and 
Systems  Network  Architecture, 
and  Sun  Microsystems,  Inc.’s  Net¬ 
work  File  System. 

The  systems  can  reside  on 
Ethernet  local-area  networks, 
and  they  will  support  token  ring 
by  1 99 1  ■  All  four  systems  support 
LAN  nodes  running  DOS,  OS/2  or 
Unix. 

The  high-end  DPX/2  Model 
510  is  based  on  Digital  Equip¬ 
ment  Corp.  ’s  VME  bus  and  a  single 
60-MHz  R6000  RISC  micropro¬ 
cessor,  manufactured  by  MIPS 
Computer  Systems,  Inc.  It  can 
process  68  million  instructions 
per  second  (MIPS),  and  it  sup¬ 
ports  32M  to  4l6M  bytes  of  main 
memory  and  675M  to  40G  bytes 
of  hard-disk  storage. 

The  Model  510  is  also  avail¬ 
able  in  a  version  called  the  Model 
5 1 0 /CS,  which  has  a  communica¬ 
tions  subsystem  analogous  to  a 
front-end  processor,  allowing  the 
server  to  support  wide-area  com¬ 
munications. 

Model  510/CS  supports  up  to 
four  64K  bit/sec  wide-area  con¬ 


nections  using  SNA,  OSI  or  OSI/ 
Distributed  Systems  Architec¬ 
ture,  Bull’s  wide-area  networking 
protocol. 

Both  Model  510s  have  12  ex¬ 
pansion  slots.  An  entry-level 
Model  510  ranges  in  price  from 
$170,000  to  $600,000,  while  a 
typical  configuration  costs 
$300,000.  Shipments  are  expect¬ 
ed  to  begin  in  the  fourth  quarter. 

The  new  DPX/2  Model  360 
complements  the  existing  DPX/2 
Model  320  and  Model  340,  both 
of  which  are  based  on  Motorola, 
Inc.  68030  microprocessors. 

Based  on  one  to  four  Motorola 
25-MHz  68040s,  the  Model  360 
processes  1 5  to  60  MIPS,  whereas 
the  earlier  Model  300  family 
members  peaked  at  29  MIPS. 

The  Model  360,  based  on  the 
Multibus  II  Unix  standard  bus,  can 
support  up  to  384  users  —  the 
same  number  as  the  Model  340 


A 

xlJI  four  systems 
support  LAN  nodes 
running  DOS,  OS/2 
or  Unix. 

▲  ▲A 


—  while  the  Model  320  supports 
192.  The  360  supports  from  l6M 
to  576M  bytes  of  main  memory 
and  388M  to  23G  bytes  of  hard¬ 
disk  storage.  The  Model  360 
boasts  17  expansion  slots.  Those 
slots  can  be  populated  with  Multi¬ 
bus  II  or  VME  bus  interfaces 
through  the  use  of  a  VME  bus 
adapter. 

Pricing  for  the  Model  360 
ranges  from  $36,000  to 
$300,000.  A  typical  system  costs 
$150,000.  Shipments  are  expect¬ 
ed  to  begin  in  the  fourth  quarter. 

According  to  Cory  Devor,  di- 
(continued  on  page  30) 


Bestway  unleashes 
80486  superserver 

Optimized  for  NetWare  LANs,  Stinger  offers  more 
memory  and  storage  than  Compaq’s  SystemPro. 


By  Charles  Bruno 

Assistant  Managing  Editor 

YONKERS,  N.Y.  —  Bestway 
Systems,  Inc.  last  week  an¬ 
nounced  an  80486-based  super¬ 
server  that  is  built  on  an  industry- 
standard  architecture,  supports 
mainframe-type  storage  and 
comes  with  considerable  system 
memory. 

Bestway  said  its  Stinger 
486/2 5 R  —  which  uses  the  Ex¬ 
tended  Industry  Standard  Archi¬ 
tecture  (EISA)  3  2-bit  bus  —  is  be¬ 
ing  positioned  as  an  alternative 
to  Compaq  Computer  Corp.  ’s  Sys¬ 
temPro. 

Optimized  for  use  on  local- 
area  networks  running  Novell, 
Inc.’s  NetWare,  the  Stinger  is  a 
rack-mountable  file  server  based 
on  a  25-MHz  Intel  Corp.  80486 
microprocessor  that  processes 
data  at  11  million  instructions 


per  second. 

The  top-of-the-line  model 
comes  with  8M  bytes  of  system 
memory,  64K  to  256K  bytes  of 
cache  memory',  up  to  4.8G  bytes 
of  storage  and  enough  real  estate 
on  the  motherboard  to  accommo¬ 
date  six  32-bit  and  two  1 6-bit  ac¬ 
cessory  cards.  Two  other  Stinger 
models  come  standard  with  8M 
bytes  of  memory.  By  contrast,  the 
SystemPro  comes  with  4M  bytes 
of  memory. 

“Any  less  [memory]  and  you 
start  cutting  corners,  and  we 
didn’t  build  this  box  with  that  in 
mind,”  said  Clifford  Goff,  vice- 
president  of  system  develop¬ 
ment.  “Any  high-performance 
file  server  is  going  to  need  a  sub¬ 
stantial  amount  of  memory  to 
deal  with  I/O  traffic.” 

Internally,  the  Stinger  sup- 
/ continued  on  page  30) 


Access  to  SprintMail  made 
easier  with  two  releases 


KANSAS  CITY,  Mo.  —  US 
Sprint  Communications  Co.  re¬ 
cently  added  several  features  to 
its  SprintMail  electronic  mail  ser¬ 
vice,  including  an  X.400  gateway 
that  enables  users  of  proprietary 
messaging  systems  to  access 
SprintMail. 

The  company  also  upgraded 
its  PC  SprintMail  software  for  us¬ 
ers  on  local-area  networks,  mak¬ 
ing  it  possible  for  them  to  share  a 
single  server-based  connection  to 
SprintMail. 

The  Access  Gateway  enhance¬ 
ment  for  SprintMail  enables  users 
on  proprietary  mail  nets  to  ad¬ 
dress  a  message  in  native  format 
and  send  it  to  SprintMail.  Access 
Gateway,  which  resides  on  a 
SprintMail  host,  converts  the 
E-mail  from  a  proprietary  format 
—  such  as  IBM’s  Professional  Of¬ 
fice  System  —  into  X.400  format 
for  transmission  across  Sprint¬ 
Mail. 

This  feature  enables  users  that 
otherwise  couldn’t  afford  their 
own  X.400  gateways  to  exchange 
messages  across  SprintMail. 

In  addition  to  PROFS,  the  gate¬ 
way  supports  IBM’s  DISOSS,  Data 
General  Corp.’s  Comprehensive 
Electronic  Office,  3Com  Corp.’s 
3  + Mail,  Banyan  Systems,  Inc.’s 
Banyan  Mail,  Microsoft  Corp.’s 
Microsoft  Mail  and  Novell,  Inc.’s 
Message  Handling  System  soft¬ 


ware,  as  well  as  any  E-mail  sys¬ 
tem  supporting  the  Simple  Mail 
Transfer  Protocol. 

Pricing  for  Access  Gateway 
has  not  been  announced.  The  fea¬ 
ture  is  scheduled  to  be  available 
in  the  third  quarter. 

With  Release  2.0  of  PC  Sprint¬ 
Mail,  personal  computer  users 
can  now  establish  a  single  con¬ 
nection  from  a  LAN  file  server  to 
the  SprintMail  service.  Also  for 
the  first  time,  PC  SprintMail  users 
can  transmit  facsimile  and  Telex 
messages  to  and  receive  them 
from  the  SprintMail  service. 

Release  2.0  of  PC  SprintMail 
costs  $99,  but  the  company  will 
allow  customers  that  purchased 
the  previous  release  this  year  to 
upgrade  for  free.  Other  users  can 
upgrade  for  a  $25  fee. 

Lastly,  US  Sprint  announced 
an  enhanced  fax  feature  that  en¬ 
ables  SprintMail  users  to  custom¬ 
ize  their  fax  documents  with  pre¬ 
registered  logos  and  signatures 
that  are  digitized  and  stored  in 
SprintMail  computers.  The  fax 
feature  is  also  scheduled  to  be 
available  in  the  third  quarter. 

Although  pricing  has  not  been 
set,  a  spokeswoman  said  users 
will  likely  be  required  to  pay  a 
registration  fee  of  $  100  for  logos 
and  signatures.  Regular  fax  usage 
charges  will  apply  for  all  fax 
transmissions.  t3 
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How  OS/2  fares 
against  Windows 
and  Macintosh  in 
the  battle  for  top  gun 
operating  system. 


New  32-bit  Color  on  the  Mac  (page  99) 
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BUDGET  BALANCERS 

4  Finance  Packages 
for  Home  and  Office 


WINDOWS  SPECIAL  REPORT 

Presentation  Manager  Software: 
What's  Ready,  What’s  Not 

Buyers'  Guide:  Windows  Shareware 


Now  that  everyone  agrees  how  a  computer  should  work, 

Judging  by  what  you  see  on  magazine  covers  these  days,  the  peripherals  all  connect  together  quickly  and  logically.  Just  plug  them  in 

world  now  wants  what  the  Macintosh®  computer  has  always  had.  And,  and  turn  them  on. 

suddenly,  the  idea  that  a  personal  computer  should  work  the  way  peo-  Because  we  engineer  both  the  hardware  and  its  operating  soft- 

pie  do  has  been  embraced  by  virtually  every  major  player.  ware,  Macintosh  runs  with  the  smooth  speed  and  precision  you’d  expect 

Well,  since  “Mac-like"  is  the  promise  on  every  lip,  this  might  be  from  any  perfectly  integrated  design, 
a  good  time  to  point  out  just  what  a  Mac®  is  like.  And  because  Macintosh  isn’t  a  “graphical ’’shell  grafted  on  top  of 

What  makes  a  Macintosh  a  Macintosh  is  not  just  cheerful  icons,  a  character-based  system,  it  doesn’t  expend  lots  of  expensive  computing 
a  mouse,  pull-down  menus  and  other  surface  manifestations.  power  trying  to  do  something  it  wasn’t  designed  for. 

A  Macintosh  is  a  Macintosh  from  the  inside  out.  Conceived  from  Which  is  why  for  less  than  it  usually  costs  to  buy  the  software 

the  chip  up  to  work  intuitively  and  visually.  and  the  high-end  hardware  needed  for  a  Mac  look-alike,  you  can  have 

Because  it’s  truly  consistent,  the  entire  family  of  Macintosh  per-  the  true  article, 
sonal  computers  all  run  the  same  software  with  identical  point-and-  Instead  of  making  do  with  a  handful  of  graphicized  programs, 

click  simplicity.  Because  it’s  a  true  system,  Macintosh  printers  and  other  you  can  choose  from  the  thousands  of  highly  innovative  business  appli- 


'  Tbejiguns  dun!  come  from  as  They  re Jrvm  a  1990  auk coruiuded  In  Dunmac  Ktsamb  Inc  amurif;  Fortune  1000  MIS  marketers  inul  business  am/iuter  users  CaU  undue  II  send  you  aapy.©  1990 Apple  Computes  Inc  Apple,  the  Apple  logo.  Mac.  and:  Maantusb  are  ngtstend  trademarks.  and  SuperOmt  and  The  power  to  be  ynur  best  m 
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try  the  only  one  that  actually  works  that  way 


cations  developed  specifically  for  Macintosh  over  the  last  seven  years. 
And  instead  of  patiently  following  the  long  path  from  yesterdays 
MS-DOS  to  Windows  in  the  interim  and  to  OS/2  in  the  someday  you 
can  make  one  simple  step  to  Macintosh. 

The  benefits  of  that  step,  according  to  a  new  independent  study* 
by  Diagnostic  Research,  Inc.,  are  considerable. 

It  seems  people  prefer  a  machine  that  works  like  people  do.  And 
they  get  more  done  with  it:  Users  rated  Macintosh  14%  higher  for  over¬ 
all  satisfaction  and  13%  higher  for  performance  than  for  PCs  running 
Windows.  Which,  according  to  information  managers  in  the  same  study, 
translated  into  productivity  ratings  which  were  32%  higher. 

Meanwhile,  what  would  you  sacrifice  by  making  the  change  to 
Macintosh?  Not  your  PC  files.  Every  Macintosh  equipped  with  an  Apple® 


SuperDrive™  disk  drive  moves  information  between  a  Macintosh  and  an 
MS-DOS  or  OS/2  PC  on  standard  3^-inch  floppy  disks. 

And  not  your  PC  programs,  either.  With  products  like  SoftPC  a 
Macintosh  can  run  virtually  any  DOS  application. 

We  invite  you  to  call  800-538-9696,  ext  875,  for  the  names  of  your 
nearest  authorized  Apple  resellers. 

Then  come  in  and  see  what  inspired  the  monumental  changes 
you’ve  been  reading  about 

After  all,  now  that  everybody  else  is  trying  to  sell  you  a  Macintosh, 
maybe  you  should  buy  one. 


The  power  to  be  your  best 


trademark  of \fde  Computer  Inc  MS  DOS  and  \tindous  are  regOervd  trademark.  if  Microsoft  Corporation  OS/2  is  a  registered  trademark  of  International  Bustles  Machines,  Inc  SoftPC  is  a  registered  trademark  of Insignia  Solutions,  Inc  Fortune  1000  includes  Fortune  500  and  Fortune  Service  500.  uhtch  are  registered  trademarks  of  Time  Inc 
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Bestway  unleashes 
80486  superserver 

continued from  page  27 
ports  four  full-height  drives,  each  with 
1.2G  bytes  of  storage,  as  opposed  to  the 
SystemPro,  which  uses  double  the  number 
of  lower  capacity  drives.  The  server  also 
supports  four  half-height  storage  devices, 
which  can  be  a  mix  of  tape  and  disk  drives. 

Unlike  Compaq,  which  uses  an  80186- 
based  intelligent  disk  array  controller  to 
handle  up  to  1.68G  bytes  of  data  across 
four  synchronized  hard  disks,  Bestway 
uses  two  Small  Computer  System  Interface 
(SCSI) -based  I/O  controllers  that  operate 
at  the  CPU’s  25-MHz  clock  speed. 

This  lets  the  Stinger  outperform  the 
SystemPro  by  supporting  data  transfer 


rates  up  to  33M  byte/sec,  Goff  claimed.  He 
added  that  the  Stinger  offers  an  average 
disk  access  seek  time  of  0. 1 0  milliseconds. 

However,  unlike  Compaq’s  SystemPro, 
Bestway  will  not  initially  offer  a  multipro¬ 
cessor  Stinger  model. 

The  server  supports  seven  to  14  SCSI 
devices  while  providing  EISA-based  bus 
mastering  of  multiple  controllers. 

The  New  York  Board  of  Education  is  us¬ 
ing  an  80386-based  version  of  the  Stinger 
but  plans  to  upgrade  to  the  80486  version 
once  funds  are  available. 

“This  is  the  fastest,  neatest,  most  de¬ 
pendable  machine  I’ve  ever  used,”  said 
Buzz  Robbins,  a  senior  network  adminis¬ 
trator  in  the  Micronetworks  Division  of  the 
Board  of  Education.  The  division  is  using 
the  Stinger  to  control  a  bulletin  board  sys- 


Get  Gary  Beach  on  the  phone. 


tern  that  is  accessed  about  500  times  a  day. 

“Disk  access  is  unbelievably  fast;  you 
don’t  even  notice  when  the  machine  goes 
off  to  access  the  disk,”  Robbins  said. 

The  high-end  Stinger  model,  with  4.8G 
bytes  of  storage,  costs  $34,000.  For 
$25,500  to  $29,000,  users  can  obtain  a 
low-end  model  with  the  standard  8M  bytes 
of  memory,  256K  bytes  of  cache  random- 
access  memory,  4M  bytes  of  SCSI  control¬ 
ler  RAM,  383M  bytes  of  disk  storage  and  a 
514-in.  floppy  disk  drive. 

All  models  are  capable  of  running  DOS, 
OS/2  and  The  Santa  Cruz  Operation,  Inc.’s 
Unix  operating  systems.  Goff  said  the  com¬ 
pany  is  planning  to  offer  a  server  opti¬ 
mized  for  Banyan  Systems,  Inc.’s  VINES 
networks  and  may  offer  a  version  for 
3Com  Corp.  3  +  Open  nets.  □ 


Bull  adds  DPX/2 
servers  with  options 

continued from  page  27 
rector  of  marketing  for  Unix  technology  at 
Bull,  the  Model  360  and  Model  510,  like  su¬ 
perservers  from  Compaq  Computer  Corp. 
and  NetFRAME  Systems,  Inc.,  can  perform 
file  and  print  sharing  for  personal  comput¬ 
ers,  but  Bull’s  systems  do  so  as  a  secondary 
function.  Their  primary  role  will  be  as 
servers  to  Unix  systems  running  demand¬ 
ing  applications  such  as  distributed  data 
bases  or  statistical  analysis  and  modeling. 

Bull’s  new  DPX/2  Model  220  is  a  mid¬ 
range  server  based  on  a  single  25-MHz 
68030.  It  can  execute  five  MIPS,  whereas 
the  earlier  Model  210  can  process  y/i  to  5 
MIPS.  The  Model  220  can  support  88  users, 
and  the  Model  210  supports  32  users.  The 
Model  220’s  proprietary  bus  has  two  ex¬ 
pansion  slots  for  proprietary  cards  and 
three  others  that  can.  be  populated  with 
VME  or  Multibus  II  cards  if  a  user  installs 
the  appropriate  bus  adapter. 

The  Model  220  supports  4M  to  16M 
bytes  of  main  memory,  and  155M  to  3G 
bytes  of  hard-disk  storage.  The  Model  210 
can  be  upgraded  to  the  Model  220. 

Prices  for  the  Model  220  start  at 
$  1 1 ,000  and  range  up  to  $35,000,  with  a 
typical  configuration  priced  at  $25,000. 
Shipments  are  expected  to  begin  in  the 
third  quarter. 

The  final  server  Bull  unveiled  is  the  low- 
end  DPX/2  Model  110,  based  on  a  l6-MHz 
Intel  Corp.  80386SX  microprocessor  and 
the  industry-standard  architecture  bus. 
The  Model  1 10  can  perform  3  xh  MIPS  and 
supports  a  maximum  of  10  users.  The 
Model  110  supports  4M  to  16M  bytes  of 
main  memory,  80M  to  160M  bytes  of  hard¬ 
disk  storage  and  five  expansion  slots. 

Bull’s  two  new  low-end  systems  can 
function  as  communications  or  file  servers 
for  distributed  applications  in  small  or 
midsize  organizations,  or  as  a  departmen¬ 
tal  or  work  group  computing  resource. 

Pricing  for  the  Model  110  starts  at 
$5,200  and  ranges  to  $  1 0,000,  with  a  typi¬ 
cal  system  priced  at  $7,600.  The  Model 
1 10  is  available  now. 

For  more  information  on  any  of  these 
products,  contact  Bull  at  Technology  Park 
—  MS  MA02-3 1 3N,  Billerica,  Mass.  01821, 
or  call  (508)  294-6000.  □ 
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•IDG 

Answers  for  the  Information  Age. 


First  Look 

continued from  page  27 

The  software  is  divided  into  six  mod¬ 
ules:  Introduction  to  SNA,  The  Structure  of 
an  SNA  Network,  SNA  Functional  Layering, 
Architecture  of  Network  Nodes,  SNA  Data 
Structures  and  How  IBM  Products  Imple¬ 
ment  SNA.  The  program  has  a  graphical 
user  interface  and  includes  animation  to  il¬ 
lustrate  certain  concepts. 

Users  can  proceed  through  the  modules 
at  their  own  pace,  instead  of  scheduling 
fixed  blocks  of  time  for  classroom  training. 
According  to  The  Saratoga  Group,  no  pre¬ 
vious  knowledge  of  IBM  networking  is  re¬ 
quired. 

The  program  was  developed  by  SNA  ex¬ 
perts  Stephen  Randesi  and  Donald  Czubek 
of  Gen2  Ventures  in  Saratoga.  The  Sarato¬ 
ga  Group  was  founded  by  Randesi  and  Czu¬ 
bek,  along  with  company  president  Vin¬ 
cent  Vaccarello,  formerly  general  man¬ 
ager  of  3Com  Corp.’s  data  communica¬ 
tions  division. 

The  Saratoga  Group,  12930  Saratoga 
Ave.,  Suite  D-5,  Saratoga,  Calif.  95070; 
(408)446-9115.  U 
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Introducing  the  telecommunications 
management  report  so  advanced 


it  deserves  the  world’s  most 
advanced  demonstration. 


MO  PORTFOLIO 

demonstration  disk 


Call,  fax  or  send  for  your  free  demonstration  disk. 


If  you’re  tired  of  sifting  through  endless  phone  bills  from  all  your 
locations,  you  need  MCI  Portfolio.SM 

Our  free  demonstration  disk  shows  why  Portfolio  is  the  most  compre¬ 
hensive  telecommunications  management  report  available  today 
Portfolio  integrates  the  information  you  need  from  a  wide  range  of 
MCI®  services  and  from  all  your  locations  into  a  single,  concise  report.  It 
lets  you  develop  a  completely  individualized  reporting  format  that  mirrors 
your  company’s  structure.  Now  you  can  tailor  your  report  to  meet  corpo¬ 
rate,  divisional  and  branch  office  needs. 

See  why  better  telecommunications  reporting 
means  better  cost  control  for  your  whole  company. 

Call  1-800-765-0088,  fax  1-800-753-0088 

Let  us  show  you; 


rd  Yes!  Please  send  me  my  free  MCI  Portfolio 
|  demonstration  disk. 

I  Name _ 

■  (Please  Print) 

.  Address _ 

|  City _  State _  Zip - 

'  Business  Phone  Number  i _ 1 - 

Average  monthly  phone  bill - 

I  Mail  to:  MCI  PORTFOLIO  DISK,  230  Schilling  Plaza  South 
|  3rd  Floor,  Hunt  Valley  Maryland  21031 


n 


j 
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THE  FUTURE  PUBLIC  NETWORK 


OPINIONS 


BY  MARY  JOHNSTON 


The  forklift 
upgrade  to 
broadband  ISDN 


Underlying  the  communications  industry’s  vision  of  the 
future  is  the  assumption  that  the  migration  from  today’s  so- 
called  narrowband  environment  to  the  brave  new  world  of 
broadband  will  be  smooth,  evolutionary  and  even  transparent. 
Unfortunately,  it  may  look  more  like  a  forklift  upgrade. 

The  move  to  broadband  requires  fiber,  not  only  in  the 
carrier  distribution  backbones,  but  in  the  last  mile  to  the  end 
user  as  well.  It  requires  implementation  of  the  Synchronous 
Optical  Network  standard,  which  is  designed  to  operate  at 
multigigabit  speeds.  It  requires  new  types  of  switches  —  both 
metropolitan-area  network  and  asynchronous  transfer  mode. 
And,  finally,  it  requires  money. 


T 

X  he  upgrade  will  take 
much  more  time  than 
users  or  computer 
vendors  think. 

AAA 


Despite  general  expectations 
that  the  data  and  mixed-media 
applications  of  the  1990s  will 
require  multimegabit  transmis¬ 
sion  speeds,  the  fact  remains 
that  the  common  carriers,  par¬ 
ticularly  the  local  exchange  car¬ 
riers,  must  justify  and  recover 
the  expenses  of  an  upgrade  that 
will  cost  each  of  them  billions 
of  dollars. 

Regulated  carriers  have  two 
major  options  from  which  to 
choose  when  paying  for  these 


upgrades.  They  can: 

■  Charge  the  full  cost  of  the  conversion  to  the  specific 
users.  This  method  has  been  common  in  the  past  through 
individual  case-basis  tariffs.  However,  recent  regulatory  rulings 
have  required  the  local  exchange  carriers  to  file  tariffs  for  such 
services  as  T-3.  If  preliminary  tariff  filings  are  any  indication, 
the  cost  of  these  services  may  be  enough  to  discourage  all  but 
the  most  visionary  users. 

■  Allocate  the  cost  of  the  upgrade  over  the  entire  rate 
base.  To  those  who  consider  broadband  to  be  part  of  the 
general  upgrade  of  the  network,  this  is  obviously  the  best  way 
to  proceed.  Unfortunately,  in  order  to  roll  out  broadband 
networks  to  major  urban  areas  by  the  end  of  the  century, 
carriers  might  have  to  substantially  increase  the  cost  of  basic 
service  for  every  subscriber.  And  what  if  the  Baby  Bells  are 
freed,  as  they  are  currently  requesting?  How  can  they  justify 
rapid  multibillion-dollar  investments  when  they  have  stockhold¬ 
ers  to  satisfy,  little  regulatory  protection  and  no  support  from 
bona  fide  user  demands? 

The  bottom  line  is  that  the  upgrade  will  take  much  more 
time  than  many  users  or  computer  vendors  think.  This  drawn- 
out  process  will  open  opportunities  to  the  struggling  alternative 
carrier  market  and  to  vendors  that  can  get  more  efficiency  out 
of  existing  T-l  facilities.  And  it  will  force  users  and  application 
developers  to  consider  non-network-based  ways  of  meeting 
their  requirements.  For  example,  distributed  computing,  CDROM 
and  new  wireless  distribution  technologies  could  push  the 
terrestrial  public  networks  out  of  the  critical  path  for  support¬ 
ing  new  high-capacity  applications. 

Users  and  network  carriers  as  well  as  computing  and 
application  vendors  would  do  well  to  perform  a  “reality  check” 
on  the  assumptions  they  have  about  application  development 
vs.  network  capabilities.  Evaluating  the  realities  associated  with 
the  construction  of  next-generation  public  networks  may  cause 
them  to  reconsider  their  long-term  computing  and  communica¬ 
tions  strategies.  □ 


Johnston  is  a  principal  with  Northeast  Consulting  Re¬ 
sources,  Inc.,  a  Boston-based  consulting  collaborative  spe¬ 
cializing  in  management,  communications  and  informa¬ 
tion  strategies. 


Editor 

John  Gallant 


Features  Editor 

Steve  Moore 


Executive  Editor 

John  Dix 

Assistant  Managing 
Editor  —  News 

Charles  Bruno 

Senior  Editors 

Bob  Brown  —  Industry  Update 
Jim  Brown  —  Data  Communications 
Barton  Crockett  —  International  Networking 
Laura  DiDio  —  Local  Networking 
Bob  Wallace  —  Telecommunications 

Senior  Writers 

Paul  Desmond  —  Data  Communications 
Wayne  Eckerson  —  Management  Strategies 

New  Products  Editor 

Tom  Smith 

West  Coast  Bureau 

Susan  Breidenbach  —  Bureau  Chief 
(415)771-3530 

Walter  Sweet  —  Correspondent 
(415)771-4103 
2088  Union  Street,  Suite  2 
San  Francisco,  Calif.  94123 

Washington  D.C.  Bureau 

Anita  Taff  —  Bureau  Chief 
(202)347-6184 

Ellen  Messmer  —  Correspondent 
(202)347-4180 
650  National  Press  Building 
529 14th  Street  NW 
Washington,  D.C.  20045 


Associate  Features  Editor 

Bruce  Guptill 

Features  Writer 

Salvatore  Salamone 

Assistant  Features  Editors 

Alison  Conliffe 

Susan  Collins _ 

Art  Director 

Dianne  Barrett 

Informational  Graphics  Designer 

Susan  Champeny 

Junior  Graphic  Designer 

Susan  Slater _ 

Assistant  Managing 
Editor  —  Production 

Beth  Khoury 

Associate  Editor 

Joanne  Cummings 

Copy  Editors 

Liz  Pappas 
Michelle  Beaulieu 

Karen  Moltenbrey _ 

Assistant  to  the  Editor 

Cheryl  Tynan 

Editorial  Assistant 

Trade  Seder _ 

Contributing  Editors 

Daniel  Briere 
James  Kobielus 
Joe  Mohen 
Alan  Pearce 


President/Publisher 

Gary  J.  Beach 

Director  of  Financial  Operations 

Mary  Fanning 


Network  World 

161  Worcester  Road 

Framingham,  Mass.  01701 

(508)875-6400 

MCI  Mail  —  390-4868 

FAX:  508-820-3467 


An  IDG  Communications  Publication 


USER  ADVISORY  PANEL 


Laurie  Bride 

Manager,  Network  Architecture 
Boeing  Computer  Services 

Roy  Bruce 

President 

International  Communications  Association 

Al  Crawford 

Senior  Vice-President 

American  Express  TRS  Technologies,  int'l 

Phillip  Evans 

Director,  Telecommunications 

EMC  Corp. 

Senior  Vice-President 

International  Communications  Association 

Len  Evenchik 

Director  of  Communications 

The  Commonwealth  of  Massachusetts 

Thomas  Festa 

President 

Wall  Street  Telecommunications  Association 
Lionel  Gillerman 
Telecommunications  Services 
McDonnell  Douglas  Aerospace 
Information  Services  Co. 

Vice-President  for  Regulatory  Affairs 
Tele  communications  Association,  Inc. 

Jan  Hackmann 

Director  of  Telecommunications 

Multicarc  Medical  Center 

President,  Tele  communications  Association,  Inc. 

Michael  Kaminski 

Manager,  CIM/Networking  Technologies 

General  Motors  Corp. 

Jerald  Marcone 

Assistant  Vice-President,  Telecommunications 
Crum  &  Forster  Corp. 

President,  Communications  Managers  Association 
Chuck  Papageorgiou 
Network  Administrator 
United  Parcel  Service 

Henry  Pfendt 

Director,  Information  Technology  Services 
Eastman  Kodak  Co. 

Kenneth  Phillips 

Vice-President,  Office  of  Telecommunications  Policy 
Citicorp 

Chairman,  Committee  of  Corporate 
Telecommunications  Users 

William  Pomeroy 

Director  of  Telecommunications  Public  ftilicy 
International  Communications  Association 

Michael  Toto 

Vice-President,  Corporate  Telecommunications 

Johnson  &  Higgins 

President 

Association  of  Data  Communications  Users 

Stanley  Welland 

Manager,  Corporate  Telecommunications 
General  Electric  Co. 


SMI  EDITORIAL  ■■■ 

Standards  are  users’  best 
tools  for  managing  change 


At  the  recent  International 
Communications  Association 
conference  in  New  Orleans,  nu¬ 
merous  influential  members  of 
the  communications  industry  — 
users,  vendors  and  policymak¬ 
ers  —  called  for  greater  user  in¬ 
volvement  in  the  process  of  set¬ 
ting  networking  standards. 

Herbert  Ungerer,  a  division 
head  for  the  European  Commis¬ 
sion’s  Directorate  General  XIII, 
observed  that  few  users  today 
are  even  attempting  to  influence 
standards,  and  those  who  do  so 
labor  under  a  serious  disadvan¬ 
tage  compared  to  the  well- 
versed  and  well-funded  lobby¬ 
ists  and  standards  committee 
members  sponsored  by  the  ven¬ 
dor  community. 

The  typical  user  response 
when  these  issues  are  raised  is, 
“Why  should  I  get  involved?  Up¬ 
per  management  doesn’t  en¬ 
courage  it,  and  I  can  do  better 
acting  on  my  own  to  choose  an 
optimum  combination  of  prod¬ 
ucts  and  services  —  whether 


they’re  standards-based  or  not.  ” 

Managing  change 

Wrong.  According  to  Lionel 
Gillerman,  vice-president  for 
Regulatory  Affairs  for  the  Tele¬ 
communications  Association, 
Inc.,  the  reason  users  should 
work  hard  to  influence  stan¬ 
dards  is  that  standards  are  users’ 
best  tools  for  managing  change. 

Managing  change  is  the  net¬ 
work  manager’s  toughest,  most 
primary  challenge.  Whether 
your  network  is  standards-based 
or  not,  it  will  change  over  time, 
and  that  change  must  be  man¬ 
aged. 

The  challenges  of  managing 
change  in  a  multivendor  net¬ 
work  are  all  too  familiar.  Differ¬ 
ent  vendors  implement  stan¬ 
dards  in  different  ways,  and 
their  products  evolve  at  varying 
rates. 

There’s  no  solace  in  a  single¬ 
vendor  strategy.  You  still  have  to 
deal  with  new  generations  of 
hardware  and  new  revisions  of 


software,  and  there  are  plenty  of 
interoperability  snares  set  along 
the  migration  paths  to  the  new 
versions. 

And  because  no  corporate 
network  exists  in  isolation,  the 
multivendor  connectivity  prob¬ 
lem  surfaces  anyway  when  you 
link  to  the  outside  world. 

Given  that  influencing  stan¬ 
dards  is  a  must,  how  can  you  go 
about  it?  Work  through  users 
groups  to  nudge  vendors  by  pro¬ 
viding  direct  input  to  standards 
committees,  both  national  and 
international.  Make  sure  the 
same  input  is  provided  directly 
to  all  of  your  key  vendors, 
whether  they  sell  software, 
hardware  or  services. 

Finally,  develop  product  pro¬ 
curement  policies  that  require 
compliance  with  all  applicable 
standards  for  each  type  of  prod¬ 
uct  purchased. 

These  tactics  will  be  effective 
only  if  users  present  a  united 
front  to  vendors  and  standards 
makers.  □ 
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INDUSTRY 


OPINIONS 


BY  SHARON  PEYTON 

Telecom  vendors  should 
lead  by  example 


Telecommunications  indus¬ 
try  vendors  should  adopt  a  new 
business  strategy:  leading  by  ex¬ 
ample.  This  tactic  involves  de¬ 
signing  new  ways  of  doing  busi¬ 
ness  that  involve  moving 
images,  not  people. 

Current  methods  of  opera¬ 
tion  are  based  on  the  needs  of 
the  industrial  age,  when  the  pro¬ 
duction  line  required  that  all 
workers  physically  gather  in  the 
same  place  at  the  same  time.  We 
are  now  well  into  the  informa¬ 
tion  age,  yet  businesses  still 
cling  to  antiquated,  less  produc¬ 
tive  procedures. 

As  workers  and  businesses, 
we  have  contributed  to  the  prob¬ 
lems  threatening  our  physical 
and  mental  well-being  —  air 
pollution,  overcrowded  cities 
and  traffic  congestion.  Our  cher¬ 
ished  institutions  are  crumbling 
under  the  weight  of  these  and 
other  problems.  Now  is  the  time 
for  us  to  discover  solutions. 

The  telecommunications  in¬ 
dustry  has  a  wonderfully  unique 
opportunity  to  be  an  important 
catalyst  and  leader  in  this  effort. 
It  can  use  new  technologies  and 
methods  to  improve  the  quality 
of  life  by  reducing  these  prob¬ 
lems  while  stimulating  in¬ 
creased  business. 

The  alternative  technologies 
of  telecommuting  and  telecon¬ 
ferencing  have  been  available 
for  some  time  but  have  yet  to 
gain  general  acceptance.  What  is 
noticeably  absent  is  the  general 
commitment  of  businesses  in 
our  industry  or  any  industry  to 
lead  this  course  of  action. 

Most  current  activity  in  this 
arena  is  in  the  government  sec¬ 
tor,  which  is  driven  by  its  sense 
of  duty  to  serve  the  public  good 
while  reducing  expenses.  As  pre¬ 
sumed  technological  experts, 
telecommunications  vendors 
should  lead  the  pack,  not  lag  far 
behind  as  they  do  now. 

Players  in  the  telecommuni- 

Peyton,  a  telecommunica¬ 
tions  consultant  in  the  San 
Francisco  Bay  area,  is  doing 
graduate  work  in  communi¬ 
cation  process  and  organiza¬ 
tional  development. 


cations  industry  can  initiate  this 
strategy  by  aggressively  and  in¬ 
telligently  pursuing  internal  ef¬ 
forts  to  improve  and  redesign 
how  they  function.  There  are 
four  good  reasons  to  do  this: 

■  Vendors  could  increase  reve¬ 
nue  by  demonstrating  how  to 
make  these  changes,  stimulating 
increased  business  for  their 
products  and  services  as  well  as 
the  industry  in  general. 

■  They  could  discover  new  ways 
to  reduce  expenses. 

■  They  could  improve  produc¬ 
tivity  by  improving  morale  and 
the  quality  of  life  for  their  em¬ 
ployees. 


▼  1  e  are  now  well  into 
the  information  age,  yet 
businesses  still  cling  to 
antiquated  procedures. 

▲  ▲A 


■  Finally,  there  is  a  more  subtle 
and  hidden  benefit  that  is  diffi¬ 
cult  to  quantify.  It  requires  that 
those  in  the  telecommunica¬ 
tions  industry  look  beyond  the 
obvious.  They  should  under¬ 
stand  there  is  a  very  high  cost, 
both  monetary  and  nonmone¬ 
tary,  incurred  by  all  of  society 
for  our  problems  and  our  efforts 
to  deal  with  them. 

Each  of  us  shares  in  the  ex¬ 
pense  either  as  direct  or  indirect 
victims  or  participants.  There¬ 
fore,  another  potential  benefit  is 
the  reduction  of  these  expenses. 

With  blinders  firmly  in  place, 
companies  now  train  their  sales 
staffs  to  sell  telecommuting  ap¬ 
plications  but  refuse  to  let  their 
own  employees  telecommute. 

When  it  comes  to  teleconfer¬ 
encing,  they  offer  minimal  or 
nonexistent  facilities.  Even  if 
there  are  facilities,  employees 
are  reluctant  to  use  them  be¬ 
cause  of  resistance  to  change 
and  limited  knowledge  about  the 
equipment  and  the  most  effec¬ 
tive  way  to  use  it.  Many  people 


are  not  knowledgeable  about 
meeting  and  communication 
skills,  much  less  about  the  addi¬ 
tional  skills  required  to  conduct 
a  teleconference  rather  than  a 
face-to-face  meeting. 

This  commitment  to  take  ac¬ 
tion  and  set  an  example  requires 
not  just  the  willingness  to  risk 
doing  the  right  thing  for  the 
right  reason,  but  the  effort  to  be 
careful  and  thoughtful,  and  to 
establish  resources  to  educate 
employees  and  support  them 
throughout  the  process. 

There  is  an  approach  to  these 
kinds  of  changes  that  can  in¬ 
crease  the  chances  of  being  suc¬ 
cessful.  The  first  cohesive  ele¬ 
ment  is  for  senior  management 
to  create  and  share  a  positive  vi¬ 
sion  of  the  desired  results.  This 
will  inspire  a  willingness  to  em¬ 
brace  positive  change. 

With  this  executive  advocacy, 
we  can  provide  a  customized 
method  that  establishes  a  gener¬ 
al  company  policy  in  support  of 
the  direction  these  changes 
should  take.  Second,  we  can  of¬ 
fer  a  selection  of  implementa¬ 
tion  options  from  which  to 
choose.  And  finally,  we  can  ap¬ 
ply  this  outline  of  general  direc¬ 
tion  and  structure  to  each  appro¬ 
priate  work  group. 

Once  telecommunications 
businesses  have  instituted  such 
changes,  their  employees  —  es¬ 
pecially  their  sales  staffs  —  will 
be  able  to  share  the  successful 
personal  experiences  from  with¬ 
in  their  own  company,  thus  set¬ 
ting  a  positive  example  for  the 
rest  of  the  business  community. 

If  they  continue  to  delay  ac¬ 
tion,  the  government  will  even¬ 
tually  force  it  on  them. 

In  Los  Angeles,  the  govern¬ 
ment  has  already  established 
Regulation  XV,  which  forces 
businesses  to  develop  alterna¬ 
tive  ways  of  working  that  reduce 
traffic  and  pollution. 

By  meeting  this  challenge 
now,  telecommunications  ven¬ 
dors  will  demonstrate  that  they 
are  creative  enough  to  serve 
their  business  constituency 
while  making  a  contribution  to 
society.  What  is  good  for  society 
is  good  for  business.  □ 


PEOPLE  “BOIL  AT  DIFFERENT  DEGREES,”  said  Emerson.  What’s  your  boiling  point?  When 
you  reach  it,  don’t  get  steamed.  Write  a  column  for  Network  World  instead. 

Columns  should  be  between  600  and  900  words  in  length  and  submitted  on  disk,  via  modem  or 
through  MCI  Mail  at  390-4868. 

If  you’d  like  to  write  a  column,  call  Steve  Moore,  features  editor,  at  (508)  820-7439  or  fax 
your  idea  to  us  at  (508)  820-3467. 
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LETTERS 


IVAN  information 

Your  Buyer’s  Guide  to  in¬ 
ternational  value-added  net¬ 
work  (IVAN)  service  providers 
(“Good  news  on  the  global 
front,”  NW,  May  21)  provided 
much-needed  and  hard-to-find 
information. 

However,  it  would  have 
been  more  useful  if  the  article 
had  included  phone  numbers 
and  addresses  of  these  various 
IVANs. 

Art  St.  George 
Network  services  officer 
University  of  New  Mexico 
Albuquerque,  N.M. 

Editor’s  note:  A  list  of  phone 
numbers  and  addresses  of 
major  U.S.-based  IVAN  ser¬ 
vice  providers  appeared  on 
page  94  of  that  issue. 

Clarifying  bridge  features 

I  enjoyed  your  recent  Buy¬ 
er’s  Guide  to  bridges,  routers 
and  gateways  (“LAN  links 
boast  broader  protocol,  speed 
options,”  NW,  May  7). 

I’d  like  to  clarify  a  state¬ 
ment  regarding  the  ability  of 
bridges  to  provide  the  means 
to  control  network  topology 
remotely  in  the  event  of  a 
failure. 


In  my  opinion,  the  article 
left  the  reader  with  the  im¬ 
pression  that  bridges  cannot 
do  this.  Retix  bridges  not  only 
allow  remote  access  for  man¬ 
agement  and  reconfiguration, 
but  they  also  can  automatical¬ 
ly  reconfigure. 

The  Spanning  Tree  Algo¬ 
rithm  mentioned  in  the  article 
allows  Retix  bridges  to  detect 
a  path  failure  and  automati¬ 
cally  reconfigure  the  network 
to  an  alternate  path. 

The  Spanning  Tree  Algo¬ 
rithm  also  allows  Retix 
bridges  to  detect  and  elimi¬ 
nate  “loops”  in  the  network, 
thus  enhancing  their  perfor¬ 
mance  advantage  when  com¬ 
pared  to  routers. 

Bill  Kilcullen 
Senior  national  technical 
specialist 
Retix 

Santa  Monica,  Calif. 

Network  World  welcomes 
letters from  its  readers. 

Letters  should  be  typed, 
double-spaced  and  sent  to 
Editor,  Network  World,  161 
Worcester  Road,  Box  9172, 
Framingham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 
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CONTINUED  FROM  PAGE  1 
tion  type  of  service.  And  this  is 
primarily  due  to  lack  of  compati¬ 
ble  access  at  either  end  of  a  phone 
call. 

This  situation  will  not  last  for 
long,  however.  The  rollout  of  In¬ 
tegrated  Services  Digital  Network 
in  the  local  loop  is  proceeding  as 
planned,  and  higher  speed  prod¬ 
ucts  in  the  interexchange  realm 
are  becoming  widely  available. 
These  developments  foretell  low¬ 
er  costs  and  greater  switched  data 
functionality  in  the  near  term  for 
companies  of  all  sizes. 

Merging  voice  and  data 

The  transmission  of  voice  and 
data  over  the  same  facilities  has 
been  driving  market  develop¬ 
ment  in  recent  years.  But  only 
this  year  have  the  top  three  long¬ 
distance  carriers  —  AT&T,  MCI 
Communications  Corp.  and  US 
Sprint  Communications  Co.  — 
indicated  their  true  commitment 
to  integrating  data  with  voice. 

Many  of  the  changes  are  sub¬ 
tle.  A  year  ago,  MCI  had  one-half 
of  a  director’s  responsibilities  as¬ 
signed  to  data  services.  In  the 
past  year,  MCI  has  created  two 
additional  data-oriented  director 
positions,  which  is  notable  in  an 
organization  as  lean  as  MCI's. 

Other  moves  are  more  blatant. 

Briere  is  president  of  Tele- 
Choice,  Inc.,  a  Manchester, 
Conti. -based  consulting  firm 
specializing  in  long-distance 
competitive  analysis  and  net¬ 
work  design.  He  can  be  reached 
at  (203)  645-0471. 


The  consolidation  of  US  Sprint 
and  Telenet  Communications 
Corp.  as  SprintNet  into  US 
Sprint’s  core  organization  is  sig¬ 
nificant  as  the  move  starts  the 
melding  process  of  data  and  voice 
within  US  Sprint. 

When  the  carrier  announced 
its  new  Invoice  Processing  Ser¬ 
vice  at  Communication  Networks 
’90  in  February,  one  glossed-over 
tidbit  was  that  the  data  products 
would  be  consolidated  under  a 
new  billing  system  by  the  middle 
of  1991,  joining  the  full  range  of 
US  Sprint’s  voice  and  enhanced 
services,  such  as  900,  SprintFax 
and  videoconferencing. 

This  consolidation  allows  US 
Sprint  to  combine  pricing  for 
voice,  data,  imaging  and  video 
under  a  single  bill  and  discount 
plan. 

Recently,  AT&T  has  actively 
campaigned  to  increase  industry 
awareness  of  its  switched  data 
services. 

In  the  past  1 2  months,  AT&T 
has  reduced  its  network  usage 
rates  by  as  much  as  74%,  expand¬ 
ed  the  availability  of  the  service 
from  83  to  389  points  of  pres¬ 
ence  (POP),  expanded  the  avail¬ 
ability  of  the  digital  switched  ac¬ 
cess  ( DSA)  option  from  93  to  1 96 
cities  and  introduced  time-of-day 
rate  schedules. 

In  addition,  AT&T  has  acceler¬ 
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ated  its  ISDN  implementation 
plans.  Of  the  major  long-haul  car¬ 
riers,  AT&T  has  the  most  ambi¬ 
tious  ISDN  rollout  schedule.  By 
June  1,  ISDN  capability  was  in¬ 
stalled  in  322  AT&T  locations 
plus  France,  Japan  and  the  U.K. 
By  year  end,  ISDN  will  be  avail¬ 
able  in  343  AT&T  locations  na¬ 
tionwide. 

Gauging  performance 

One  of  the  biggest  drawbacks 
of  voice-oriented  long-distance 
products,  notably  the  virtual  net¬ 
work  services,  has  been  their  in¬ 
ability  to  carry  higher  speed  data 
traffic.  Data  managers  have 
grown  accustomed  to  the  closed 
environment  of  a  private-line 
network,  in  which  they  can  test 
individual  circuits  and  obtain  on¬ 
going  performance  specifica¬ 
tions  for  all  calls  over  those  cir¬ 
cuits  due  to  the  nature  of  the 
dedicated  path. 

With  switched  data,  however, 
the  path  changes  with  each  call. 
Circuit  performance  specifica¬ 
tions  apply  to  all  possible  routes 
for  a  call  over  the  public  network. 
Compounding  the  problem  is  the 
fact  that  little  commonality  exists 
between  performance  specifica¬ 
tions  for  a  private  line  and  those 
of  a  public  network. 

Items  such  as  availability 
and  error-free  seconds  have  only 


tangential  applicability. 

The  carriers  are  trying  to  de¬ 
velop  their  own  switched  data 
standards  that  truly  reflect  the 
underlying  needs  of  the  data 
communications  manager.  How¬ 
ever,  simply  transporting  the 
specifications  required  of  private 
lines  to  switched  data  services 
will  not  work  because  the  specifi¬ 
cations  do  not  adequately  de¬ 
scribe  the  services. 

AT&T’s  services 

AT&T  offers  a  variety  of  dial¬ 
up  switched  digital  data  capabili¬ 
ties.  To  public  network  custom¬ 
ers,  AT&T  markets  these  capabili¬ 
ties  as  Accunet  Switched  Digital 
Services  (SDS),  but  to  Software- 
Defined  Network  (SDN)  custom¬ 
ers,  the  carrier  markets  them  as 
its  Software-Defined  Data  Net¬ 
work  (SDDN). 

AT&T  offers  a  switched  56K 
bit/sec  option  to  its  SDS  and  SDN 
customers.  Because  its  network  is 
not  completely  digital,  AT&T 
uses  a  subnetwork  with  perfor¬ 
mance  characteristics  that  meet 
the  needs  for  switched  data  ser¬ 
vices. 

AT&T  originally  introduced 
switched  56K  bit/sec  data  trans¬ 
mission  as  a  stand-alone  product 
in  1985,  under  the  name  Accunet 
Switched  56  Digital  Service.  At 
the  time,  the  service  had  only  lim¬ 
ited  success  among  users,  largely 
due  to  limited  availability  and 
high  costs  (up  to  85  cents  per 
minute). 

In  1988,  AT&T  sought  to  bol¬ 
ster  both  Accunet  Switched  56 
and  SDN  by  linking  the  two  to  al¬ 
low  SDN  users  to  send  data  at  56K 
bit/sec.  However,  SDN  users  still 
faced  the  same  constraints  that 
regular  Accunet  Switched  56  us¬ 
ers  do,  namely  high  costs  and  lim¬ 
ited  availability. 

Then,  last  year,  AT&T  slashed 
prices  to  bring  them  more  in  line 
with  its  competitors,  which  were 


offering  switched  data  transmis¬ 
sion  at  voice  rates.  AT&T  offers 
the  switched  56K  bit/sec  capabil¬ 
ity,  marketed  as  Digital  Routing, 
in  two  forms:  static  and  dynamic. 
In  static  mode,  there  is  full-time 
access  to  the  network  at  56K  bit/ 

fsec  and  the  usage  charges  are  the 
same  as  Accunet  Switched  56. 

In  dynamic  mode,  the  user 
may  initiate  56K  bit/sec  calls  on 
a  call-by-call  basis  using  a  special 
feature  code.  This  code  tells  the 
network  that  a  switched  56K  bit/ 
sec  call  should  be  routed  to  the 
Accunet  Switched  56  network.  In 
dynamic  mode,  56K  bit/sec  calls 
are  rated  at  Accunet  rates  while 
all  other  calls  are  rated  at  their 
appropriate  SDN  scheduled  rate. 

One  drawback  to  AT&T's  Digi¬ 
tal  Routing  is  that,  until  recently, 
it  was  available  only  at  the  more 
than  250  SDN  offices  specifically 

Sset  up  for  the  capability.  An  SDN 
user  could  not  have  a  videocon¬ 
ference  with  an  Accunet  Switched 
56  user.  Until  recently,  AT&T  was 
unable  to  terminate  SDN  Digital 
Routing  calls  off  the  SDN  net¬ 
work. 

AT&T’s  new  services 

Last  month,  AT&T  again  be¬ 
gan  to  upgrade  and  enhance  its 
switched  data  services  across  the 
board.  This  time,  AT&T  is  linking 
the  capabilities  of  SDN  with  Ac- 
cunet’s  switched  data  services. 
What’s  more,  AT&T  has  expand¬ 
ed  Digital  Routing  beyond  the 
early  on-net  borders,  allowing 

t  users  to  terminate  switched  56K 
bit/sec  calls  off-net  to  locations 
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Beginning  on  page  38,  a 
Network  World  Buyer's 
Guide  chart  compares  the 
features  and  prices  of  vari¬ 
ous  carriers’  switched  digital 
services. 
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not  on  the  SDN  version  of 
switched  56K  bit/sec  service. 

Through  SDS  and  SDDN, 
AT&T  will  bring  switched  56K, 
64K,  384K  and  1.536M  bit/sec 
speeds  to  users.  The  latter  two 
speeds  are  the  ISDN  HO  and  HI  1 
access  standards,  respectively. 

AT&T  has  filed  tariffs  with  the 
Federal  Communications  Com¬ 
mission  for  the  switched  56K  and 
64K  bit/sec  speeds.  The  384K 
bit/sec  option  will  follow  on 
Sept.  1  for  SDDN  and  Dec.  1  for 
SDS,  while  1.536M  bit/sec  will  be 
launched  in  the  second  half  of 
1991-  AT&T’s  approach  for  all  of 
the  speeds  is  to  offer  in-band  sig¬ 
naling,  as  well  as  ISDN  out-of- 
band  signaling. 

SDDN  —  which  is  an  option  of 
SDN,  not  a  separate  product  — 
builds  on  the  capabilities  in 
AT&T’s  4ESS  network.  Access  is 
through  the  Primary  Rate  Inter¬ 
face  (PRI).  However,  the  actual 
placement  of  an  SDDN  call  will  be 
done  through  call-by-call  setup, 
allowing  users  to  make  Megacom, 
SDN  or  SDDN  calls  over  the  same 
access  facilities. 

Initial  releases  of  SDDN  re¬ 
quire  a  special  PRI  device  on  the 
customer  premises.  AT&T  will 
rely  on  these  devices  to  coordi¬ 
nate  restoration  on  an  end-to- 
end  basis. 

SDDN  will  enable  users  to  dial 
up  multiple  connections  for  high¬ 
er  amounts  of  bandwidth.  For  in¬ 
stance,  a  user  that  wants  384K 
bit/sec  of  bandwidth  for  an  appli¬ 
cation,  such  as  videoconferenc¬ 
ing,  could  dial  up  six  lines  to  get 
the  384K  bit/sec. 

Pricing  for  SDDN  is  calculated 
on  a  first  18  seconds,  each  addi¬ 
tional  six  seconds  format,  with 
rates  varying  from  6.8  cents  to 
22. 1  cents  per  minute,  depending 
on  mileage  and  time  of  day. 

For  SDN  customers,  these 
rates  are  then  eligible  for  any  ap¬ 
plicable  SDN  discounts;  all 


switched  usage  applies  to  SDN 
discount  levels.  AT&T  has  priced 
the  services  so  that  a  user  with 
fewer  than  four  hours  of  data 
traffic  a  day  between  two  loca¬ 
tions  would  be  better  off  with 
switched  data  service  as  opposed 
to  dedicated  data  channels. 

SDS  offerings  are  similar  to 
SDDN  but  are  stand-alone  public 
offerings.  Rates  are  billed  in  an 
initial  30  seconds,  each  addition¬ 
al  six  seconds  format,  starting  at 
around  1 1  cents  per  minute. 


Lower  costs 
and  greater 
functionality 
promise  to 
make  switched 


MCI  and  US  Sprint  do  data 

MCI  offers  switched  56K  bit/ 
sec  capability  in  two  offerings  — 
as  a  stand-alone  service  through 
its  Prism  56  service  and  as  a  fea¬ 
ture  of  its  Vnet  virtual  network. 
MCI  also  plans  to  offer  64K  bit/ 
sec  clear-channel  capability  in 
1991- 

At  the  ICA  conference  in  New 
Orleans  in  late  May,  MCI  an¬ 
nounced  that  it  plans  to  make 
DDS  access  available  in  the  third 
quarter  of  1990.  The  carrier  also 
announced  support  of  switched 
digital  access  for  the  fourth  quar¬ 
ter  of  this  year.  Early  next  year, 
MCI  plans  to  launch  switched  T-l 
capabilities. 

MCI  began  offering  switched 
56K  bit/sec  in  October  1989  as  a 
stand-alone  service  with  open 
network  dialing  capabilities.  In 
1990,  the  capability  was  added  to 
Vnet. 

MCI  has  set  aside  its  Digital 
Data  Network  for  its  data  prod¬ 
ucts,  including  its  private-line  of¬ 
ferings. 

MCI’s  rates  for  switched  56 
service  range  from  6  cents  to  23 
cents  per  minute,  depending  on 
service  type,  time  of  day  and  dis¬ 
tance.  At  this  level,  switched  data 
services  become  more  economi¬ 
cal  than  MCI  private  lines  when 
the  user  requires  the  service  for 
less  than  two  to  six  hours  per  day. 

MCI  is  now  working  feverishly 


data  services 
accessible  to 
companies  of 
all  sizes. 


on  launching  its  ISDN  services. 
MCI  ISDN  Switched  Digital  Trans¬ 
mission  will  offer  high-volume, 
host-to-host  data  transmission 
through  PRI  access  lines.  Imple¬ 
mentation  of  ISDN  data  transmis¬ 
sion  is  initially  through  64K  bit/ 
sec  service.  A  384K  bit/sec  ver¬ 
sion  supporting  HO  and  a  1.536M 
bit/sec  version  supporting  Hll 
are  in  the  works. 

An  important  part  of  MCI's 
ISDN  offerings  is  the  Digital  Re¬ 
configuration  Service  (DRS), 
which  will  provide  bandwidth  on 
demand.  With  DRS,  an  MCI  user 
can  request  bandwidth  in  DSO  in¬ 
crements,  up  to  and  including 
DS1. 

The  carrier  already  offers  a 
similar  in-band  signaling  product 
called  Fixed  Network  Reconfigur¬ 
ation.  DRS  is  due  in  the  fourth 
quarter  of  1990. 

US  Sprint  has  launched  several 
( continued  on  page  39) 
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the  future  is  one  thing. 


The  new  COMSPHERE" 6800  Series  Network 
Management  Systems  link  AT&T  and  Paradyne  products. 

You  don’t  have  to  wonder  about  compatibility  with  the  new 
AT&T  Paradyne  COMSPHERE  6800  Series  Network  Management 
Systems.They  support  AT&T  DATAPHONE®II,  Paradyne  and  the 
new  AT&T  Paradyne  COMSPHERE  family  of  products.  So  you  can 
manage  a  wide  range  of  data  communications  equipment- 
analog,  digital  and Tl—  from  a  single  point.They’re  also 

compatible  with  AT&T 
ACCUMASTER™  Integrator  for 
voice  and  data  integration. 

The  6800  Series  NMS  can  manage  your  analog  network 
no  matter  what  your  mix  of  old  or  new  AT&T  Paradyne  modems. 
That’s  because  the  new  COMSPHERE  3400  and  4400  Series 
modems  can  be  programmed  to  be  compatible  with  the  original 
Paradyne  3400,  DATAPHONE II  or  our  new  Advanced  Diagnostic 
Protocol.  These  new  modems  even  interface  with  IBM’s  NetView™ 
via  an  SNAM  compatibility  feature. 

But  the  6800  Series  NMS  and  the  COMSPHERE  family  don’t 
just  provide  compatibility  today  they’ll  deliver  it  tomorrow  as 
well.This  state-of-the-art  communications  platform  allows  you  to 
integrate  new  products  into  your  network  easier  than  ever  before. 

The  foundation  to  this  capability  is  the  new  COMSPHERE 
4000  Series,  an  intelligent  communications  carrier.  Using  a  unique 
bus  architecture,  the  4000  Series  insures  compatibility  with 
existing  as  well  as  new  products  and  network  services  as  they 
are  introduced.  It  also  provides  the  highest  configuration  density 
in  the  market,  housing,  for  example,  up  to  16  modems  and 
16  multiplexers. 

So  it’s  no  mystery  what  the  future  holds  with  AT&T  Paradyne 
data  communications  systems.  Compatibility  flexibility  and 
investment  protection. 

For  more  information,  contact  your  AT&T  Paradyne  Account 
Executive  or  call  1 800  482-3333,  Ext.  303.  In  Canada,  call 

(4l6)  494-0453. 


©1990  AT&T  Paradyne 

COMSPHERE  is  a  trademark  of  AT&T  Paradyne. 
DATAPHONE  is  a  registered  trademark  of  AT&T 
ACCUMASTER  is  a  trademark  of  AT&T 
NetView  and  SNA  are  trademarks  of  IBM. 
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See  The  FAX  Net  Form  on  Page  #51 
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Switched  digital  services  (continued  on  page  49) 


Company 

Service 

Service  type 

Speed* 

supported 

(bit/sec) 

Network 

facilities 

used 

Access 

required 

Areas  served 

Service 

installation 

fees 

Monthly 
service  costs 

Minimum 

usage 

required 

Usage  fees  (8) 

Usage 
fee  basis 

Performance 

statistics 

Special  features 

AT&T 

Basking  Ridge,  N.J. 
(800)  222-0400 

Software- 

Defined 

Data 

Network 

Interexchange 

56K,  64K, 
384K  (4) 

General 
Public 
Network 
with  special 
screening 

Dataphone 
Digital 
Service, 
voice  grade 
(2- wire),  T- 
1,  PRI, 
Digital 
Switched 
Access 

End  offices/ 
POPs:  4.8K:  all 
equal  access 
points;  9.6K: 
508;  56K:  285; 
64K:  285 

Service: 

$100; 
access: 
pass-through 
LEC  costs 

None  (must  be 
an  SDN 
customer) 

None 

$.0204  to  $.0663 
for  first  1 8 
seconds;  $.0068 
to  $.0221  for 
additional  6 
seconds 

Mileage- 

based 

Error-free  seconds: 
Premises  to 
premises:  95%  on 
95%  of  calls;  POP  to 
POP:  95%  on  99% 
of  calls;  Premises  to 
POP:  95%  on  98% 
of  calls;  Bit  error 
rate:  10-6 

Full  range  of  SDN 
features:  call-by-call 
setup,  7-  to  1 0-digit 
conversion,  restoration 

Accunet 

Switched 

Digital 

Services 

Interexchange 

56K,  64K, 
384K  (4) 

Separate 

64  K  bit/sec 
dear- 
channel, 
digital  sub¬ 
network 

56K: 

Dataphone 

Digital 

Service, 

T-1 ,  Digital 
Switched 
Access; 
64K:  ISDN 
PRI;  384K: 
ISDN  PRI 

End  offices/ 
POPs:  389  T-1 
access  nodes, 
83  Dataphone 
Digital  Service 
access  nodes 

Service:  $0; 
access: 
pass-through 
LEC  costs 

Service:  $0; 
access:  pass¬ 
through  LEC 
costs 

Dedicated 

access: 

$75;  Digital 

Switched 

Access: 

$20 

Distance  and 
usage  sensitive: 
$.0804  to  $.3018 
per  minute 

Mileage- 

based 

Error-free  seconds: 
Premises  to 
premises:  95%  on 
95%  of  calls;  POP  to 
POP:  95%  on  99% 
of  calls;  Premises  to 
POP:  95%  on  98% 
of  calls;  Bit  error 
rate:  10-6 

International 
connectivity;  dedicated 
control  center  (800) 
367-7956;  digital 
broadcast  capability 
(800)  322-7956  (that  is, 
multiple  one-way 
transmission  or  two- 
way  audio  when  used 
with  Alliance 
Teleconferencing) 

Bell  Atlantic  Corp. 
Washington,  D.C. 
(703)  974-5446 

Switched 

56 

Intraexchange; 

interexchange 

access 

56K 

General 

Public 

Network 

Switched 

56  access 
(same 
specifica¬ 
tions  as 
DDS) 

End  offices/ 
POPs:  800+ 

$725  per  line 

Monthly 
service  cost: 
$150  per  line; 
$1 .00  per  mile 
outside  serving 
office  node 

None 

$.14  per  minute 

Fixed 

rate 

NA 

None 

ISDN 

Switched 

64 

Intraexchange 

64K 

General 

Public 

Network 

ISDN  BRI 

End  offices/ 
POPs:  ICB  (3) 

ICB  (3) 

ICB  (3) 

None 

ICB  (3) 

ICB  (3) 

NA 

ICB  (3) 

BellSouth  Corp. 
Washington,  D.C. 
(202)  463-4100 

Digital 

ESSX 

Switched 

Data 

Service 

(Centrex); 

Accupulse 

(plain  old 

telephone 

service) 

Intraexchange; 

interexchange 

access 

56K;  64K 

(intraoffice); 

subrate 

speeds 

depending 

on  CPE 

General 

Public 

Network 

DDS,  voice 
grade,  T-1 

End  offices/ 
POPs:  ISO  (3) 

ESSX:  $18  to 
$25  per  line; 
Accupulse: 
$300  to  $400 
per  line 

ESSX:  $20  to 
$45  per  line; 
Accupulse:  $50 
per  line 

None 

ESSX:  flat  within 
customer  group, 
usage  on  public 
switched 
network  calls 
costs  $.12  for 
first  minute,  $.10 
for  each 
additional 
minute; 

Accupulse:  same 
as  ESSX 

Fixed 

rate 

NA 

Full  range  of  Centrex 
features  for  ESSX 
service,  including  virtual 
private  network  line 
feature  that  redials  if 
line  drops 

MCI 

Communications 

Corp. 

Washington,  D.C. 
(600)  888-0800 

Vnet  56 

Interexchange 

56K 

Separate 
MCI  Digital 
Data 
Network 

T-1,  DDS 

(3Q/90), 

Digital 

Switched 

Access 

(4Q/90) 

End  offices/ 
POPs:  190 
access  nodes 

Service: 
same  as 

Vnet  (must 
be  Vnet 
user); 
access: 
pass-through 
LEC  costs 

Service:  $0; 
access:  pass¬ 
through  LEC 
costs 

$50  per  line 

(waived 

under 

present 

promotion) 

Vary  by  access 
arrangement: 
dedicated  to 
dedicated: 

$.0180  to  $.0441 
for  first  18 
seconds,  $.0060 
to  $.0147  for 
additional  6 
seconds  before 
Vnet  discounts; 
shared  to 
shared:  $.0432 
to  $.0693  for  first 
18  seconds; 
$.0144  to  $.0231 
for  additional  6 
seconds  before 
Vnet  discounts 

Mileage- 

based, 

time-of- 

day 

sensitive 

Equal  to  DDS 

performance 

objectives 

Full  range  of  Vnet 
features,  7/10-digit 
private  plan, 
consolidated  billing,  T-1 
access  partitioning, 

MCI  end-to-end 
support,  network 
management  system 

Prism  1 
Switched 
56K  bit/sec 
Service 

Interexchange 

56K 

Separate 
MCI  Digital 
Data 
Network 

T-1,  DDS 

(3Q/90), 

Digital 

Switched 

Access 

(4Q/90) 

End  offices/ 
POPs:  190 
access  nodes 

Service:  $0; 
access: 
pass-through 
LEC  costs 

Service:  $0; 
access:  pass¬ 
through  LEC 
costs 

$50  per  line 

(waived 

under 

present 

promotion) 

Vnet  Rates:  vary 
from  $.0710  to 
$.1706  per 
minute;  eligible 
for  Corporate 
Account  Service 
Plus  discounts 

Mileage- 

based, 

time-of- 

day 

sensitive 

Equal  to  DDS 

performance 

objectives 

Inter-MCI  56K  bit/sec 
customer  dialing,  MCI 
end-to-end  support, 

T-1  access  partitioning, 
performance 
monitoring  capability, 
MCl-provided  CPE 

New  England 
Telephone  and 
Telegraph  Co. 

Boston 

(617)  574-1542 

Switchway 

Intraexchange; 

interexchange 

access 

56K; 
subrates 
depending 
on  CPE 

Separate 

subnet¬ 

work 

DDS 

End  offices/ 
POPs:  15 

Service: 
$79.06  (2); 
access: 
$290.98  per 
line 

Service:  (2) 
$18.43,  end 
user  charge, 
$3.95;  access: 
19.40  per  line 

None 

Intra-Switchway 
wire  center:  $.10 
for  first  minute, 
$.08  for  each 
additional 
minute;  inter- 
Switchway  wire 
center:  $.19  for 
first  minute,  $.16 
for  each 

additional  minute 

Fixed 

rate 

Equal  to  DDS 

performance 

objectives 

None 

New  York 

Telephone  Co. 

New  York 
(800)  942-1212 

Switchway 

Intraexchange; 

interexchange 

access 

56K; 
subrates 
depending 
on  CPE 

General 

Public 

Network 

DDS;  voice 
grade  (2- 
wire) 

End  offices/ 
POPs:  160 

Service: 

$400; 

access:  local 
access  rates 
vary,  by 
service: 

DOV, 

approx.  $60 

Service:  $84; 
access:  local 
access  rates 
vary,  by 
service 

None 

$.07  per  minute 
plus  local  calling 
charge 

Fixed 

rate 

Availability:  99.7%; 
4-hour  restoral  on 
dedicated  access, 
24-hour  restoral  on 
DOV  access 

Protocol  conversion 
available  — 

Comparably  Efficient 
Interconnection  plan 
approved  Jan.  6,  1990 

Pacific  Bell 

San  Francisco 
(415)  823-6380 

Centrex  IS 

Intraexchange; 

interexchange 

access 

56K,  64K 

General 

Public 

Network 

ISDN  BRI 

End  offices/ 
POPs:  35 
(4Q/90) 

Service:  $0; 

access:  $150 
per  BRI  line 

Service:  $0; 

access:  $29.50 
per  BRI  line 

None 

Same  as  public 
voice  usage 
costs 

Mileage- 

based 

Bit  error  rate:  10-8; 
line  tests  will  be 
performed  within  4 
hours  of  customer 
trouble  report 

All  digital  service, 
integrated  voice  and 
data  plus  a  complete 
set  of  line  side  voice 
features  that  are  also 
available  for  data; 
support  for  X.25  packet 
switching  data  at 
speeds  up  to  64K 
bit/sec 

BRI  =  Basic  Rate  Interface 
DDS  —  Digital  data  service 
ICB  —  Individual-case  basis 
LEC  =  Local  exchange  carrier 
NA  =  Information  not  available 
POP  -  Point  of  presence 
PRI  =  Primary  Rate  Interface 

FOOTNOTES: 

(1 )  Dial  1  Digital  lets  users  originate  and  terminate  data/video  on  existing  Feature  Group  D  lines  when  the  LEC  has  digital  connectivity  to  US  Sprint's  point  of  presence.  Thus,  this  service  is  dependent  upon  the  LEC  and  its  agreement  to 

offer  switched  56K  bit/sec  at  FGD  prices  to  remain  consistent  with  US  Sprint's  "data  for  the  price  of  voice"  philosophy.  The  following  LECs  are  participating:  Ameritech,  Centel  Nevada,  Contel,  Pacific  Bell,  Southern  Bell  and  UTI. 

(2)  Tariffed  in  Massachusetts  only. 

(3)  Product  is  not  presently  tariffed  but  is  available  on  an  ICB 

(4)  Service  expands  to  include  384K  bit/sec  (December  1 990);  1 .536  (second  half,  1 991 ). 

(5)  Requires  purchase  of  a  minimum  of  two  Centrex  lines  in  addition  to  the  CenPath  line;  available  in  DMS-1 00  offices  only;  customers  must  meet  certain  loop  length  requirements. 

(6)  Pacific  Bell  is  planning  to  replace  PSDS  in  the  fourth  quarter,  1 990. 

(7)  MicroLine  I  service  arrangement  allows  customers  who  are  not  served  directly  from  a  Switched  56  central  office  to  have  this  service.  The  result  is  that  almost  any  customer  in  an  area  that  has  a  Switched  56  central  office  can  be 

provided  MicroLink  I  regardless  of  whether  their  serving  office  is  Switched  56  equipped  or  not. 

(8)  Usage  fees  listed  for  all  Bell  operating  companies  do  not  include  interexchange  carrier  toll  charges. 

This  chart  includes  a  representative  selection  of  vendors  in  the  switched  digital  services  market.  Many  vendors  not  included  offer  a  full  range  of  competitive  products.  Ameritech  and  US  West  were  unable 
to  respond  by  press  time. 

SOURCE:  TELECHOICE,  INC  .  MANCHESTER,  CONN. 
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SWITCHED-ON  CARRIERS 


(continued from  page  35 ) 
switched  data  services,  including  some 
specifically  associated  with  its  Federal 
Telecommunications  System  2000  con¬ 
tract.  US  Sprint  supports  dedicated  and 
switched  access  to  its  services. 

When  US  Sprint  first  launched  VTN  56, 
the  service  used  the  same  rates  that  US 
Sprint  was  charging  for  voice  calls.  This 
concept  still  holds  true  as  US  Sprint  rolls 
out  its  other  data  products. 

The  reason  US  Sprint  sets  its  rates  in 
this  manner  is  that  the  carrier  uses  its  stan¬ 
dard  digital  network  for  carrying  the  calls; 
a  digital  network  doesn’t  care  if  a  call  is 
voice,  data,  facsimile  or  image.  The  US 
Sprint  digital  net  also  allows  the  carrier  to 
roll  out  new  services  networkwide. 

By  comparison,  AT&T  and  MCI  support 
their  data  products  by  way  of  separate  net¬ 
works  with  their  own  operations  centers. 
According  to  AT&T  and  MCI,  separate  net¬ 
works  allow  them  to  preferentially  route 
calls  according  to  content,  thereby  main¬ 
taining  higher  levels  of  performance. 
However,  these  subnetworks  may  not  be 
available  at  all  POPs. 

US  Sprint  ISDN  PRI  access  gives  users 
an  interface  to  the  carrier’s  high-volume 
services,  such  as  Ultra  800,  Ultra  WATS, 
switched  digital  services  and  Virtual  Pri¬ 
vate  Network  (VPN).  The  ISDN  offering  is 
offered  internationally  via  Global  VPN  to 
Great  Britain  and  Hong  Kong. 

US  Sprint  also  supports  digital  switched 
access  where  it  is  supported  by  the  local  ex¬ 
change  carrier.  This  includes  Ameritech’s 
Public  Switched  Data  Services  (PSDS),  Pa¬ 
cific  Bell’s  CenPath  and  Southern  Bell 

Data 

applications 

Here’s  a  list  of  applications  for 
which  switched  data  services  fit  the  bill 
better  than  standard  public  lines. 

■  Bulk  data/file  transfer.  This  pro¬ 
cess  allows  a  company  to  gather  infor¬ 
mation  from  a  terminal  or  central  pro¬ 
cessing  unit  and  transfer  it  in  bulk 
quantities. 

Information  is  gathered  and  stored 
at  a  specified  location,  and  it  is  sent 
when  the  storage  unit  reaches  full  ca¬ 
pacity  or  when  a  certain  time-out  peri¬ 
od  is  reached. 

■  Computer-aided  design.  CAD  pro¬ 
grams  are  too  large  and  powerful  for 
use  with  the  regular  public  switched 
network.  This  is  because  9-6K  bit/sec 
voice-grade  lines  can’t  support  the  soft¬ 
ware.  High-speed  digital  lines  allow  en¬ 
gineers  using  CAD  technology  to  work 
interactively  at  separate  locations. 

■  Videoconferencing.  Switched  digi¬ 
tal  service  can  be  used  for  videoconfer¬ 
encing  transmission,  linking  either  two 
sites  within  a  regional  Bell  holding 
company’s  territory  or  connecting  into 
your  long-distance  carrier’s  videocon¬ 
ferencing  net. 

■  Electronic  mail.  Switched  digital 
lines  are  a  usage-sensitive  way  to  trans¬ 
mit  E-mail. 

■  Digital  facsimile.  Digital  fax  ma¬ 
chines  send  only  the  information  print¬ 
ed  on  the  page,  not  the  blank  space  in 
between.  This  saves  on  costly  transmis¬ 
sion  time.  Switched  digital  is  a  usage- 
sensitive  way  to  take  advantage  of  the 
benefits  of  digital  fax. 

—  Daniel  Briere 


Telephone  and  Telegraph  Co.’s  Accupulse, 
as  well  as  certain  areas  served  by  Centel 
Nevada,  Contel  Corp.  and  United  Telecom¬ 
munications,  Inc.  (UTI). 

The  RBHCs  and  switched  data 

The  interexchange  carriers  have  em¬ 
braced  switched  data  in  all  its  various 
forms,  but  the  RBHCs  have  shown  consid¬ 
erably  less  enthusiasm  with  a  few  notable 
exceptions. 

The  interexchange  carriers  have  been 
able  to  offer  their  versions  of  switched  56K 
bit/sec  data  transmission  by  largely  ignor¬ 
ing  the  local  public  network.  Each  carrier 
initially  used  dedicated  facilities  to  bring 
all  calls  to  its  POPs  because  compatible  lo¬ 
cal  exchange  access  services  were  lacking. 

To  a  large  degree,  they  still  are.  The 


chart  beginning  on  page  38  shows  the 
availability  of  data  services  throughout 
some  of  the  RBHC  regions.  Most  are  limit¬ 
ed  to  a  few  offices  in  each  metropolitan 
area.  Aside  from  dedicated  access,  the  lo¬ 
cal  exchange  carriers  are  starting  to  imple¬ 
ment  switched  digital  access  capabilities  in 
their  local  networks.  Placement  of  an  end- 
to-end  switched  access  call  requires  that 
switched  access  facilities  be  installed  at 
both  the  originating  and  terminating  loca¬ 
tions. 

Switched  access  offers  two  key  benefits 
over  dedicated  facilities:  lower  cost  and 
greater  convenience.  A  DDS  access  link 
costs  approximately  $550  per  month;  a 
DSA  access  line  runs  about  $85. 

Companies  with  lower  levels  of  usage 
might  not  be  able  to  justify  the  higher  feed 


costs  of  dedicated  access  facilities.  And 
switched  digital  access  is  more  convenient 
because  it  reduces  the  long  installation 
time  and  complex  coordination  proce¬ 
dures  often  associated  with  dedicated  ac¬ 
cess.  It  also  allows  users  with  virtual  net¬ 
work  services  to  combine  this  access  with 
their  on-net  facilities. 

New  York  Telephone 

Perhaps  the  most  proactive  switched 
data  Bell  operating  company  is  New  York 
Telephone  Co.  The  carrier  has  Switchway, 
an  in-place,  switched  56K  bit/sec  offering 
that  has  100%  availability  in  the  New  York 
metropolitan  area  —  quite  unusual  for  a 
local  switched  data  service. 

New  York  Telephone  has  been  aggres- 
(continued  on  page  49) 


It's TimeTo Tate  COMMAND 
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Look  above  your  ceiling.  Check 
out  your  telecom  closet.  It’s  a 
nightmare. 

Cables  and  wires  run  everywhere 
(and  nowhere)  without  a  clue  to 
their  connections.  Your  investment 
is  enormous-and  getting  bigger.  If 
disaster  strikes,  there  is  no  way  to 
recover  quickly. 

Solve  Your  Cable  Management 
Problem. 

Finally,  there’s  a  solution. 
COMMAND  is  the  first  real  cable 
and  communications  design  and 
management  system -complete 
with  graphics  tightly  integrated 
with  a  comprehensive  database.  You  can 
actually  see  your  entire  premises  wiring 
and  communications  environment. 

For  any  size  system,  you  can  design 


COMMAND  is  a  minute-by-minute  living  record  of  your 
communications  environment. 


your  premises  wiring  and  manage 
moves,  adds  and  changes-voice,  data 
or  video.  When  you  make  a  change  to 
the  drawings,  the  database  updates 


instantly  and  vice  versa.  Plus,  all 
your  work  orders,  bills  of  materials 
and  schematics  can  be  generated 
automatically- man-years  of 
savings! 

Stop  Hiding  Your  Profits  In 
The  Ceiling. 

Thke  COMMAND -Call  today 
for  complete  information  to: 

(800)  556-1234,  ext.  281-B,  or 
(800)  441-2345,  ext.  281-B 

in  California. 

ISICAD,  Inc.,  1920  West  Corpo¬ 
rate  Way,  P.O.  Box  61022,  Anaheim, 
CA  92803-6122. 


OCopyrighl  ISICAD.  Inc.,  1989.  All  rights  reserved. 


See  The  FAXNet  Form  on  Page  #51 
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“Our  customer  needs  to  control  costs. 


Whether  you’re  managing  a  small 
outpatient  clinic  or  a  major  hospital, 
getting  the  right  information  in  the 
right  hands  at  the  right  time  is  the 
key  to  taking  care  of  business  more 
efficiently  And  by  combining  our 
equipment  with  our  central  office-based 
ESSX'  service,  we  can  design  the  best  communications 
system  for  the  job.  This  provides  cost-effective,  centralized 
communications  that  can  tie  all  your  different  people, 


Donna  Fields,  South  Central  Bell 


departments,  locations  and  computers  together 
into  one  consistent  network.  You  can  assign 
one  exchange  for  all  your  phone  numbers,  so 
the  public  sees  one  system  at  work.  Least-cost 
routing  for  outbound  calls  helps  control  costs. 
You  can  reconfigure  or  make  quick  station 
rearrangements  to  suit  patient  loads.  Power 
failure  protection  is  a  standard  feature.  And  because  of  who  we 
are,  you  know  you’re  going  to  get  the  best,  whether  it’s  the 
products  we  sell  or  the  support  we  deliver  to  back  them  up!’ 


South  Central  Bell’s  The  One  To  Turn  To. 


©1S89  South  Central  Bell 


South  Central  Bell' 


A  BELLSOUTH  COMPANY 


See  The  FAXNet  Form  on  Page  #51 
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ACCESS  SERVER 


Freedom  of  Choice... 


A  New  Family  of 
Terminal  Servers 
from  Gandalf!! 


Gandalf  s  new  Access 
Server  family  of  terminal 
servers  offers  unparalleled 
flexibility  by  providing  connectivity  in 
multi-protocol  environments. 


LAT™  Terminal  Server 

•  Local  and  remote  terminal  access  to  DEC 
Ethernet-based  resources;  LAT  licensed 
software 

•  Simultaneous  TCP/IP,  X.25  or  non-Ethernet 
host  access  available 


TCP/IP  Terminal  Server 

Access  TCP/IP  hosts  over  an  Ethernet  network 
Utilize  as  an  X.25/TCP/IP  gateway 


m 


Wide  Area  Terminal  Server 


CABINETS 


CABINETS 

Price  starts 
from  *695.00. 
Immediate  delivery! 
All  sizes  and  colors! 


CODARAM 

corporation  — m 


AT&T  Paradyne 

Authorized  Distributor 


4040  Nine/McFarland  Road,  Suite  800  •  Alpharetta,  Georgia  30201 
(404)  664-3510  •  (404)  664-3610  (FAX)  •  (800)  726-0278 
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DATA  COMMUNICATIONS 


Ultra-miniature 
Short  Range  Modems 

SRM-3A 


MINIATURE  MODEMS  ARE  NOW 
SMALLER  THAN  EVER 

The  SRM-3A  and  SRM-3D 
asynchronous  short  range  modems 
measure  only  2.4  X  1.2  X  .8  inches, 
making  them  the  world's  smallest 
modems  today.  They  come  with  a  9-pin 
D-type  connector  for  perfect  connection 
to  your  IBM-PC/AT  or  to  Unisys  and 
NCR  Unix  computers.  They  can  be 
mounted  directly  into  the  computers  - 
taking  no  additional  space.  And  size  is 
not  all... 

SMALL  BUT  POWERFUL 

The  modems  operate  over  4-wire 
unconditioned  telephone  line, 
transmitting  the  async  data  at  speeds 
up  to  19,200  bps.  The  SRM-3D  has  an 
extended  range  of  17  miles  (27  km),  and 
the  SRM-3A  covers  a  distance  of  up  to 
6.5  miles  (10.5  km).  The  SRM-3A  is 
transformer  isolated  from  the  line, 
providing  spike  and  lightning 
protection. 


NO  AC  POWER  NEEDED 

Both  modems  feature  innovative 
circuitry  design  enabling  them  to 
operate  without  AC  power  supply.  They 
draw  power  from  the  RS-232-C  signals, 
and  can  operate  even  without  control 
signals. 

EASY  INSTALLATION 

There  are  no  strap  adjustments  and 
no  need  to  open  the  cover  for 
installation,  just  plug  right  into  your 
computer.  On  the  line  side,  you  can 
choose  terminal  block,  RJ-11  or  RJ-45 
connectors.  The  modems  are  fully 
compatible  with  RAD  SRM-5  and  SRM-6 
modems  for  convenient  connection  to 
terminals  and  other  devices. 

To  learn  more  how  innovation  can 
make  a  difference  to  you,  call  RAD  today. 
SRM-3A 

■  Async,  4-wire,  full  duplex 

■  Data  rates  up  to  1 9,200  bps 

■  Range  up  to  6.5  miles  (10.5  km) 

■  Transformer  isolated 

SRM-3D 

■  Async,  4-wire,  full  duplex 

■  Data  rates  up  to  7  9,200  bps 

■  Range  up  to  17  miles  (27  km) 


data  communications  ltd. 


U.S.  Headquarters 

151  West  Passaic  St..  Rochelle  Park,  NJ  07662,  Tel:  (201)  587-8822.  Telex:  6502403647  MCI.  Fax  (201)  587-8847 

Circle  Reader  Service  No.  4 


DATACOMM  MATRIX  SWITCH 


BLOCKED  BY  OLDER 

MATRIX  SWITCH  TECHNOLOGY? 

Discover  the  NEW  DIMENSIONS  in  Network  Management  Technology 
With  the  MTRX  Family  of  TANDEM  Electronic  Matrix  Switches 


MTRX-500  512  Ports 

MTRX-4000  40%  Ports 

MTRX-8000  8192  Ports 

BENEFITS 

MTRX 

OTHERS 

’Largest  Non-Blocked  Port  Capacity...8192  PORTS 

YES 

NO 

’Up  To  98%  Data  Cable  Reduction  DTE  to  DCE 

YES 

NO 

*4000  FT  DTE  TO  DCE  With  Twisted  Pair  Cable 

YES 

NO 

’LAN  Based  PC  Control  -  Ethernet  Or  Token-Ring 

YES 

NO 

’Multi-tasking  (VM-386)  Universal  Workstation 

YES 

NO 

’Integral  BERG/BERT  and  SAM.  Test  Functions 

YES 

NO 

’Non-Proprietary  Database,  dBASE  III  PLUS/TV 

YES 

NO 

’Supports  Data  Rates  To  2.048MBPS 

YES 

SOME 

Over  30,000  Ports  Installed  At  RBOCs  and  Fortune  1000  Companies 


Datacomm 
Management 
Sciences  Inc. 


" The  Responsive  Ones " 


25  Van  Zant  Street 
East  Norwalk,  CT  06855 
TEL:  (203)  838-7183 
PLUS/IV  are  trademarks  of  Ashton-Tate  Corporation 


Circle  Reader  Service  No.  5 
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MODEMS 


UDi  V.3225 


MOTOROLA 


i 


m  * *  If  you’re  in  the  market  for  a  full-fledged,  full 


&  duplex  V.32  modem,  there  is  no  reason  to 
look  any  further,  l  J 


INFO 


WORLD  ttThe  UDS  V.32  Modem:  High-Speed 
Connections  at  a  Comfortable  Price,  t  > 


i  i 


ill  <  I  Overall,  the  V.3225  is  a  well-designed 
package  that  can  squeeze  the  most  data  into  each 
minute  of  telephone  time.  J  J 


WHY  NOT  BUY  THE  BEST  RATED  V.32 
MODEM  FROM  THE  #1  RATED*  UDS 
DISTRIBUTOR  IN  THE  UNITED  STATES  - 

DATA  PROCESSING  SCIENCES  CORP. 


DPSC  was  named  UDS  Distributor  of  the  Year  1989  for  excellence  in 
professionalism  of  sales  force,  sales  volume,  technical  support,  inventory 
levels,  financial  stability,  responsiveness,  etc. 


Call  Ruth  Ann  Toll  Free  1-800-666-7483. 


Circle  Reader  Service  No.  7 


DATA  COMMUNICATIONS  TRAINING 


Master  the  Art  of  Data 
Communication 


SIGN  UP  NOW 


Call  Carol  Mazza  at 

(203)  574-1118. 


Earn  10.5  CEUs 


Attend  a  new,  intensive  multi-course  program  that 
willincreaseyourvaluetoyourorganization.  Course 
one  in  this  Datacom  Qualification  Program  dissects 
data  communications  technology,  with  emphasis 
on  testing,  through  hands-on  demonstrations  and 
exercises.  Course  two  teaches  multiplexer  connec¬ 
tivity  theory  using  configuration  exercises.  Course 
three  covers  circuit  concepts  and  test  procedures  for 
analog/digital  private  lines,  voice  switched  serv¬ 
ices,  baseband,  DDS,  T1  data  networks  and  more. 
Classes  are  monthly  beginning  July  24th. 


£  General  DataComm,  Inc. 
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NETWORK  MANAGEMENT 


Downtime. 


1  fu  p  !i 


;  ■!  i 


Death  to  a  network. 

A  broken  network  is  a  dead  net¬ 
work. 

Digital's  ARMS/CTS,  a  universal 
telecommunications  network 
management  and  monitoring  sys¬ 
tem,  can  help  prevent  this  fate. 

ARMS/CTS  provides  full  2-way 
communication  to  any  RS232  ASCII 
speaking  network  element.  It  col¬ 
lects  and  reports  information  from 
remote  intelligent  data  control 
devices  and  delivers  this  data  to  a 
central  station. 

ARMS/CTS  helps  manage  hybrid 
networks  at  a  reduced  cost  with 
increased  efficiency. 


ARMS/CTS  features  include: 

•  Multi-purpose  alarm  manage¬ 
ment  and  control. 

•  Combines  alarm  processing  & 
telecommunications  functions. 

•  Automatically  alerts  Network 
Control  Center  of  selected  alarm. 

•  Controls  all  RS232  devices. 


Let  the  ARMS/CTS  manage  your 
network  and  prevent  deadly  down¬ 
time.  For  more  information  and  a 
free  ARMS/CTS  network  evaluation, 
call  Digital  Communications  Prod¬ 
ucts,  Inc.  today. 


The  Single  Point  of  Contact. 


ARMS/CTS 


NETWORK 

CONTROL 

CENTER 


RS232 


M — ► 


NETWORK 

ELEMENT 


2-WAY 

PATH 


DIGITAL 

COMMUNICATIONS  PRODUCTS,  INC. 


Circle  Reader  Service  No.  9 


33  Comae  Loop  •  Ronkonkoma,  NY  1 1 779 

1-800-874-0460 

Extension  212 


DIAL-UP  MANAGEMENT 


DIAL  up 


Now  the  manager 
of  small  dial-up 
networks  (less  than  40) 
can  realize  the  same 
benefits  major  systems  do, 
with  the  Communication 
Devices  DLMCU-16  Monitor  & 
Control  Unit. 


CDI 


Communication 
Devices  inc. 


1  Forstmann  Ct. 
Clifton,  NJ  07011 
800/359-8561 
Fax  201/772-0747 


■  Modem  vendor  independent 
Powerful  reporting 
Busy-out  of  Ring-no-answer 
Low  cost,  simple  to  install 
Automatic  hot  spare  swapout 
Easy,  low  cost  expansion 

Optimize  system  utilization,  reduce  modem 
line  costs,  prevent  client  loss. 


% 

V  *v- 


Contact  us  for  a  FREE  demo  disk 
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ActionCenter 


JUNE 


DIAGNOSTIC  TEST  EQUIPMENT 


LAN  PROTOCOL  ANALYZER 


DON'T  LEAVE  YOUR  NETWORK'S 
PERFORMANCE  TO  CHANCE. 
TEST  IT  WITH  THE  BEST! 


INTERVIEW*  6800,  7200, 
7700  TURBO  Series 


Fastest,  Most  Powerful 
and  Easiest  to  Use 
Protocol  Analyzers 

•  Test  networks  at  speeds  over  400  Kbps 

•  NEW  EASY-VIEW™  Menu  System 

•  44  MB  hard  disk  standard 

•  Record  to  disk  at  speeds  up  to 
384  Kbps 

•  Built-in  library  of  application  programs 
to  test  virtually  any  protocol. 

Automatic  Protocol  Analyzers 

•  Automatic  set-up  and  operation 

•  Monitor  and  emulate 

•  Speeds  to  2.048  Mbps 

•  80  Mbyte  hard  disk 

•  Unattended  remote  control 

•  Load  and  run  application  program 
library 


>IR 


Telenex  Corporation 
AR  Division 

7401  Boston  Boulevard 
Springfield,  VA  22153 
FAX:  (703)644-9011 


Call  or  write 
today  for  more 
information: 
1-800-368-3261 

(in  Virginia, 
703/644-9190) 


INTERVIEW  5700  Series 


AR...We  Make  Networks  Work 

Circle  Reader  Service  No.  10 


LAN  Vista'"  100  from  Digilog 

Now.. .A  full-function 
LAN  protocol  analyzer  for  $3,495 

Designed  for  the  LAN  user  with  a  limited  budget,  LANVista  100  includes  all 
the  features  normally  found  on  protocol  analyzers  costing  many  thousands  of 
dollars  more.  It  offers  frame  capturing  and  7-layer  protocol  decoding  to 
speed  troubleshooting;  alarm  thresholds  to  monitor  network  operation; 
historical  statistics  for  trend  analysis;  traffic  generation  for  stress  testing;  plus 
cable  testing  for  isolating  faults.  It  consists  of  a  full-size  PC  board  and  soft¬ 
ware,  which  is  Microsoft*  Windows  compatible.  The  LANVista  100  is 
optionally  available  packaged  in  a  portable  PC. 

Meet  the  newest  arrival  in  Digilog's  expanding  LANVista  family,  LANVista  100, 

- -  and  discover  the  cost  effective  approach  to 

LAN  troubleshooting  and  management. 

Call  1-800-DIGILOG  today  for  additional 
LANVista  100  information. 

In  Pennsylvania  call  (215)  628-4530. 

® 


^  DIGILOG 


Circle  Reader  Service  No.  12 


—  A  CXR  Company  — 

1370  Welsh  Road,  Montgomeryville,  PA  18936 
215-628-4530  •  Telex  685-1019  •  FAX  215-628-3935 


p 

DS  1  TESTING 

MATRIX  SWITCH 

Get  Dual-Line  T1/DS1  Monitoring 
and  Signaling  Analysis 

The  Model  5110 


c-e_s 

i 


Dual  Line  Performance  Monitoring 
Signaling  Bit  and  Traffic  Displays 
Controlled  Slip  Estimation  /? 

Channel  Access  Features 

•  Wink  Measurement 

•  Dialed  Digit  Display 

10  Lyberty  Way 
Westford,  MA  01886 
(508)  692-5100  •  1-800-828-8766 
Fax  (508)  692-1938  •  Telex  750245 

Stau-tron 


The 

Q  u  a  I i ty 
Tester 


Circle  Reader  Service  No.  1 1 


.  TELENEX  Matrix  Switches 

Speed  and  Capacity 
that  Exceeds  All  Others 


2 


0 c 

UJ 

CD 


“Ip! 

|  [corporation 

A  UNIT  OF  GENERAL.  SIGNAL 


[ELENEX 


(609)  234-7900  •  TELEX  710  897  1648  •  FAX  (609)  778-8700 
13000  MIDLANTIC  DRIVE  •  MOUNT  LAUREL,  NJ  08054 
Circle  Reader  Service  No.  13 


MODEM 


Send  For  Free  Info 

NW  June  90 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 


Name  _ 

Title  _ 

Company 
Phone  ( 

Street  _ 

City _ 

State _ 


Zip. 


NW  June  90 


Expires  9/30/90 

1  23456789 
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for  Your  Bottom  Line 


Gandalf 
Introduces  the 
LH19K  Modem! 


At  any  distance,  the  LH19K  Modem  offers  exceptional  features  and  fast 
transmission  (19.2  Kbps)  backed  by  proven  technology  from  Gandalf,  a  market  leader 
in  data  communications  products  and  information  systems. 

The  LH19K  will  reduce  your  costs  by  decreasing  the  number  of  leased  lines  and  the 
amount  of  transmission  equipment  needed  by  providing  dual  channel  capability. 
Asynchronous  and  synchronous  operation  and  controlled  carrier  support  operation  are 
also  included  in  the  many  features  of  the  LH19K  Modem—  the  best  value  available  in 
the  market! 

Gandalf  s.  responsive  customer  service  and  technical  support  provide  additional  value 
to  our  products  and  are  committed,  to  your  network  running  with  maximum  efficiency. 
The  LH19K  Modem  and  Gandalf  Data  Inc. —  the  top  end  for  your  bottom  line. 

For  more  information  or  to  have  a  salesperson 
contact  you,  call  1  -800-GANDALF. 


Cireio  PezCo*  $r.rvk;o  No. 


gandalf 
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ActionCenter- 


JUNE 


NETWORK  PLANNING 


GrafNet  provides  instant  visual  displays  of 
network  topologies... 


PC  Software  allows  easy  viewing  of  network  configurations. 

FEATURES: 

*  Built-in  database  automatically  converts  Area  code/Prefix  to  an  on  screen  geographical 

location. 

*  Add  and  delete  lines  and  nodes  through  our  friendly  Microsoft  Windows  interface. 

*  View  topology  nation-wide  or  on  a  state  by  state  basis. 

*  Zoom  in  on  a  geographical  area  for  closer  viewing. 

*  Print  and  plot  to  any  device  supported  by  Microsoft  Wndows. 


$450 

FREE  DEMO  DISK 


Call  today  for  more  information:  (408)  446-9598 
Network  Dimensions,  Inc.  5339  Prospect  Road,  Suite  122,  San  Jose,  CA  95129 

Circle  Reader  Service  No.  15 


NETWORK  REFERENCE  SERVICE 


Need  connectivity  answers? 


LAN 

Server 


Mac 


L 


Ethernet 


TCP/IP 

Host 


=n  Direct  cable 


Have  we  got  ’em! 

Unique  computer-connectivity  reference  guides 
walk  you  through  your  hardware  and  software  options. 
Your  subscription  to  MIER'S  Connections'"  includes: 


Modem  link 


I 

IBM 

Host 


l _ ~J 


PS/2 


l  J  LAN 
l  Jf  Adapter 


Call  for  detailed  brochure 
and  sample  packet 
609-275-731 1 
Fax  609-275-8813 

Circle  Reader  Service  No.  16 


•  Quarterly  updates 

•  Hundreds  of  connectivity  scenarios  — 

via  AN,  phone  line,  direct  cable,  and  more 

•  Detailed  diagrams  of  all  necessary  software 
and  hardware  components 

•  Fax-in  service  for  unanswered  questions 

•  Technology  overviews  —  track  the  trends 

Mier 

Communications  Inc. 

99  Hightstown  Rd.,  Princeton  Jet.,  NJ  08550 


NETWORK  SCANNING  AND  MONITORING 


Cable  Scanner 

Pinpoint  Network  Cable  Faults  Fast! 

The  Scanner  is  a  monitor,  fault  finder,  cable  locator  and  much  more.  Helps  you  pinpoint  the  loca¬ 
tion  of  shorts,  opens  or  breaks.  Its  32  character  display  reports  the  fault  in  plain  English  "short  at 
306  ft".  With  an  oscilloscope,  Scanner’s  high  speed,  pulse  generating  circuitry  gives  a  detailed 
view  of  the  entire  AN  including  transceiver,  terminator  and  multiple  faults. 


*  Cable  length  measurements 

*  Locate  breaks,  shorts,  opens,  bad  crimps,  etc. 

*  LAN  activity  monitoring 

*  Find  cables  in  ceilings,  walls,  floors 

*  Cable  TV  troubleshooting 

*  Generate  as-built  drawings  and  specifications 

*  Isolate  faulty  network  Interface  cards 

*  Very  simple  to  operate 

M-Test  Equii 


Included  is  Tracer  for  locating  exactly  where 


icer  tor  locating  exactly 
in  the  floor,  ceiling,  wall  or  patch  panel  the  ca¬ 
ble  lies  Cable  Scanner,  Tracer  and  Opera¬ 
tors'  Manual  are  only  $1495. 


quipment 
P.O.  Box  460008 
San  Francisco,  CA  94146-0008 

Call  for  Info 


IA:  (800)  334-4293 
:  (415)  681-2382 


Outside  CA: 

Inside  CA: 

FAX:  (415)  864-1076 

Circle  Reader  Service  No.  6 


PC  BASED  PROTOCOL  ANALYZER 


A  PC-based  protocol  analyzer 
that’s  serious  about  portability. 


LMl  is  a  registered  trademark  of  Progressive  Computing.  Inc. 


The  LMl®  is  a  PC-based  protocol 
analyzer  with  a  lot  of  get  up  and  go.  In  a 
laptop,  it  weighs  less  than  15  pounds. 

You  get  maximum  portability  so  you  can 
zero  in  on  problems  in  the  shop  or  in  the 
field.  The  remote  option  lets  you 
monitor  off-site  lines,  and  captured  data 
can  be  analyzed  on  any  PC. 

The  LMl  gives  you  in-depth  plain 
English  decodes,  BERT/BLEKT  testing, 
time  stamping,  and  interactive 
simulation. 

We’re  serious  about  performance  and 
portability.  Call  us  at  (708)  574-3399. 

mg  Progressive 
m  Computing 

Progressive  Computing,  Inc. 

814  Commerce  Drive,  Suite  101 

Oak  Brook,  IL  60521  USA 

(708)  574-3399  FAX  (708)  574-3703 

Circle  Reader  Service  No.  17  _ 


TOKEN  RING 


WhyThe  Best 
Bridges  Are  \ever 


The  new  Netronix  4/16  Mbps  Token  Master  Token  Ring  bridge  is  more 
than  just  100%  IBM  compatible.  It’s  actually  built  to  be  a  bridge.  With  a  smaller 
footprint,  exclusive  error  diagnostics,  and  full  security  against  disk  failures 
and  unauthorized  keyboard  entries.  All  for  a  lot  less  cost  than  you’d  expect. 
So,  take  your  PCs  out  of  the  wiring  closet  and  get  a  Netronix  TokenMaster 
today.  Call  1-800-282-2535  or  FAX  ______  , 

1  -707-763-6291 .  Or  write  to  Netronix,  /ygf/YI/l/Y 

=HE  Technology  That  Works. 


1372  North  McDowell  Blvd.,  Petaluma, 
CA  94954. 


Netronix  and  TokenMaster  are  registered  trademarks  of  Netronix. 
IBM  is  a  trademark  of  International  Business  Machines  Corporation. 
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WIRING  MANAGEMENT 


HIGH  DENSITY  MODULAR  JACKFIELDS 
LINE  -  EQUIPMENT  -  MONITOR 

Dataprobe's  New  MOD*FIELDS  provide  patching  for  up  to 
24  eight  wire  circuits  in  only  3.5"  of  rack  space. 


—  IB  IS  51 51  SI  SIS)  SI  SIS]  5)  51  IS  SI  SI  IS 
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Normal  through  connections  for 
VF,  T1 ,  RS-232,  LANs  with  dual 
monitor  and  test  access. 

Pushbutton  isolation  for  circuit 
patching  and  cross  connects 
using  modular  cords. 

Less  than  $30  per  circuit. 

Rear  Connections  either  50  pin 
Telco  or  modular. 


mr~» 


ASK  FOR  150  INTERCONNECT  IDEAS  CATALOG 
PHONE:  (201 )  569-6464  FAX:  (201 )  894-0939 
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NETWORKING  MARKETPLACE 


TRAINING 


n=L=tutor 


COMPUTER-BASED  TRAINING 


FOR  FREE  CATALOG 
OF  ALL  OUR  COURSES 

CALL 

1-800-542-2242 

(603)  433-2242 


FAX 


NETWORK 
FAX  POWER 


Introducing 

NETFAX 

The  Local  Area  Network 
Facsimile  Server 


ONLY  $995.00 


*  Includes  facsimile  modem  &  network 

software 

*  Send  fax  messages  from  any 

workstation 

*  Merge  text  and  graphics. 

*  Automatic,  personalized  cover  sheets 
'  Can  both  send  &  receive. 

AM/THKFlAX 


800-289-3329 


COMPUTERS 


We’ll  Buy  Your 
Old  System! 


*****  Computer  Systems  ***** 
IBM  *  DEC  *  Hewlett-Packard 
*  Data  General,  Etc. 

*****  Phone  Systems  ***** 
AT&T  *  NEC  *  Siemens 
*  Northern  Telecom  *  Etc 

Call  (800)  326-5075  for  quote 
or 

Fax  your  inventory  to 
(708)  803-8455 

L-W-G  = 

INCORPORATED 

1 550  Northwest  Hwy, 

Park  Ridge,  IL  60068 
Brokers  And  Leasing  Companys 
Need  Not  Respond. 


Get  It? 


This  server  provides  a  complete  solution  to  your  LAN  interconnection  problems.  It 


makes  it  easy  and  economical  to  build  enterprise-wide  networks.  It  connects  LANs  that 
are  similar,  dissimilar,  local  and  remote.  And  it  is  controlled  by  a  standard  network 
management  system. 

The  ILAN  Internetwork  Server  supports  connections 
between  any  combinations  of  Token  Rings,  Eth¬ 
ernets,  Tl,  Fractional  Tl,  CEPT,  56/64  kbps  and  EIA 
232  networks. 

And  to  keep  everything  working  we  offer  Expert- 
Watch,  the  only  one  hour  response  on-line  network 
monitoring  service  on  the  market. 

CrossComm  Corp.  133  East  Main  Street  P.O.  Box  699  Marlboro,  MA  01752 
(800)  388-1200  (508)  481-4060  FAX  (508)  481-4216 

See  The  FAXNet  Form  on  Page  #51 


Reminder: 

The  June  25th  Issue 

Closes  June  13th 
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Networking  Marketplace 


DATA  COMMUNICATIONS 


RJE  FOR  PC’s 

Complete  Bisync  2780/3780  and  SNA  3770  RJE  emulation  for  PCs  and 
PS/2's.  Execute  batch  jobs  automatically  to  or  from  your  IBM  host  in 
JES2/3.  Featuring... 

•  IBM  Mdl  3777-1  support 

•  Up  to  19.2K  bps  thruput 

•  Unattended  operations 

•  Printer,  card  punch  and  console  support 

•  Data  compression  and  transparency 

•  PC -to- PC  connectivity 

Full  warranty  •  Immediate  delivery 

From  as  low  as  $249 
Call  (800)  767-4844  today! 


Network  World  ' s  Direct  Response  Card 
Decks  can  be  your  trump  card  for  generating 
quality  leads  and  boosting  your  sales.  When  you 
advertise  in  our  decks,  your  message  reaches 
audited  buyers,  for  just  pennies  a  contact.  And 
with  your  advertising  message  on  one  side  and 
your  company  name  and  address  on  the  other, 
we  make  it  easy  for  our  readers  -  your  custom¬ 
ers  -  to  respond  to  your  message. 

For  information  on  issue  dates,  closings  and 
rates,  call: 


Joan  Bayon  Pinsky 
Sales  Director/ 


Clare  O’Brien 
Account  Executive 


Product  Classified  Advertising 
1-800-622-1108 
(or  in  MA  508-875-6400) 


1-800-622-1108 

(or  in  MA  508-875-6400) 

(Mountain  and  Pacific 
time  zone  advertisers) 


Your  marketing  success  is  in  the  cards  — 
Network  World's  Direct  Response  Cards. 


NETWORKING  CAREERS 


. 


TELECOMMUNICATIONS 
AND  NETWORK  DESIGN 
PROFESSIONALS 


Ernst  &  Young,  a  premier  professional  services  firm  worldwide, 
has  several  newly  created  opportunities  available  in  its  management 
consulting  practice  based  on  the  West  Coast. 

MANAGEB-San  Fraacteco 

The  professional  we  seek  will  develop,  sell  and  implement  strategic 
communication  planning  and  network  design  projects  to  medium 
and  large  sized  companies  in  the  Bay  Area,  Sacramento  and  the 
Northwest.  You  will  assist  in  establishing  a  viable  telecom  practice 
in  the  Bay  area  and  manage  staff  engagements  from  regional  and 
national  telecom  resource  pool. 

Position  requires  a  B.S.  degree,  excellent  oral/written  communi¬ 
cation  skills  and  8-10  years  experience  in  technical  networking  and 
marketing.  Executive  level  contacts  in  the  Bay  Area  would  be  a 
definite  plus. 

SENIOR  CONSULTANT-Los  Angeles 

We  are  seeking  a  technical  professional  to  evaluate  complex  data 
networks  from  an  operational,  functional  and  cost  perspective,  iden¬ 
tify  problems  and  recommend  resolutions.  You  will  also  develop 
design  alternatives  to  meet  defined  business  requirements  and  pro¬ 
vide  highly  skilled  technical  assistance  in  planning  and  designing  net¬ 
work  architectures  (WAN  and  LAN). 

Requirements  include  a  B.S.  degree  in  computer  science,  engineer¬ 
ing,  math  or  business  with  4-8  years  data  communications  ex¬ 
perience,  with  emphasis  in  data  network  design  in  a  Fortune  250 
environment.  Experience  in  most  of  the  following  technical  areas 
is  preferred.  IBM  3270  communications,  IBM  SNA,  DSO,  DS1,  DS3 
transmission  systems,  Fiber  Optics,  Token  Ring  and/or  Ethernet 
Local  Area  Networks. 

Challenging  projects,  important  professional  relationships  and  solid 
career  potential  are  hallmarks  of  Ernst  &  Young.  Please  forward 
your  resume,  including  salary  history  in  confidence  to:  Ernst  & 
Young,  Attn:  JW,  515  S.  Flower  Street,  Ste.  2800,  Los 
Angeles,  CA  90071.  EOE  M/F 


Ernst  &Ybung 


It’s  Easy  To  Place  Your  Recruitment  Ad  In  Network  World! 

All  the  information  you  need  is  right  here. 

The  following  information  will  help  you  determine  the  size  ad  you'd  like  to  run  and  when  you’d  like  to  run  it. 

RATES: 


Lines 

$  Per  Line 

0-699 

$8.00 

700-1,399 

$7.30 

1 ,400-2,799 

$7.00 

2,800-4,199 

$6.65 

4,200-5,599 

$6.30 

5,600-6,999 

$6.00 

7,000-8,399 

$5.65 

8,400-18,199 

$5.30 

18,200-36,399 

$5.20 

36,400-54,599 

$5.10 

54,600-72,799 

$5.05 

72,800  + 

$5.00 

Your  price  will  depend  on  the  size  of  your  ad.  The  1990  lx  open  line  rate  is  $8.00  per  line  or  $1 12.00  per  column 
inch. 


The  mimimum  ad  size  is  two  column  inches  (1-1/4”  wide  by  2"  deep)  and  costs  $224.00.  You  can  run  larger  ads 
in  half-inch  increments  at  $56.00  per  half  column  inch. 

U.S.  box  numbers  are  available  and  cost  $15.00  per  insertion. 

TAB  PAGE  DISCOUNT:  Tab  pages  are  discounted  10%. 

FREQUENCY  DISCOUNT:  Run  your  ad  twice  in  four  weeks  and  get  the  second  ad  for  1/2  price. 


SAMPLE  AD  SIZES  AND  PRICES:  To  assist  you  in  planning  your  recruitment  advertising,  the  following  shows 
common  ad  sizes  and  their  respective  costs  at  the  lx  open  line  rate.  (All  are  at  gross  cost).  15%  agency  commis¬ 
sion  applies. 


Tab  page 

1  column  x  2” 

2  columns  x  2" 

3  columns  x  3” 

4  columns  x  5” 

5  columns  x  7" 


$8,820  ($9,800-10%  discount) 
$224.00 
$448.00 
$1,008.00 
$2,240.00 
$3,920.00 


PAYMENT:  If  you’re  a  first-time  advertiser  or  if  you  haven’t  established  an  account  with  us,  we  need  your  pay¬ 
ment  in  advance  (or  with  your  ad)  or  a  purchase  order  number.  Once  you  have  established  an  account  with  us, 
we'll  bill  you  for  any  ads  you  run  as  long  as  your  payment  record  is  good. 

CAREERS  NETWORK  BUYS:  You  can  take  advantage  of  special  rates  that  let  you  run  your  ad  in  Network 
World  and  Network  World’s  sister  newspaper  Computerworld  at  special  rates.  Call  for  details. 

CLOSING  DATES:  To  reserve  space,  you  need  to  call  us  by  5:30  P.M.  Eastern  Standard  Time,  12  days  prior  to 
the  Monday  issue  date.  We  need  your  ad  materials  (camera-ready  mechanical  or  copy  for  pub-set  ad)  by  5:30 
P.M.,  7  days  prior  to  the  weekly  issue. 

AD  COPY:  We  ll  typeset  your  ad  at  no  extra  charge.  You  can  give  us  copy  via  phone,  U.S.  mail,  or  FAX.  To 
typeset  an  ad  for  you,  we  need  clean,  typewritten  copy.  Figure  about  30  words  to  the  column  inch,  not  including 
headlines.  (There  are  seven  columns  on  each  page.) 


For  further  information: 

Please  call  Barbara  Hill  at  1-800-622-1108  (or  in  MA,  508-875-6400) 

Or  you  may  send  your  copy  to:  Network  World,  The  Meadows, 
161  Worcester  Road,  PO  Box  9172,  Framingham,  MA  01701-9172. 

If  you  wish  you  can  fax  your  copy  to  us  at  508-879-3167. 


■ 
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Networking  Careers 


Data  Communications 
Manager 

Oberlin  College 

The  Irvin  E.  Houck  Computing  Center  at  Oberlin  College  invites 
applications  for  the  position  of  Data  Communications  Manag¬ 
er,  a  full-time,  Administrative  and  Professional  staff  position.  The 
successful  candidate  will  join  a  team  of  professionals  who  pro¬ 
vide  computing  services  to  the  Oberlin  College  community. 

The  Data  Communications  Manager  will  have  primary  responsi¬ 
bility  for  the  design,  installation,  and  continuing  operation  and 
maintenance  of  a  new  ethernet-based  campuswide  data  com¬ 
munications  network. 

The  candidate  of  most  interest  will  display  the  following  qualities: 
Two  years  or  more  experience  in  data  networking. 

Thorough  working  knowledge  of  TCP/IP,  DECnet,  and 
AppleTalk  protocols. 

Experience  with  local  area  networking  of  MS-DOS  and 
Macintosh  computers. 

Knowledge  of  evolving  standards  such  as  OSI  and  FDDI. 

Salary  for  this  position  will  be  commensurate  with  experience. 
Benefits  include  a  generous  pension  program,  fully  paid  medical 
and  long-term  disability  insurance,  one  month's  annual  vacation, 
life  insurance,  and  tuition  support  for  children. 

An  interested  person  should  send  a  letter  of  application,  resume, 
salary  requirements,  and  the  names  and  telephone  numbers  of 
three  professional  references  to:  Kenneth  R.  Ervin,  Computing 
Center,  Oberlin  College,  Oberlin,  Ohio  44074.  Fax  copies  may 
be  sent  to  (216)  775-8739.  Application  materials  should  be  re¬ 
ceived  by  June  29,  1990  to  ensure  consideration.  Applications 
received  after  that  date  may  be  considered  until  a  qualified  can¬ 
didate  is  appointed. 

Oberlin  College  is  an  Affirmative  Action,  Equal  Opportunity  employer. 


Are  you 
looking  for... 

Data  Communications 
Managers? 

Network  Managers? 

Systems  Analysts? 

Transmission  Managers? 

Data  Communications 
Consultants? 

Systems  Engineering 
Managers? 

Directors  of 
Information  Services? 

Senior  Satellite 
Systems  Engineers? 

Project  Leaders? 

Manager  Voice 
Communications? 

Systems  Network 
Programmers? 

Factory  Communications 
Managers? 

Communications 
Networks  Specialists? 

Group 

Datacommunications 
Sales  Managers? 

Network  World 
delivers  your 
recruitment  message 
to  70,000+  networking 
communications 
professionals 
every  week. 

To  get  your  recruitment 
message  in  Network  World 
call  Barbara  Hill 
at  800-622-1108 
(508-875-6400  in  MA) 


In  1986  who  were  we?  Just  a  small, 
friendly  high  technology  company  call¬ 
ed  Network  General  Corporation, 
located  in  Silicon  Valley,  treading 
water  to  stay  on  top  like  thousands  of 
other  high  tech  companies.  But  in 
1989,  Network  General  Corporation 
was  named  Silicon  Valley’s  best¬ 
performing  new  public  offering  and  #2 
out  of  218  nationwide. 

What  happened?  We  developed  the 
Sniffer  Network  Analyzer™,  the  most 
complete  network  diagnostic  tool  on 
the  market,  ideal  for  multi-vendor  en¬ 
vironments.  And  after  4  years  we 
remain  the  only  company  able  to 
deliver  this  capability  for  a  broad 
range  of  networking  protocols.  Our 
Sniffer  product  line  was  named  the 
Best  Product  of  the  Year  by  LAN 
Magazine  for  two  consecutive  years. 

But  we  didn’t  stop  there.  We  just  in¬ 
troduced  the  Watchdog  Network 
Monitor.  Watchdog  works  in  conjunc¬ 
tion  with  the  Sniffer,  and  helps  guard 
against  serious  LAN  problems,  delivers 
network  reports  on  command,  and 
helps  LAN  managers  monitor  multiple 
segments  from  a  central  location. 

And  this  is  no  fish  tale.  Our  tremen¬ 
dous  growth  has  created  the  following 
positions: 

MAJOR  ACCOUNT  MANAGER 

New  York  Metro  Based 

We  need  you  to  help  us  hook  on  more 
sales  by  penetrating  our  market.  As 
you  direct  and  coordinate  all  activities 
related  to  the  assigned  major  accounts 
we  service,  you’ll  develop  an  in-depth 
understanding  of  each  account  to  pin¬ 


point  new  areas  for  NGC  products. 
Working  with  regional  sales  managers, 
you’ll  also  create  account  relationships 
that  establish  NGC  as  the  preferred 
vender. 

The  self  motivated  individual  we  seek 
thrives  on  work  and  has  the  fortitude 
to  persevere  through  long  sales  cycles, 
and  is  flexible  to  travel.  You’ll  need  to 
be  a  Fortune  500  ‘opener’  as  well  as 
‘closer’  to  assume  the  full  responsibility 
of  this  vital  position. 

We  require  a  minimum  of  3  years’ 
technical  sales  experience  with  com¬ 
puters  and/or  telecommunications  pro¬ 
ducts.  Previous  experience  with  sales 
reps  is  desired.  A  degree  in  CS,  EE  or 
another  technical  area,  and  an  MBA  is 
preferred. 

DISTRICT  SALES  MANAGERS 

Boston/Chicago/Denver  Openings 

You’ll  work  with  sales  reps  within  your 
territory,  making  joint  sales  calls,  look¬ 
ing  for  opportunities  to  open  new 
business,  and  giving  in-depth  concen¬ 
tration  to  existing  accounts  to  pinpoint 
new  areas  for  NGC  products.  You’ll 
develop  with  Rep  Principals  marketing 
strategies  and  programs  such  as 
seminars,  telemarketing  and  special 
“target  lists”  to  pursue,  as  well  as 
develop  a  direct  mail  program.  And 


Networi 

Genera 


Because  the  Bug  Business 
is  Big  Business 


you’ll  be  responsible  for  high  level 
presentations  to  Fortune  100 
companies. 

These  positions  require  a  ‘pure 
salesperson’  as  opposed  to  a  technician. 
You’ll  need  a  minimum  of  3  years  of 
sales  experience  in  the  computer  net¬ 
working  industry  and  LAN  experience. 
Two  years  sales  management  ex¬ 
perience  and  a  4  year  college  degree  is 
preferred. 

WATCHDOG  CHANNEL  MANAGER 

Menlo  Park  Headquarters 

The  Watchdog  Channel  Manager  we 
seek  will  be  in  on  the  ground  floor  of 
this  exciting  new  technological 
advance-creating,  managing  and 
measuring  effective  programs  that  in¬ 
itiate  sales.  This  includes  development 
of  all  marketing  programs  such  as 
direct  mail  campaigns,  seminars, 
special  events,  sales  contests,  trade 
shows,  co-op  advertising,  etc. 

We  require  at  least  3  years’  experience 
marketing  networking  products,  in¬ 
direct  sales  channel  experience, 
technical  degree,  and  an  MBA  or  the 
equivalent. 

All  of  our  career  opportunities  offer  ex¬ 
cellent  compensation  including  a 
substantial  starting  salary  and  major 
benefits. 

Interested  candidates  should  send 
resume  with  salary  history  and  re¬ 
quirements,  indicating  position 
preference  to:  Network  General  Corp., 
Human  Resources,  Dept.  SB-NWW, 
4200  Bohannon  Drive,  Menlo  Park,  CA 
94025. 

We  are  an  equal  opportunity  employer. 


Network  World  Third  Quarter  1 990  Editorial  Features 

July  2 

Datacom  Buyer's  Guide:  Telemanagement/Facilities  Management  Software 

July  9 

LAN  Buyer’s  Guide:  Token  Ring  LAN  Operating  Systems 
July  16 

Telecom  Services  Buyer’s  Guide:  Voice  Messaging  Services 
July  23 

Network  World/LanQuest  LAN  Test  Series:  Network  Interface  Card  I/O  Options 

July  30 

Trends  Reshaping  Networks:  Corporate  Mergers 
August  6 

Trends  Reshaping  Networks:  Multimedia  Integration 
August  13 

Telecom  Services  Buyer’s  Guide:  BOO  Calling  and  Travel  Card  Services 


SYSTEM  ANALYST.  Analyzes 
information  and  designs  cus¬ 
tomer's  needs  for  computer 
cash  register  systems  for  such 
businesses  to  integrate  informa¬ 
tion  gathered  at  point  of  sale 
with  other  operations,  such  as 
inventory  control,  labor  schedul¬ 
ing,  marketing  programs  and 
payroll  systems.  Studies  existing 
system  for  improvement  as  re¬ 
quired;  Master  of  Science  in  Ad¬ 
ministrative  Systems  and  Busi¬ 
ness  Education,  1  yr.  6  months 
experience;  40  hrs./wk., 
$28,500/  yr.  Apply  at  the  Texas 
Employment  Commission,  Dal¬ 
las,  Texas,  or  send  resume  to 
the  Texas  Employment  Commis¬ 
sion,  TEC  Building,  Austin,  Tex¬ 
as  78778.  J  O.  *  5424497.  Ad 
Paid  by  an  Equal  Employment 
Opportunity  Employer. 
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The  Spruce  Goose* 


Unfortunately  not  all  plans  have  paid  off 
as  well  as  the  EX8S  MEGACOM WATS  Term  Plan. 


And  now  it'll pay  off  even  more  by  saving  you 
at  least  $900 a  year 

Did  you  know  the  AT&T MEGACOM  WATS  Term  Plan  can  save  you 
$900  a  year  or  more  on  outbound  domestic  calls.That’s  along  with  the 
40%  discount  you’re  already  receiving  as  a  MEGACOM  WATS  customer* 
Plus  you’ll  get  extra  savings  on  international  calls. 

The  Term  Plan  is  so  flexible  that  in  most  cases  should  your  bill  fluc¬ 
tuate  by  season, you  can  still  save.  Numerous  discounts  are  available  to 
suit  your  level  of  usage.  You  can  begin  saving  with  an  average  monthly  bill 
as  low  as  $2,500.  You  also  have  the  option  of  choosing  an  18-  or  36-month 
plan.  Plus,  for  a  limited  time, we’ll  even  waive  the  monthly  service  charge. 

And  if  you’re  not  currently  using  Kl'sA  MEGACOM  WATS,  we’ll  also 
pay  the  installation  and  start-up  fees.**  But  you  don’t  have  to  wait  for 


installation  to  start  saving.  Savings  start  as  soon  as  your  order  is  placed. 

If  you’re  with  another  company,  we’ll  also  pay  the  majority  of  the 
switchover  fees.  And  if  after  180  days  you’re  not  fully  satisfied,  well  even 
pay  to  switch  you  back.  With  that  kind  of  satisfaction  guarantee,  you  just 
can’t  go  wrong. 

So  sign  up  now.  You  couldn’t  pick  a  more  foolproof  plan.  Offer  expires 
October  9,1990.  Installation  needed  by  December  10,1990. 

AI&T  MEGACOM  WATS  Term  Plan. 

Another  AWT  advantage. 

Act  now  and  take  advantage  of  our  free  trial  offer  on  AT&T  Card 
EXECU-BILr service— a  management  tool  for  controlling  card  costs. 

For  more  information,  please  call  your  Account  Executive  or 
1800  247-1212,  Ext.  574. 


©1990  AT&T 

•Discounts  on  average  as  compared  to  AT&T  basic  interstate  service  for  a  typical  business  call. 
Actual  savings  will  vary  according  to  calling  patterns. 

••Central  Office  Connection  and  Central  Office  Function  charges  not  included  in  waiver  offer. 


sAT&T 

9  The  right  choice. 


SWITCHED-ON  CARRIERS 
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Switched  digital  services  (continued  from  page  38) 


Company 

Service 

Service  type 

Speeds 
supported 
(bit/ sec) 

Network 

facilities 

used 

Access 

required 

Areas  served 

Service 

installation  fees 

Monthly  service 
costs 

Minimum 

usage 

required 

Usage  fees  (8) 

Usage 
fee  basis 

Performance 

statistics 

Special  features 

Pacific  Bell 

San  Francisco 
(415)  823-6380 

CenPath 

Intraexchange; 

interexchange 

access 

56K;  64K 

(intraoffice 

only); 

subrate 

speeds 

depending 

on  CPE 

General 

Public 

Network 

Voice 
grade  (2- 
wire) 

End  offices/ 
POPs:  108 

Service:  offered 
as  part  of 
Centrex,  no 
switched  data 
charges  apply 
(5);  access:  $170 
per  line 

Service:  offered 
as  part  of 
Centrex,  no 
switched  data 
charges  apply 
(5);  access: 
$39.65  per  line 

None 

Usage  fees  same 
as  voice; 
standard  local, 
MTS  and/or  toll 
rates  apply  when 
calling  over 
public  network 

Varies  by 
locality 
and 
service 

1 00%  error 
correction  up  to 
9.6K  bit/sec 

Full  range  of  Centrex 
features:  automatic 
dial,  automatic  call¬ 
back,  direct  connect, 
speed  calling,  hunting, 
etc. 

Public 
Switched 
Digital 
Service  (6) 

Intraexchange; 

interexchange 

access 

56K 

General 

Public 

Network 

Switched 

local 

access 

End  offices/ 
POPs:  2  basic 
offices;  multiple 
remote 

Service:  $725  for 
basic,  $1 ,095  for 
remote;  access: 
varies  by  area 

Service:  $165.50 
for  basic, 

$259.50  for 
remote;  access: 
varies  by  area, 
$2.65  per  mile 
interoffice 

None 

$.07  for  first  30 
seconds;  $.01  for 
each  additional 
minute 

Flat,  all 
service  is 
hubbed 

Enor-free 
seconds:  95%  on 
95%  of  calls 

None 

Southwestern  Bell 
Telephone  Co. 

St.  Louis 
(800)  255-7928, 
ext  110 

MicroLink  1 
Switched 
56K  bit/sec 

Intraexchange; 

interexchange 

access 

56K 

General 

Public 

Network 

Provided 
via  a 
switched 
56K  bit/sec 
telephone 
service  line 
for  data 

End  offices/ 
POPs:  50 
primary;  125 
remote  (7) 

Service:  $0; 
access:  $550  to 
$700  per  line 

Service:  $0; 
access:  $1 00  to 
$125  per  line 

None 

$.12  for  first 
minute;  $.10  for 
each  additional 
minute;  inter- 
LATA  usage  for 
interexchange 
carriers  is 

Feature  Group  D 
plus  $.05  per 
minute 

City-pair 

based 

NA 

None 

Plexar 

Intraexchange; 

interexchange 

access 

64K 

General 

Public 

Network 

ISDN  BRI 

End  offices/ 
POPs:  150+ 

Service:  provided 
as  part  of 

Centrex  service. 
ICB;  access:  ICB 

Service:  provided 
as  part  of 

Centrex  service, 
ICB;  access:  ICB 

None 

Varies  by 
customer  size 

Mileage- 

based 

Enor-free 
seconds:  97% 
for  end-to-end 
64K  bit/sec  B- 
channel 
connections 

None 

US  Sprint 

Communications  Co. 
Kansas  City,  Mo. 
(800)  877-6584 

VPN  56 

Interexchange 

56K; 

subrates 

with 

compatible 

DSUs 

General 

Public 

Network 

T-1 ;  DDS 
(3Q/90) 

End  offices/ 
POPs:  302 

Service:  $200 
per  location 
(presently 
waived);  access: 
pass-through 

LEC  costs 

None 

None 

On-net-to-on-net 
VPN  rates:  vary 
from  $.06  to 
$.127  per  minute 
before  discounts 

Mileage- 

based 

Enor-free 
seconds:  97.5% 

Full  range  of  VPN 
features:  7-  to  10-digit 
private  plan; 
consolidated  billing;  T-1 
access  partitioning 

SDS  56 

Interexchange 

56K;  9.6K 
and  19.2K 
subrates 
with 

compatible 

DSUs 

Separate 

subnet¬ 

work 

T-1 ;  DDS 
(3Q/90) 

End  offices/ 
POPs:  302 

Service:  $734.55 
per  location; 
access:  pass¬ 
through  LEC 
costs 

Dependent  on 
service  delivery 
volume  and  other 
factors 

592 

minutes 
of  usage 

Varies  by 
contract 

Mileage- 

based 

NA 

None 

Dial  1 

Digital 

Interexchange 

56K; 

subrates 

with 

compatible 

DSUs 

General 

Public 

Network 

Digital 

Switched 

Access 

End  offices/ 
POPs: 

dependent  on 
LEC  access  (1) 

Service:  variable 
depending  on 
LEC;  access: 
pass-through 

LEC  costs 

Service:  variable 
depending  on 
LEC;  access: 
pass-through 

LEC  costs 
(ranges  from  $10 
to  $65) 

None 

Depends  on  rate 
period;  vary  from 
$.092  to  $.325 
per  minute 

Mileage- 

based 

Same 

guarantees  as 
Dial  1  voice 
services 

None 

BRI  =  Basic  Rate  Interface 
DDS  —  DigitaJ  data  service 
ICB  =  Individual-case  basis 
LEC  =  Local  exchange  carrier 
NA  =  Information  not  available 
POP  =  Point  of  presence 
PRI  =  Primary  Rate  Interface 

FOOTNOTES: 

(1)  Dial  1  Digital  lets  users  originate  and  terminate  data/video  on  existing  Feature  Group  D  lines  when  the  LEC  has  digital  connectivity  to  US  Sprint’s  point  of  presence.  Thus,  this  service  is  dependent  upon  the  LEC  and  its  agreement  to 
offer  switched  56K  bit/sec  at  FGD  prices  to  remain  consistent  with  US  Sprint's  "data  for  the  price  of  voice"  philosophy.  The  following  LECs  are  participating:  Ameritech,  Centel  Nevada,  Contel,  Pacific  Bell,  Southern  Bell  and  UTI. 

(2)  Tariffed  in  Massachusetts  only. 

(3)  Product  is  not  presently  tariffed  but  is  available  on  an  ICB. 

(4)  Service  expands  to  include  384K  bit/sec  (December  1 990):  1 .536  (second  half,  1991). 

(5)  Requires  purchase  of  a  minimum  of  two  Centrex  lines  in  addition  to  the  CenPath  line;  available  in  DMS-1 00  offices  only;  customers  must  meet  certain  loop  length  requirements. 

(6)  Pacific  Bell  is  planning  to  replace  PSDS  in  the  fourth  quarter,  1 990. 

(7)  MicroLine  I  service  arrangement  allows  customers  who  are  not  served  directly  from  a  Switched  56  central  office  to  have  this  service.  The  result  is  that  almost  any  customer  in  an  area  that  has  a  Switched  56  central  office  can  be 
provided  MicroLink  I  regardless  of  whether  their  serving  office  is  Switched  56  equipped  or  not. 

(8)  Usage  fees  listed  for  all  Bell  operating  companies  do  not  include  interexchange  carrier  toll  charges. 

This  chart  includes  a  representative  selection  of  vendors  in  the  switched  digital  services  market.  Many  vendors  not  included  offer  a  full  range  of  competitive  products.  Ameritech  and  US  West  were  unable 
to  respond  by  press  time. 

SOURCE:  TELECHOICE,  INC  .  MANCHESTER.  CONN. 


(continued from  page  39) 
sively  trying  to  stimulate  the  cus¬ 
tomer  base  of  the  product 
through  price.  Most  local  ex¬ 
change  companies  first  tariffed 
switched  56K  bit/sec  services  as 
an  improvement  to  network 
switches,  requiring  certain  amor¬ 
tized  paybacks  to  recoup  the 
costs. 

This  was  accomplished  with  a 
per-minute  surcharge  of  8  to  14 
cents  for  the  switched  56K  bit/ 
sec  traffic.  However,  when  com¬ 
bined  with  Feature  Group  D  equal 
access  charges  —  about  4  cents 
per  minute  —  there  was  a  1 2-  to 
18-cent  surcharge  on  each  end  of 
a  call,  making  switched  access- 
originated  data  calls  cost  as  much 
as  36  cents  per  minute  before  the 
long-haul  charges.  Last  year,  a 
New  York-to-Chicago  call  cost  55 
cents  per  minute,  which  is  quite 
expensive. 

This  surcharge  has  limited  de¬ 


velopment  of  applications  for  the 
service  on  a  local  level.  To  reme¬ 
dy  this  situation,  New  York  Tele¬ 
phone  dropped  the  surcharge, 
making  a  switched  data  call  the 
same  price  as  a  plain  old  tele¬ 
phone  service  call  plus  the  4-cent 
equal  access  fee.  Thus,  a  New 
York-to-Chicago  call  now  costs 
41  cents.  If  Ameritech  drops  its 
switched  data  surcharge,  the  cost 
will  drop  still  lower. 

Later  this  year,  New  York  Tele¬ 
phone  will  release  its  ISDN-based 
switched  64K  bit/sec  offering  as 
part  of  its  initial  rollout  of  the  Ba¬ 
sic  Rate  Interface  (BRI).  New 
York  Telephone  is  adopting  the 
philosophy  that  the  conversion 
from  56K  to  64K  bit/sec  should 
be  as  seamless  as  possible,  with 
emphasis  on  the  interoperability 
of  the  two. 

The  ISDN  offering  will  treat 
BRI  as  an  upgrade  to  the  present 
facility  —  whether  it  is  a  Centrex 


or  standard  business  line  —  giv¬ 
ing  the  user  two  bearer  facilities. 

The  initial  service  will  be  only 
for  intraexchange  transmission. 
ISDN  enables  detection  at  the 
time  of  the  call  as  to  whether  the 
terminating  end  is  a  switched  56K 
or  64K  bit/sec  connection.  The 
ISDN  customer  premises  equip¬ 
ment  is  capable  of  downsizing  the 
data  speeds  to  be  compatible  with 
the  terminating  equipment. 

Initial  deployment  of  these 
ISDN  services  will  be  in  down¬ 
town  Manhattan  and  will  be 
largely  customer-driven  in  the 
first  stages.  The  carrier  is  work¬ 
ing  on  a  PRI  access  option,  which 
it  hopes  to  make  available  in  the 
first  quarter  of  1991-  New  York 
Telephone  will  also  hold  interex¬ 
change  carrier  service  trials  with 
AT&T  and  MCI  next  year. 

New  York  Telephone  will  use 
the  same  pricing  for  64K  bit/sec 
that  it  uses  for  56K  bit/sec  ser¬ 


vice.  There  are  multiple  reasons 
for  this.  First,  most  data  commu¬ 
nications  managers  are  unwilling 
to  pay  significantly  more  for 
switched  64K  bit/sec  data.  Sec¬ 
ond,  there  is  little  incentive  for 
New  York  Telephone  to  create  a 
new  billing  system  for  the  ISDN 
offering  when  it  considers  it 
a  long-run  replacement  for 
switched  56K  bit/sec  service. 

The  other  BOCs 

Other  more  progressive  local 
exchange  companies  include 
Ameritech,  Centel  Nevada,  Con¬ 
tel,  Pacific  Bell,  Southern  Bell 
and  UTI. 

Pacific  Bell  itself  has  at  least 
four  different  switched  data  of¬ 
ferings,  with  another  due  out  lat¬ 
er  this  year.  The  carrier  has  al¬ 
ready  tariffed  its  ISDN  BRI 
product  as  a  Centrex  enhance¬ 
ment,  called  Centrex  IS. 

Pacific  Bell  plans  to  deploy  35 


central  offices  in  the  Los  Angeles, 
Orange  County,  San  Diego,  San 
Francisco  and  Sacramento,  Calif., 
areas.  About  14,000  lines  will  be 
installed  by  the  end  of  1990  — 
about  half  Northern  Telecom, 
Inc.  DMS-1 00-based  and  half 
AT&T  5ESS-based.  Although  the 
service  is  currently  intraswitch, 
Pacific  Bell  plans  to  interwork 
line-side  ISDN  with  network-side 
ISDN  switched  56K  bit/sec  ser¬ 
vice  by  year  end. 

Pacific  Bell  is  also  proposing  a 
PRI  service  for  the  end  of  this 
year.  This  would  be  available  to 
any  device  meeting  the  interface 
specifications  such  as  private 
branch  exchanges,  hosts  and  lo¬ 
cal-area  network  bridges.  The 
sendee  will  include  the  ability  to 
use  PRI  access  to  internetwork 
multiple  customer  sites  up  to  64 K 
bit/sec. 

All  of  the  companies  are  com- 
(continued  on  page  50) 
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AT&T  evaluating  aggregators 


Switched-on 

carriers 

continued from  page  49 
mitted  to  the  idea  of  “data  for 
the  price  of  voice”  and  are  trying 
to  promote  development  of  the 
switched  56K  bit/sec  offerings. 

Southwestern  Bell  Corp.  and 
US  West,  Inc.  are  reportedly 
working  through  internal  prob¬ 
lems  with  the  tariff  and  determin¬ 
ing  how  they  will  price  the  ser¬ 
vices.  Bell  Atlantic  Corp.  is 
pinning  a  lot  of  its  future  data 
connectivity  on  ISDN,  which  it  is 
now  implementing. 

But  a  problem  exists  in  billing. 
With  limited  availability  of  end- 
office  support  for  switched  data 
services,  a  call  will  sometimes  be 
routed  through  several  offices 
until  the  routing  center  is 
reached.  When  this  happens,  it’s 
possible  that  a  call  placed  in  Mor¬ 
ristown,  N.J.,  for  example,  will 
show  up  on  the  user’s  bill  as  origi¬ 
nating  in  Newark,  N.J.  For  most 
managers,  these  billing  problems 
are  quite  annoying. 

When  it  comes  to  switched 
data,  the  industry  has  cleared  the 


continued  from  page  23 

time-consuming  and  test  the  met¬ 
tle  of  the  technical  professionals 
who  oversee  them,  as  well  as  that 
of  the  employees  who  use  the 
new  systems.  Companies  that 
have  supportive  executives,  high¬ 
ly  trained  and  motivated  work¬ 
ers,  a  flexible  organizational 
structure  and  a  sense  of  team¬ 
work  are  apt  to  make  effective 
use  of  new  technologies  (see 
graphic,  page  23). 

“Implementing  new  informa¬ 
tion  technology  is  a  litmus  test  of 
companywide  competence,”  the 
report  stated.  “This  is  a  case  of 
the  rich  getting  richer.” 

Winning  companies  in  the 
1990s  will  continually  seek  new, 
innovative  uses  of  information 
technology  that  enable  them  to 
capitalize  on  business  opportuni¬ 
ties.  These  companies  will  have 
senior  executives  eager  to  ex¬ 
plore  strategic  uses  of  technol- 


Net  pros  can 
play  key  role 

continued  from  page  23 

■  Brainstorming.  In  this  case, 
network  managers  generate 
ideas  about  how  to  apply  techni¬ 
cal  solutions  to  meet  an  execu¬ 
tive’s  business  problem  or  goal. 
Often,  an  executive  will  ask  a  net¬ 
work  manager  to  come  up  with  a 
number  of  different  technical 
strategies  to  approach  a  problem. 

■  Devil’s  advocate.  Executives 
sometimes  want  net  managers  to 
examine  a  proposal  submitted  by 
someone  else  in  the  company  for 
flaws  and  weaknesses.  A  devil’s 
advocate  challenges  executives 
to  think  through  their  ideas.  This 
evaluation  is  vital  to  uncover 
technical  or  management  prob- 


first  hurdle  —  cost.  By  establish¬ 
ing  data  rates  at  the  same  price  as 
voice  rates,  the  carriers  have  en¬ 
couraged  usage. 

However,  the  difficult  part  is 
connectivity.  There  is  no  problem 
getting  access  into  the  top  metro¬ 
politan  areas,  but  when  users 
start  looking  for  compatible  ac¬ 
cess  in  the  second-  and  third-tier 
cities,  problems  occur.  ISDN  will 
alleviate  these  problems  in  the  fu¬ 
ture,  but  again,  initial  ISDN  im¬ 
plementation  will  be  concentrat¬ 
ed  in  large  metropolitan  areas. 

For  now  and  the  near  future, 
switched  data  services  are  still 
a  large-user,  large-application 
product  because  of  high  access 
costs.  The  one  saving  grace  is  de¬ 
creasing  dedicated  access  costs, 
which  let  users  efficiently  access 
interexchange  carriers’  products. 

The  local  exchange  carriers, 
however,  have  a  great  deal  of 
work  ahead.  They  are  just  getting 
over  the  cost  hurdle.  The  superfi¬ 
cial  switched  access  surcharges 
must  be  eliminated  nationwide 
before  ubiquitous  access  to 
switched  data  becomes  a  reali¬ 
ty.  □ 


ogy,  as  well  as  technology  man¬ 
agers  who  can  communicate 
potential  applications  in  terms 
that  senior  executives  can  com¬ 
prehend. 

“Companies  that  perceive  the 
potential  [of  information  tech¬ 
nology]  and  vigorously  act  on  it 
first  are  likely  to  command  their 
markets  over  the  longer  term,” 
the  report  stated. 

According  to  the  study,  suc¬ 
cessful  companies  will  use  combi¬ 
nations  of  technologies  to  sup¬ 
port  such  applications  as 
computer-integrated  manufac¬ 
turing  and  just-in-time  delivery, 
applications  that  improve  the  ef¬ 
ficiency  of  internal  operations 
and  enable  them  to  get  products 
to  market  more  quickly. 

“Shorter  time  to  market  will 
be  a  critical  success  factor  in  the 
competitive  markets  of  the 
1990s,”  the  study  stated.  □ 


lems  before  resources  are  wasted 
or  the  project  is  endangered. 

Network  managers  should  be 
careful,  however,  because  this 
type  of  advisory  role  places  them 
in  the  midst  of  controversy.  They 
should  expect  some  resentment 
from  the  person  who  submitted 
the  proposal,  especially  if  it’s  less 
than  watertight. 

■  Multiple  solutions.  Similar 
to  the  devil’s  advocate,  execu¬ 
tives  may  ask  net  managers  to 
submit  a  proposal  for  a  project  to 
serve  as  a  yardstick  to  measure 
the  effectiveness  of  plans  pre¬ 
sented  by  line  managers  or  their 
staff.  Having  an  alternative  solu¬ 
tion  in  hand  forces  the  execu¬ 
tive’s  staff  to  come  up  with'  a 
more  detailed,  cost-efficient  pro¬ 
posal  of  their  own.  □ 


continued  from  page  15 

aggregation  as  part  of 
AT&T’s  marketing  strategy? 

Our  position  is  that  AT&T  has 
19,000  people  in  the  sales  force 
and  over  a  billion  dollars  worth  of 
sales  expenses  per  year.  That  is 
the  way  I  want  to  reach  the  90% 
or  more  of  our  customers. 

An  AT&T  national  account 
manager  told  one  of  my  cli¬ 
ents  that  if  he  wanted  to  re¬ 
duce  his  bill  without  going  to 
MCI,  US  Sprint  or  some  other 
competitor,  he  should  go  to 
an  aggregator.  Is  this  truly 
the  only  option? 

If  price  is  his  major  concern, 
then  his  options  are  indeed  limit¬ 
ed.  If  he  goes  to  an  aggregator, 
however,  he  introduces  a  dis¬ 
tance  between  himself  and  AT&T 
—  he  brings  in  a  third  party.  It’s 
as  simple  as  that.  If  I  want  clarity 
in  relationships  with  my  major 
suppliers,  I  deal  directly  with 
them.  If  I  want  less  clarity,  I  may 
bring  in  a  third  party  to  advise  me 
on  what  to  do.  If  I  want  absolute 
confusion,  I’ll  then  buy  that  ser¬ 
vice  through  a  third  party. 

What  is  AT&T’s  current  at¬ 
titude  about  who  is  AT&T’s 
customer  —  the  aggregator 
or  the  aggregator’s  client? 

The  aggregator  is  certainly 
our  customer,  and  the  end  user  is 
the  aggregator’s  customer.  But  as 
long  as  we  are  billing  and  servic¬ 
ing  the  end  user,  we  have  difficul¬ 
ty  in  not  thinking  of  them  as  a 
customer  as  well.  In  terms  of  the 


financial  liability  of  the  custom¬ 
er,  it  becomes  less  clear.  For  in¬ 
stance,  with  [the  Revenue  Vol¬ 
ume  Pricing  Plan],  it  is  clearly 
spelled  out  in  the  tariff  that  the 
end  user  has  a  shared  liability. 
With  [Software-Defined  Net¬ 
work],  it  is  absolutely  not  there. 

You  use  the  terms  “resell¬ 
ers”  and  “aggregators”  in¬ 
terchangeably.  There  are 
many  levels  to  aggregation 
as  I  see  it  —  resellers,  re¬ 
billers,  aggregators,  subag¬ 
gregators,  users  groups  and 
sales  agents  —  all  being 
lumped  under  the  term  “ag¬ 
gregation.”  That  doesn’t 
seem  appropriate. 

That’s  exactly  right.  But  I 
would  not  put  sales  agents  in  that 
category.  Our  major  focus  now  is 
on  those  non-facilities-based  re¬ 
sellers  that  buy  an  AT&T  SDN  and 
then  resell  it  through  partitioning 
and  location  billing  to  end  users.  I 
call  these  switchless  resellers. 

In  these  cases,  the  end  user’s 


relationship  with  AT&T  changes 
significantly:  they  don’t  buy  com¬ 
munications  services  from  AT&T; 
they  buy  it  from  their  reseller. 
There  are  risks  with  that.  AT&T 
has  been  in  business  for  a  hun¬ 
dred  years;  many  SDN  resellers 
have  sold  long-distance  for  less 
than  a  year.  What  I  don’t  want  is 
for  our  customer  to  feel  that  the 


principal  way  to  interface  with 
AT&T  is  any  way  other  than 
through  our  direct  sales  force. 

One  of  the  principal  weap¬ 
ons  AT&T  has  used  against 
aggregators  has  been  the  tar¬ 
iff.  What  are  AT&T’s  plans  in 
the  near  future  to  limit  ag¬ 
gregation? 

We  have  no  intention  of  limit¬ 
ing  the  aggregation  or  resale  of 
our  services.  But  understand  that 
our  tariffs  can  change  at  any 
time.  I  would  say  that  they  will 
likely  change  with  the  same  fre¬ 
quency  as  they  have  in  the  past. 

One  of  our  recent  surveys 
showed  that  approximately 
$1.6  billion  in  sales  annually 
is  being  aggregated  right 


now,  mostly  under  AT&T 
products. 

We  have  not  done  a  sampling 
of  the  marketplace.  We’re  trying 
to  do  two  things  now.  We’re 
grouping  all  of  the  resellers  into 
an  organization  that  is  not  the 
traditional  sales  support  team. 
This  will  help  us  find  out  how 
many  are  out  there.  Then  we’re 
doing  follow-up  analyses  that  will 
tell  us  how  many  multiple  loca¬ 
tion  plans  there  are  out  there, 
how  many  RVPP  plans,  how  many 
SDN  plans,  who  are  the  commer¬ 
cial  customers  and  who  aren’t. 
That’s  not  an  easy  task  and  will 
take  some  time. 

How  long  will  it  take? 

I  usually  use  a  nine-month  ho¬ 
rizon  when  looking  into  the  fu¬ 
ture.  That’s  the  kind  of  vision  I 
see  here. 

Many  of  these  customers 
were  sold  aggregation  on  the 
basis  that  nothing  would 
change  in  their  relationship 


with  AT&T.  But  things  are 
changing.  What  can  you  say 
to  those  customers  about  the 
stability  of  their  long-dis¬ 
tance  service? 

What  I  can  say  is  that  they  will 
have  plenty  of  notice  and  custom¬ 
ers  will  not  be  disadvantaged  by 
anything  we  do.  That’s  why  I  say 
nine  months,  not  two  weeks.  But 
we  will  clearly  define  the  differ¬ 
ence  between  our  product  as  pro¬ 
vided  through  an  aggregator  and 


as  provided  through  AT&T.  There 
have  to  be  differences  in  the 
product  and  risks.  We  have  not 
figured  out  how  to  do  this  yet. 
Our  first  concern  is  the  SDN  re¬ 
sellers. 

Why  the  SDN  resellers  as 
opposed  to  a  Multi-Location 
WATS  or  RVPP  reseller? 

There  seems  to  be  more  abuse 
of  the  relationship  with  AT&T 
and  the  brand  with  SDN  than  with 
aggregators. 

What  sort  of  abuse? 

People  buying  an  SDN  con¬ 
tract  and  then  saying  they  have  a 
special  partnering  relationship 
with  AT&T. 

I  heard  you  have  rescind¬ 
ed  nearly  25%  of  your  co- 
marketing  agreements  re¬ 
cently.  Is  this  true? 

We  went  into  the  marketing 
agreements  with  the  understand¬ 
ing  that  they  would  benefit  AT&T 
as  well  as  the  aggregator.  We  are 
reevaluating  each  one  of  them 
now.  Some  of  these  companies 
are  moving  from  [Multi-Location 
Calling  Plan]  to  SDN.  When  this 
happens,  in  my  mind,  they  have 
entered  the  telecommunications 
business  and  are  now  my  compet¬ 
itors.  I  can’t  have  a  comarketing 
agreement  with  my  competitors. 

What  means  can  AT&T  use 
to  limit  SDN  reselling? 

I  don’t  really  know  at  the  mo¬ 
ment.  We  are  meeting  weekly 
with  the  SDN  product  team  to  find 
out.  We  want  to  make  sure  SDN 
serves  the  top  end  of  the  market. 
There  will  probably  be  modifica¬ 
tions  to  the  product  that  will  en¬ 
sure  this  but  that  may  not  serve 
the  reseller.  But  nobody  knows 
exactly  what  these  steps  will  be. 

Our  principal  concern  is  mak¬ 
ing  sure  SDN  still  meets  the  gen¬ 
eral  needs  of  the  marketplace. 
This  will  be  an  evolution  over 
time  with  the  principal  theme  be¬ 
ing  that  the  vast  majority  of  cus¬ 
tomers  should  have  a  direct  rela¬ 
tionship  with  AT&T.  If  our 
products  are  not  inciting  that  be¬ 
havior,  then  we  will  take  a  hard 
look  at  our  products.  □ 


Report  by  MIT  explores  IS  issues 


If  I  want  absolute  confusion,  I’ll  buy  service 
through  a  third  party.” 
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AT&T  has  19,000  people  in  the  sales  force 
and  that  is  the  way  to  reach  our  customers.” 

AAA 


NETWORK  WORLD  •  JUNE  11,  1990 

50 


This  week's 

FAXNeT 

ADVERTISERS 


FAXNeT  is  a  service  designed  to  help  readers  of  Network 
World  gather  important  information  via  FAX  on  products  and 
services  advertised  in  Network  World. 

How  to  Use  FAXNeT 

Listed  below  in  the  FAXNeT  Directory  are  the  FAX  numbers  of  participating  advertisers  in  this  week's 
issue  of  Network  World  and  the  page  number  where  the  ad  appears.  To  use  FAXNeT  cut  out  the  FAXNeT 
form  and  make  a  copy  of  the  form  for  each  inquiry  you  want  to  make.  Then  just  FAX  it  to  the  vendor's 
number  listed  in  the  FAXNeT  Directory. 


Benefits  to  the  Network  World  Reader 


FAXNeT  is  designed  to  get  you  product  and  service  information  FAST.  And,  if  your  request  is  urgent 
and  requires  an  immediate  response  from  the  vendor  just  check  the  "Urgent"  Box. 


Company  Page 

All  The  Fax . 45 

Fax:  516-829-0558 

AT &T  Paradyne . 36-37 

Fax:  813-530-2103 

AT&T  Tridom . 8 

Fax:  404-426-0159 

Bell  South . 40 

Fax:  404-876-9575 

Codex  Corp . 5 

Fax:  617-821-3417 

CrossComm . 45 

Fax:  508-481-4216 


IFAXNeE^^m 

Attention:  Marketing  Communications  Manager 

Ci  ihjppf*  This  inquiry  was  generated  by  a  Network  World 
O  U  UJ  u  w  l  ■  reader  who  is  responding  via  FAX  to  your  advertisement 

in  Network  World. 


Name _ Title 


Fujitsu  BCS . 18 

Fax:  602-921-4800 


Company /Div 
Address _ 


General  Datacomm . 1 1 

Fax:  203-758-8507 


City  _ 
Phone 


State _ Zip 

FAX _ 


ISICAD . 

Fax:  714-533-8642 


Kentrox  Industries 

Fax:  503-641-3341 


Micom  Systems .. 
Fax:  805-583-1997 


Racal  Interlan . 

Fax:  508-263-8655 


Rolm . 

Fax:  203-849-6805 


Systems  Center .. 

Fax:  703-264-1312 


TCG . 

Fax:  718-983-2147 


Teletutor . 

Fax:  603-433-2260 


. 39 

1 

■ 

□  URGENT 

. 24 

1 

■ 

Action  Requested 

Scope  of  Purchase  Responsibility 

□  Request  for  Sales  Call 

□  Enterprise  Wide 

. 14 

■ 

■ 

□  Request  for  Proposal 

□  Request  for  Information 

□  Departmental 

1 

Purchase  Influence/Number  of  Sites 

. 20 

wm 

Purchase  Timeframe 

□  One  Site 

□  Within  60  Days 

□  2-9  Sites 

■ 

□  Within  Six  Months 

□  10-20  Sites 

12-13 

i 

□  Within  One  Year 

□  21+  Sites 

. 7 

i 

■ 

Product 

AdvprH«tf»H* 

. 16 

1 

. 45 

1 

■ 

Intended 

Application: 

NETWORK  WORLD  •  JUNE  11,  1990 

51 


Users  rein  in 
ANI  projects 

continued  from  page  1 
barred  the  carrier  from  offering 
the  services.  The  carrier  has  ap¬ 
pealed  the  ruling  to  the  state’s  Su¬ 
preme  Court  (“Court  bars  Penn¬ 
sylvania  Bell  from  offering  caller 
ID,”  NW,  June  4). 

“This  is  a  big  step  backward 
for  caller  ID,”  said  Bard  Haer- 
land,  vice-president  of  Unisys 
Corp.’s  communications  and  net¬ 
works  group.  The  Blue  Bell,  Pa.- 
based  computer  vendor  has 
dropped  plans  to  test  Bell  of 
Pennsylvania’s  caller  ID  service, 
which  was  scheduled  to  become 
available  in  January,  for  use  in 
customer  service  applications. 

“The  ruling  has  left  the  entire 
privacy  issue  in  a  very  unsatisfac¬ 
tory  state  as  far  as  we’re  con¬ 
cerned,”  Haerland  said.  Unisys  is 
experimenting  with  AT&T’s  ISDN 
Primary  Rate  Interface  (PRI)  ser¬ 
vice  and  its  ANI  feature. 

Victor  Toth,  president  of  The 
Law  Offices  of  Victor  J.  Toth  in 

“T 

JL  f  we  are  going  to 
be  barred  from  receiving 
ANI,  there’s  no  point  in 
spending  on  it.” 

▲  ▲▲ 


Washington,  D.C.,  a  legal  firm 
specializing  in  telecommunica¬ 
tions,  said  ANI  services  offered  by 
interexchange  carriers  may  be 
found  in  violation  of  the  federal 
wiretap  law,  which  is  almost  iden¬ 
tical  to  the  Pennsylvania  statute. 

In  addition,  Toth  said  states 
may  try  to  enforce  blocking  for 
interexchange  services,  protect¬ 
ing  the  privacy  of  their  citizens. 

Spending  freeze 

Days  Inns  of  America,  Inc.,  the 
first  hotel  chain  to  use  AT&T’s 
PRI  service,  is  freezing  spending 
on  ANI  applications  in  the  wake 
of  the  ruling. 

“We  were  going  to  make  some 
capital  investments  in  products 
that  would  help  us  take  advantage 
of  the  technology,”  said  Doug 
Patterson,  reservation  systems 
director  for  Days  Inns.  “But 
those  will  be  delayed.  We’re  go¬ 
ing  to  be  prudent  and  see  which 
way  the  issue  goes  before  we  start 
spending  again.” 

Patterson  said  he  is  concerned 
that  the  ruling  may  ultimately  af¬ 
fect  the  collection  of  caller  ID 
data.  “If  we  are  going  to  be 
barred  from  receiving  ANI, 
there’s  no  point  in  spending  any 
more  on  the  [technology].” 

Days  Inns  uses  ISDN  to  pro¬ 
vide  a  higher  level  of  service  to 
the  900  travel  agencies  that  book 
rooms  in  the  chain’s  1 ,250  hotels 
nationwide.  When  agencies  call 
Days  Inns’  Atlanta  or  Knoxville, 
Tenn.,  reservation  centers,  the 


AT&T  tries  to  lure  users 


company  matches  the  incoming 
number  against  a  data  base  and 
then  sends  the  calling  agency’s 
profile  to  an  agent’s  terminal 
with  the  call. 

Patterson  said  he  fears  that 
the  groups  that  challenged  caller 
ID  in  Pennsylvania  will  try  to  du¬ 
plicate  their  success  in  other 
states.  “I  think  they  would  have  a 
tougher  time  doing  this  in  pro¬ 
business  states  like  Georgia,  but 
who  knows.  It’s  too  early  to  tell 
where  this  [issue]  is  going,”  he 
said. 

Caller  ID  postponed 

The  ruling  has  forced  Daniel 
Gonos,  store  systems  director  for 
Domino’s  Pizza,  Inc.  in  Ann  Ar¬ 
bor,  Mich.,  to  postpone  plans  to 
use  caller  ID  service  in  the  firm’s 
144  stores  in  Pennsylvania.  “We 
hope  that  on  appeal,  the  decision 
will  be  reversed.  In  my  mind,  call¬ 
er  ID  doesn’t  fit  the  classic  de¬ 
scription  of  a  wiretap,  which  is 
someone  listening  in  on  a  tele¬ 
phone  conversation.” 

Gonos  said  the  company’s 
5,000  stores  nationwide  last  year 
received  462,000  undeliverable 
orders,  most  of  which  were  fraud¬ 
ulent.  Those  orders  cost  the  firm 
$4.62  million.  With  caller  ID, 
Domino’s  employees  could 
match  the  ANI  against  the  resi¬ 
dential  telephone  number  in  the 
customer’s  profile.  If  the  two  did 
not  match,  Domino’s  could  re¬ 
check  or  hold  the  order. 

Two  Domino’s  stores  in  New 
Jersey  have  realized  a  90%  de¬ 
crease  in  undeliverable  orders  in 
the  months  since  they  began  us¬ 
ing  caller  ID,  Gonos  said.  A  large 
part  of  that  decrease  is  attribut¬ 
able  to  caller  ID. 

Roger  Grossklaus,  vice-presi¬ 
dent  of  operations  for  Philadel¬ 
phia-based  US  Healthcare,  aban¬ 
doned  plans  to  use  Bell  of 
Pennsylvania’s  caller  ID  service, 
which  the  company  said  it  had 
hoped  would  speed  processing  of 
several  hundred  thousand  calls  a 
year  at  the  firm’s  Blue  Bell  and 
Pittsburgh  customer  service  cen¬ 
ters. 

“It’s  an  unfortunate  decision 
that  took  away  a  valuable  market¬ 
ing  tool  in  this  state,”  Grossklaus 
said. 

He  added  that  the  Pennsylva¬ 
nia  appeals  court  ruling  will  not 
stop  the  company’s  plans  to  use 
caller  ID  at  US  Healthcare  cus¬ 
tomer  service  centers  in  five  oth¬ 
er  states.  Grossklaus  said  it  is  too 
early  to  tell  if  the  ruling  applies  to 
interexchange  carrier  ANI  ser¬ 
vices. 

The  American  Civil  Liberties 
Union,  one  of  three  groups  op¬ 
posing  caller  ID  in  Pennsylvania, 
has  vowed  to  fight  caller  ID  ser¬ 
vices  across  the  country.  “The 
tide  has  turned  on  caller  ID,”  said 
Scott  Burris,  a  staff  attorney  for 
the  ACLU.  “This  was  a  convincing 
victory.” 

According  to  Toth,  “It  is,  at 
this  point  in  time,  the  only  prece¬ 
dent  on  this  subject  and  is,  there¬ 
fore,  bound  to  be  given  some 
weight.”  □ 


continued  from  page  2 

with  a  multiuser  host  environ¬ 
ment  and  gives  PC  users  a  good 
LAN  server  along  with  all  the  ad¬ 
vantages  of  Unix,”  said  Thomas 
Wood,  an  industry  analyst  for 
Business  Research  Group,  a  mar¬ 
ket  research  firm  in  Newton, 
Mass.  “AT&T  is  definitely  going 
after  the  DOS  work  group  mar¬ 
ket.” 

Unix  is  still  a  four-letter  word 
in  many  parts  of  that  market, 
though.  “The  biggest  problem 
they  face  is  getting  Unix  into  the 
office,”  Wood  said.  “Part  of  their 
strategy  is  to  try  to  get  away  from 
selling  Unix  and  to  talk  about  var¬ 
ious  types  of  services  instead.” 

Roger  Deeringer,  a  member  of 
AT&T’s  technical  support  staff 
who  had  booth  duty  at  Comdex, 
said  that  approach  seemed  to  be 
paying  off. 

AT&T’s  booth  was  one  of  the 
busiest  spots  on  the  exhibition 
floor  —  perhaps  aided  by  the  fact 
that  major  local-area  network 
software  and  hardware  vendors 
such  as  Compaq  Computer  Corp., 
IBM,  Microsoft  Corp.,  Novell  and 
3Com  Corp.  elected  to  skip  Com¬ 
dex  this  spring. 

“The  people  here  at  Comdex 
are  very  DOS-minded,”  Deer¬ 
inger  said.  “They  came  up  want¬ 
ing  to  talk  DOS  and  walked  away 
talking  Unix.  They  saw  what  LAN 
Manager/X  could  do  for  DOS  cli¬ 
ents  and  were  amazed  that  we 
could  put  all  of  this  on  Unix.” 

The  StarServer  E  hardware 
was  designed  by  AT&T  Bell  Lab¬ 
oratories  and  incorporates  sever¬ 
al  unique  features  that  are  being 
patented.  One  is  a  system  bus  ar- 
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ware,  which  have  been  under  de¬ 
velopment  for  the  past  two  years, 
will  run  as  NetWare  Loadable 
Modules  (NLM)  on  NetWare  386 
servers,  Machi  said. 

With  Version  31  of  NetWare 
386,  due  out  later  this  month, 
NLMs  can  for  the  first  time  be 
loaded  and  unloaded  dynamical¬ 
ly  without  taking  the  server  down 
and  rebooting  it. 

The  Comm  Server  NLM  acts  as 
a  traffic  cop  directing  users’  re¬ 
quests  to  other  communications 
NLMs. 

With  NetWare  Services  for 
SAA,  for  example,  the  NetWare 
386  Version  3-1  server  would  es¬ 
tablish  a  Systems  Network  Archi¬ 
tecture  session  with  the  appropri¬ 
ate  SNA  host,  Machi  said. 

“NetWare  Services  for  SAA 
will  enable  users  to  access  any  ap¬ 
plication  on  an  IBM  host,  includ¬ 
ing  OfficeVision,  or  establish  an 
LU  6.2  session  to  an  IBM  host  as 
though  it  were  on  the  same  Net¬ 
Ware  network,”  Machi  said. 

The  communications  NLM 
functions  will  appear  as  options 
on  a  NetWare  386  Version  3-1 
menu,  shielding  the  user  from  the 
complexities  of  establishing  links 


chitecture  consisting  of  two  par¬ 
allel  64-bit  data  buses  linked  by 
one  32-bit  address  bus.  Accord¬ 
ing  to  AT&T,  this  bus  architecture 
produces  a  267M  byte/sec  sus¬ 
tained  —  not  burst  —  data  trans¬ 
fer  rate. 

The  system  bus  has  five  slots 
for  any  combination  of  AT&T’s 
80486  system  and  memory 
boards.  The  server  can  be  config¬ 
ured  with  four  system  boards  and 
one  memory  board,  or  vice  versa, 
or  a  three-two  or  two-three  com¬ 
bination,  with  the  optimal  config¬ 
uration  depending  on  the  appli¬ 
cation  environment. 

The  memory  incorporates  the 
industry-standard  Error  Correct¬ 
ing  Code,  which  detects  and  fixes 
single-bit  errors,  and  detects  and 
logs  double-bit  errors.  The  infor¬ 
mation  in  the  log  is  used  to  map 
around  memory  areas  that  pro¬ 
duce  repeated  errors. 

The  memory  boards  can  each 
contain  as  much  as  1 28M  bytes  of 
memory,  which  means  that  a  uni¬ 
processor  configuration  with  a 
single  80486  chip  can  have  as 
much  as  512M  bytes  of  system 
memory. 

When  a  server  has  two  memo¬ 
ry  cards,  data  with  odd  addresses 
is  put  on  one  card  and  data  with 
even  addresses  goes  on  the  other. 
Data  access  can  then  be  inter¬ 
leaved  between  the  two  64 -bit 
data  buses,  with  one  serving  the 
odd  memory  card  and  the  other 
devoted  to  the  even  one. 

Each  80486  processor  board 
has  8K  bytes  of  internal  cache 
memory  and  up  to  256K  bytes  of 
external  write-back  cache  memo- 


to  other  net  environments. 

Currently,  NetWare  users  who 
want  to  access  an  IBM  host  must 
exit  their  NetWare  application 
and  run  a  terminal-emulation 
program.  A  network-based  SNA 
gateway  then  translates  the  pro¬ 
tocols  and  allows  the  user  to  es¬ 
tablish  the  SNA  session. 

“The  Comm  Server,  working 
in  tandem  with  the  multiple  pro¬ 
tocol  stacks  in  NetWare  386  Ver¬ 
sion  3.1,  eliminates  all  that,  ’  ’  said 
Mary  Modahl,  an  analyst  with 
Forrester  Research,  Inc.  in  Cam¬ 
bridge,  Mass. 

“It  allows  users  to  automati¬ 
cally  establish  SNA  sessions  from 
within  a  NetWare  application,  re¬ 
gardless  of  where  the  application 
is  located  on  the  corporate  wide- 
area  network,”  she  said.  “The 
beauty  of  Comm  Server  is  that  it 
masks  the  complexity  of  the  dis¬ 
parate  nets  beyond  the  server.” 

Machi  said  Novell  will  also  an¬ 
nounce  several  other  NetWare 
386  Version  31  NLMs  tomorrow. 
Those  include  NLMs  that  will  en¬ 
able  users  to  access  Transmission 
Control  Protocol/Internet  Proto¬ 
col,  Open  Systems  Interconnec¬ 
tion  and  X.  2  5-based  applications. 


Novell  to  intro  Comm  Server 


ry.  Separate  caches  present  a 
data  integrity  problem,  since  one 
processor  could  access  data  in 
main  memory  that  has  been 
changed  in  another  processor’s 
cache  but  not  yet  written  to  main 
memory.  This  problem  is  solved 
by  a  “snooping”  protocol  that 
watches  the  address  bus  for  ad¬ 
dresses  of  modified  data. 

In  addition  to  the  five  propri¬ 
etary  system-bus  slots,  Star- 
Server  E  has  1 2  EISA  slots  that  ac¬ 
commodate  the  system’s  32-bit 
bus  master  Small  Computer  Sys¬ 
tem  Interface  (SCSI)  controller 
and  other  peripherals,  including 
LAN  adapters.  Up  to  eight  of  the 
slots  can  be  used  by  SCSI  adapt¬ 
ers,  providing  a  maximum  of  48G 
bytes  of  on-line  mass  storage. 

StarServer  E  is  compatible 
with  IBM’s  Token-Ring  Network 
and  comes  with  drivers  for  Ether¬ 
net  adapters  from  3Com  and  Ra- 
cal  InterLan.  Industry-standard 
protocols  and  interfaces  it  sup¬ 
ports  include  Transmission  Con¬ 
trol  Protocol/Internet  Protocol, 
X.25  and  IBM’s  Systems  Network 
Architecture. 

StarServer  E  is  30-in.  high, 
13-5-in.  wide  and  31-5-in.  deep. 
A  base  configuration  with  8M 
bytes  of  system  memory,  one 
80486  system  board,  one  SCSI 
adapter,  two  200M-byte  hard 
disks,  one  3-5-in.  floppy  disk 
drive  and  a  320M/525M  byte 
tape  drive  is  priced  at  $27,500. 

The  server  will  be  available  as 
a  multiuser  Unix  host  in  August, 
and  NetWare  support  might  be 
certified  even  sooner.  The  LAN 
Manager/X  option  is  expected  to 
be  available  in  October,  after  the 
version  based  on  Unix  V.4  is  fin¬ 
ished.  □ 


Novell  and  third-party  suppliers 
will  roll  out  the  NLMs  at  various 
times  over  the  next  12  to  18 
months,  he  said. 

Analysts  hailed  the  products, 
saying  they  will  give  Novell  one  of 
the  best  WAN  and  IBM  SNA  con¬ 
nectivity  platforms  in  the  indus¬ 
try. 

“The  Comm  Server  NLM  and 
the  other  NLMs  that  will  run  on 
top  of  it  constitute  the  perfect  ve¬ 
hicle  to  provide  NetWare  users 
with  a  window  to  the  enter¬ 
prisewide,  corporate  computing 
environment,”  said  Doug  Gold, 
director  of  communications  in¬ 
dustry  research  at  International 
Data  Corp.  in  Framingham,  Mass. 

Novell  has  already  lined  up  a 
number  of  third-party  vendors 
and  development  partners  that 
will  write  NLMs  for  NetWare  Ver¬ 
sion  3-1- 

Among  those  participating  in 
tomorrow’s  announcement  will 
be  Compaq  Computer  Corp.,  Dig¬ 
ital  Communications  Associates, 
Inc.,  Indisy  Software  Corp., 
Phaser  Systems,  Inc.  and  SynOp- 
tics  Communications,  Inc. 

Novell  said  pricing  for  the  Net¬ 
Ware  386  Communications  Ser¬ 
vices  software  and  the  NetWare 
Services  for  SAA  will  be  an¬ 
nounced  tomorrow.  □ 
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September  10-13, 1990 

NetWorld  90  Dallas  has  moved  to  a  site  almost  as 
large  as  Texas  —  the  Dallas  Convention  Center. 
More  than  400  exhibitors  will  showcase  the  latest 
technology  that  links  your  information  systems  to¬ 
gether,  from  LANs  in  the  corner  office  to  strategic 
networks  that  span  the  globe.  NetWorld  90  Dallas 
needs  no  further  introduction;  the  show  has  be¬ 
come  the  industry’s  hottest  high  technology  event, 
according  to  exhibitors  and  attendees  alike! 

Professionals  do  need  to  make  the  right  con¬ 
nections  in  order  to  succeed  in  business,  and 


Dallas  Convention  Center 

planning  makes  the  difference  in  finding  the  sol¬ 
utions  for  your  business  needs. 

Mark  your  calendar  now  to  attend  the  world’s 
most  extensive  event  on  computer  connectivity, 
product  technology  and  education.  The  highly  re¬ 
garded  NetWorld  seminar  series  begins  on 
Monday,  September  10,  with  the  NetWorld  pro¬ 
duct  and  services  exposition  opening  on  the  11th 
and  continuing  to  the  13th.  For  your  full  attendee 
program  guide  or  information  on  exhibiting  in 
NetWorld,  please  call  1-800-444-EXPO. 


THE  INDUSTRY  STANDARD 


NETWWRLD  90  DALLAS 


European  carriers  hustle 
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with  each  other  for  hub  sites  be¬ 
cause  hubs  generate  more  reve¬ 
nue  than  end  nodes  on  circuits 
originating  in  other  countries. 

The  competition  started  in  the 
mid-1980s,  when  the  U.K.’s  two 
international  carrriers,  British 
Telecommunications  PLC  and 
Mercury  Communications,  Ltd., 
began  attracting  a  significant 
number  of  hubs,  in  part  because 
of  lower  prices.  In  response,  car¬ 
riers  throughout  the  continent 
began  cutting  prices,  and  as  a  re¬ 
sult,  price  differences  between 
service  providers  have  dimin¬ 
ished. 

“It  used  to  be  that  the  differ¬ 
ence  between  the  cheapest  [ser¬ 
vice]  and  the  most  expensive  was 
40%, ”  said  Leonard  Elfenbein, 
president  of  Lynx  Technologies, 
Inc.,  a  consultancy  in  Little  Falls, 
N.J.,  that  specializes  in  interna¬ 
tional  communications.  “Nowit’s 
down  to  20%. ” 

As  this  trend  continues,  carri¬ 
ers  face  a  future  when  price  dif¬ 
ferences  will  be  so  narrow  that 
their  ability  to  persuade  users  to 
relocate  hubs  from  one  country 
to  another  will  be  limited. 

“If  the  difference  in  price  isn’t 
that  great,  then  it’s  really  not 
worth  your  while  to  move,”  said  a 
network  manager  with  a  major 
U.S.  manufacturing  firm  who  re¬ 
quested  anonymity. 

Making  the  next  few  years 
even  more  critical  is  the  fact  that 


several  U.S.  companies  are  only 
now  establishing  their  first  Euro¬ 
pean  private-line  nets.  The  net¬ 
work  architectures  that  these  us¬ 
ers  opt  for  will  guide  investment 
decisions  for  years  to  come. 

In  order  to  win  as  much  traffic 
as  they  can  now,  European  carri¬ 
ers  have  escalated  the  frequency 
with  which  they  cut  prices  and 
have  begun  offering  users  perks 
for  signing  up.  The  latest  round  of 
price  cuts  will  commence  next 
month,  when  France  Telecom 


F 

±J  Ifenbein  said  users 
can  expect  European 
carriers  to  cut  prices 
about  once  a  year. 
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will  cut  international  private-line 
prices  by  up  to  1 5%  and  will  begin 
offering  15%  discounts  on  five- 
year  contracts  for  intra-Europe¬ 
an  private  lines  (“U.S.  users  get 
on-demand  satellite  links  to 
France,”  NW,  May  28). 

Last  week,  Belgium’s  RTT  re¬ 
sponded  with  price  cuts  of  up  to 
35%  on  domestic  private  lines. 
The  RTT’s  Mirbach  said  the  carri¬ 
er  will  also  institute  hefty  price 


Harris  builds 
control  system 

continued  from  page  1 
tions  services  at  Harris. 

The  company  will  implement 
an  initial  version  of  the  integrat¬ 
ed  net  management  system  this 
summer  and  plans  to  complete  all 
upgrades  by  the  first  quarter  of 
next  year. 

“We  were  getting  discouraged 
that  we  were  not  seeing  [vendors] 
addressing  net  management  the 
way  we  would  like,”  Snell  said. 

According  to  Jim  Odom,  man¬ 
ager  of  systems  support  at  Harris, 
commercially  available  network 
management  products  such  as 
AT&T's  Accumaster  Integrator 
and  IBM’s  NetView  do  not  do  a 
good  job  of  tying  together  the 
logical  view  of  the  SNA  net  and 
the  control  of  physical  devices 
such  as  modems  and  bridges. 

Harris  also  decided  to  build  its 
own  network  management  sys¬ 
tem  in  part  to  save  money.  “We 
could  spend  $500,000  on  AT&T’s 
[network  management]  system 
and  then  pay  them  $500,000  to 
customize  it  for  us,”  Odom  said. 
“We  can  do  it  cheaper  ourselves, 
and  we  understand  the  problems 
better  than  most  vendors.” 

From  DOS  to  Unix 

Harris’  integrated  net  man¬ 
agement  system  consists  of  the 
Network  Expert  Advisory  Tool 
(NEAT)  and  the  Alarm  Interface 
Reporting  System  (AIRS),  appli¬ 
cations  that  run  on  a  Unix  file 
server.  Help  desk  staff  or  network 
operators  access  applications  us¬ 
ing  five  X  Window  terminals  or 
personal  computers  connected  to 
an  Ethernet  running  Transmis¬ 
sion  Control  Protocol/Internet 
Protocol  (see  graphic,  page  1). 

All  of  Harris’  net  management 
applications  use  X  Window  and 
share  a  common  user  interface 
based  on  the  Open  Software 
Foundation’s  OSF /Motif. 

Harris’  system  is  based  on 
software  it  developed  four  years 
ago  to  run  on  individual  DOS  per¬ 
sonal  computers  (“Expert  sys¬ 
tem  monitors  nets,”  NW,  Sept.  7, 
1987).  Harris  subsequently  sold 
the  rights  to  this  DOS  software  to 
Inter-Data  Engineering,  Inc.  of 
Miami,  which  is  currently  market¬ 
ing  the  product. 

Essentially,  Harris  has  up¬ 
graded  the  DOS  software  to  run 
on  Unix,  which  provides  multius¬ 
er  and  multitasking  capabilities, 
among  other  features,  Odom 
said.  Under  the  DOS  version, 
which  Harris  still  uses,  help  desk 
staff  have  to  shift  between  differ¬ 
ent  terminals  to  access  different 
applications  simultaneously. 

NEAT  is  an  expert  system  that 
diagnoses  and  resolves  problems 
on  the  SNA  VTAM  network  using 
data  obtained  from  IBM’s  Net- 
Mew  network  management  pack¬ 
age,  w  hich  resides  on  the  compa¬ 
ny’s  IBM  host  computers  here. 
The  server  is  linked  to  the  host 
through  a  front-end  processor. 
The  expert  system  presents  help 
desk  personnel  with  a  simple  text 


statement  about  the  cause  of  a 
problem  and  how  to  fix  it. 

AIRS  collects  alarms  generat¬ 
ed  by  a  variety  of  network  devices 
and  net  management  systems 
throughout  the  network.  It  re¬ 
ceives  data  in  ASCII  format  from 
these  devices  and  reformats  it  for 
display  on  the  screens  of  the  help 
desk  terminals. 

Currently,  AIRS  can  continu¬ 
ously  poll  network  devices  from 
as  many  as  16  vendors  through 
asynchronous  connections  from 
the  server.  Depending  on  the  net¬ 
work  device,  AIRS  can  also  issue 
corrective  commands  to  resolve 
problems.  Harris  uses  AIRS  to 
monitor  devices  such  as  statisti¬ 
cal  and  time-division  multiplex¬ 
ers,  and  bridges  and  routers  from 
eight  vendors,  including  Avanti 
Communications  Corp.,  Proteon, 
Inc.  and  Mtalink  Communica¬ 
tions  Corp. 

Correlation  is  the  key 

To  correlate  information 
about  the  logical  and  physical  as¬ 
pects  of  the  network,  Harris  will 
construct  a  relational  data  base 
that  defines  every  IBM  and  non- 
IBM  network  element,  and  its  re¬ 
lationship  to  all  other  elements. 
This  configuration  data  base  will 
reside  on  the  server. 

When  an  alarm  comes  in,  the 
help  desk  operator  will  tell  the 
NEAT  expert  system  to  query  the 
configuration  data  base  to  deter¬ 
mine  all  network  elements  asso¬ 
ciated  with  the  device  issuing  the 
alarm.  It  will  then  search  its  own 
knowledge  data  base  and  present 
the  help  desk  administrator  with 
a  detailed  explanation  of  the  net¬ 
work’s  problem,  the  devices  af¬ 
fected  and  how  to  correct  it. 

Harris  said  it  hopes  to  finish 
building  the  configuration  data 
base,  which  will  require  an  ex¬ 
haustive  analysis  of  the  network, 
sometime  early  next  year,  Odom 
said. 

At  the  same  time,  Harris  will 
be  upgrading  its  network  man¬ 
agement  system  to  support  appli- 
cation-to-application  communi¬ 
cations  using  remote  procedure 
calls.  This  will  let  NEAT,  AIRS  and 
other  applications  automatically 
send  one  another  commands. 
Currently,  an  operator  must  in¬ 
tervene  to  input  information  or 
issue  commands. 

Thus,  AIRS  will  be  able  to  send 
alarms  directly  to  NEAT.  NEAT,  in 
turn,  will  be  able  to  search  the 
configuration  data  base  and  ap¬ 
ply  its  rule-based  logic  to  deter¬ 
mine  the  problem.  NEAT  could 
then  instruct  AIRS  to  issue  a  spe¬ 
cific  command  to  resolve  the  dif¬ 
ficulty,  Odom  said. 

Harris  said  it  plans  to  add  a 
graphical  user  interface  to  its  net 
management  system  later  this 
year  that  will  enable  help  desk 
operators  to  see  a  single  graphi¬ 
cal  image  of  Harris’  network. 

Currently,  the  system  only 
supplies  operators  with  text  de¬ 
scriptions.  The  graphical  inter¬ 
face  will  use  different  colors  to 
depict  alarms  and  changes  in  the 
status  of  devices  on  the  net.  □ 


Court  strikes 
down  edict 

continued  from  page  1 
vices  through  separate  subsidiar¬ 
ies,  which  carriers  say  is  ineffi¬ 
cient  and  could  hamper  efforts  to 
make  services  available  on  a 
widespread  basis. 

The  ruling  was  seen  as  a  major 
blow  to  the  RBHCs,  which  have 
pushed  hard  on  Capitol  Hill  to 
keep  separate  subsidiary  require¬ 
ments  out  of  legislation.  Bell¬ 
South  Corp.  issued  a  statement 
last  week  saying  it  is  too  early  to 
determine  the  impact  of  the  rul¬ 
ing  on  ONA,  but  the  RBHC  added 
that  being  forced  to  offer  en¬ 
hanced  services  through  separate 
subsidiaries  would  have  “severe 
social  costs  [for]  the  public.” 

The  FCC  said  it  was  also  upset 
by  the  ruling.  “We  lost  big,”  con¬ 
ceded  an  FCC  attorney  who  re¬ 
quested  anonymity. 

The  FCC  has  three  choices  on 
how  to  handle  the  ruling.  It  can 
ask  the  full  district  court  to  recon¬ 
sider  the  decision,  appeal  the  de¬ 
cision  to  the  U.S.  Supreme  Court, 
or  accept  the  ruling  and  open  a 
new  proceeding  to  reexamine  the 
separate  subsidiary  and  state  pre¬ 
emption  issues.  FCC  sources  said 
last  week  they  would  not  rule  out 
the  possibility  of  a  Supreme  Court 
appeal. 

The  FCC  must  also  try  to  deter¬ 
mine  how  the  ruling  will  affect  its 
ONA  proceeding.  “ONA  isn’t  nec¬ 


essarily  shot  out  of  the  water  by 
the  ruling,”  one  attorney  said. 

But  FCC  staffers  admit  they 
are  concerned  about  how  the 
court’s  ruling  on  preemption  will 
affect  ONA.  “The  ruling  requires 
us  to  go  back  and  take  a  hard  look 
at  any  areas  where  we  are  trying 
to  preempt  state  regulators,”  in¬ 
cluding  matters  other  than  ONA, 
one  attorney  said  privately.  This 
might  include  matters  such  as  al¬ 
lowing  competition  for  access 
services  in  the  local  loop. 

The  attorney  said  the  court 
strictly  interpreted  federal  law, 
ruling  that  the  FCC  can  only  pre¬ 
empt  state  regulators  in  instances 
where  it  is  impossible  for  state 
and  federal  regulations  to  coex¬ 
ist.  However,  he  admitted  that  he 
wasn’t  completely  surprised  that 
the  district  court  ruled  in  favor  of 
the  states.  “We  knew  there  was 
plenty  of  room  for  doubt  that  we 
would  win  on  the  preemption  is¬ 
sue,”  he  said.  The  reason  is  that 
the  U.S.  Supreme  Court  has  previ¬ 
ously  upheld  the  state’s  rights  to 
regulate  intrastate  matters. 

FCC  sources  said  they  are 
more  disappointed  that  the  court 
ruled  against  the  elimination  of 
separate  subsidiaries  but  said  that 
part  of  the  decision  will  probably 
have  less  impact  on  ONA.  This  is 
because  the  FCC  required  the 
RBHCs  to  file  ONA  plans  regard¬ 
less  of  whether  they  intended  to 
offer  enhanced  services  through 
their  telephone  units.  It  is  possi- 


cuts  on  international  circuits  next 
month,  although  she  said  the  ex¬ 
act  discounts  have  not  yet  been 
determined. 

Elfenbein  said  users  can  now 
expect  European  carriers  to  cut 
prices  about  once  a  year,  as  op¬ 
posed  to  the  previous  norm  of 
once  every  1  Vi  or  two  years. 

One  of  the  popular  perks 
emerging  is  free  local-loop  pri¬ 
vate-line  services  for  users  run¬ 
ning  international  nets  into  a 
country.  Mirbach  said  the  RTT 
would  consider  doing  this  for  us¬ 
ers  and  that  it  would  also  consid¬ 
er  offering  users  free  or  discount¬ 
ed  maintenance  services. 

Elfenbein  said  that  France 
Telecom  and  the  U.K.’s  two  inter¬ 
national  carriers  also  offer  free 
local-loop  private-line  connec¬ 
tions  to  international  private-line 
customers.  He  also  said  Other  Eu¬ 
ropean  carriers  may  follow  suit. 

Ironically,  as  European  carri¬ 
ers  continue  to  lower  prices,  they 
may  actually  end  up  losing  a  sig¬ 
nificant  chunk  of  their  hub  busi¬ 
ness  here  because  the  on-going 
price  cuts  are  diminishing  the 
price  differentials  between  trans¬ 
atlantic  and  intra- European  pri¬ 
vate  lines. 

Elfenbein  said  transatlantic 
circuits  are  now  on  average  25% 
more  expensive  than  intra-Euro¬ 
pean  private  lines.  He  said  this 
means  some  users  will  find  it 
cheaper  to  run  private  lines  from 
existing  U.S.  hubs  to  multiple  Eu¬ 
ropean  cities,  rather  than  invest 
in  a  hub  in  Europe.  □ 


ble  that  ONA  will  proceed,  but  the 
RBHCs  will  not  be  allowed  to  inte¬ 
grate  enhanced  services  with  reg¬ 
ulated  offerings,  he  said. 

The  attorney  admitted,  how¬ 
ever,  that  the  RBHCs,  which  have 
pushed  hard  to  consolidate  ser¬ 
vices,  could  hold  up  ONA  if  they 
believe  it  is  not  fulfilling  its  origi¬ 
nal  promise.  “If  the  [RBHCs]  feel 
like  they  got  dumped  on,  they 
might  come  in  and  file  petitions 
saying  that  ONA  isn’t  doing  them 
any  good,”  he  said. 

Attorneys  also  speculated  that 
the  ruling  will  play  a  strong  role 
in  shaping  legislation  allowing 
the  RBHCs  into  manufacturing 
and  information  services.  Rep. 
Edward  Markey  (D-Mass.)  has  re¬ 
leased  a  draft  bill  he  is  consider¬ 
ing  introducing  that  would  allow 
the  RBHCs  to  manufacture  and 
provide  information  services. 
The  bill  requires  the  creation  of 
new  separate  subsidiaries  but  es¬ 
tablishes  a  procedure  the  RBHCs 
could  use  to  get  an  exemption 
from  that  requirement.  Markey 
has  also  discussed  a  provision 
that  would  allow  the  separate 
subsidiary  requirement  to  expire 
after  three  years. 

Telecommunications  attor¬ 
neys  predicted  that  the  court  rul¬ 
ing  overturning  the  FCC’s  deci¬ 
sion  to  eliminate  separate  sub¬ 
sidiaries  would  virtually  guaran¬ 
tee  that  legislation  will  have  to 
contain  such  £rovisions  in  order 
to  be  passed.  U 
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ALLIGATORS  IN  THE  SWAMP 

▲  AA 

Unforeseen  problems  that  can  put  the  bite  on  your  network 

Invasion  of  the  phone  snatchers 


By  DAVID  WAGENHAUSER 


To  the  horror  of  travelers  and  network  managers  alike,  the  Invasion  of 
the  Body  Snatchers  is  no  longer  confined  to  late  night  television;  it’s 
being  played  out  at  telephones  everywhere.  Topping  the  bill  in  this  tale 
of  terror  are  the  alternative  operator  service  (AOS)  providers. 

While  on  a  business  trip,  Frank  Gilk,  a  principal  engineer  with 
NYMA,  Inc.  of  Greenbelt,  Md.,  discovered  the  consequences  of  a  close 
encounter  of  the  AOS  kind.  Using  a  hotel  phone  that  appeared  to  be  like  any 
other,  Gilt  made  a  number  of  calls  using  his  AT&T  calling  card.  When 
he  received  his  telephone  bill,  he  was  shocked  to  find  that  a 
company  he  had  never  heard  of  charged  him  $37.36  for 
those  calls,  which  would  have  cost  him  $  1 4.83  with  his 
preferred  carrier,  AT&T. 

As  more  than  4,000  complaints  to  the  Federal 
Communications  Commission  attest,  Gilk's 
experience  is  not  unique.  Consumers  and  net 
managers  have  reportedly  received  AOS 
bills  that  can  run  200%  to  300%  over  the 
costs  charged  by  long-distance  compa¬ 
nies  such  as  AT&T,  MCI  Communications 
Corp.  and  US  Sprint  Communications  Co. 


AOS  attack 

AOS  companies  lurk  at  pay  phones, 
airports,  hotel  and  motel  rooms,  hospi¬ 
tals  and  practically  any  other  transitory 
location.  In  return  for  commissions  and 
surcharges  billed  on  the  premises  owners’ 
behalf,  AOS  firms  become  “presubscribed” 
to  a  phone.  As  such,  they  become  the  default 
carrier,  and  they  intercept  and  bill  operator-as¬ 
sisted  calls,  Bell  operating  company  calls  and  calls 
made  with  most  AT&T  cards. 

For  the  past  few  years,  consumers  who  have  written  to 
the  FCC  complaining  of  ravenous  AOS  rates  and  lack  of 
warning  or  notice  that  an  AOS  carrier  is  handling  the  call  have  received 
action:  refunds  equal  to  the  difference  between  the  billed  rate  and  rate  their 
preferred  carrier  would  have  charged. 

The  Telecommunications  Research  and  Action  Center  (TRAC),  a  nonprofit 
consumer  group,  was  concerned  that  only  consumers  who  wrote  to  the  FCC 
could  avail  themselves  of  this  “write-in  rebate.”  As  a  result,  in  July  1988,  TRAC 
filed  a  complaint  against  five  of  the  largest  AOS  companies  asking  the  FCC  to 
regulate  them  or  put  them  out  of  business. 

In  February  1989,  the  FCC  mandated  that  operator  service  providers  identi¬ 
fy  themselves  and  that  callers  be  allowed  to  access  their  carrier  of  choice.  Both 
rules  have  fallen  on  deaf  ears. 

With  regard  to  identification,  the  FCC  order  mandated  that  consumers  be 
audibly  and  visually  notified  of  the  operator  provider.  As  complaints  show, 
many  firms  are  not  audibly  identifying  themselves.  Likewise,  callers  are  hard- 
pressed  to  find  a  hotel  room  or  pay  phone  displaying  an  AOS  sticker  or  placard 
—  including  at  least  one  such  pay  phone  located  on  the  same  city  block  as  the 
FCC. 

The  FCC’s  attempt  to  correct  the  market  has  also  failed  because  many 
phones  continue  to  illegally  block  access  to  competing  carriers.  Of  the  three 
methods  of  accessing  a  carrier,  10XXX,  which  allows  a  caller  to  reach  almost 
any  carrier,  is  the  most  commonly  blocked,  while  950  and  800  access  —  most 
commonly  used  with  non-AT&T  calling  cards  —  meet  with  fewer  road  blocks. 

Dean  Sparboe,  president  of  Podisco,  Inc.  in  Kernersville,  N.C.,  said  he  expe¬ 
rienced  blocking  first  hand.  Wary  of  AOS  companies  that  have  “sprung  up  like 
weeds,”  he  attempted  to  access  his  preferred  carrier  using  a  10XXX  number 
only  to  find  his  access  was  blocked.  Unlike  P.D.  Sterling,  director  of  the  Dallas- 
based  Silent  Harvest  Ministries,  who  said  he  “drove  15  miles  to  find  a  ‘safe’ 
phone,”  Sparboe  said  he  felt  forced  to  use  the  presubscribed  carrier  and  was 
charged  three  times  the  rate  of  his  preferred  carrier. 

Wagenhauser  is  executive  director  of  the  Telecommunications  Re¬ 
search  and  Action  Center  based  in  Washington,  D.C. 


The  FCC  recently  conducted  a  surprise  inspection  to  ascertain  the  level  of 
compliance  with  its  identification  and  blocking  requirements.  For  now,  howev¬ 
er,  the  FCC’s  order  has  done  little  than  perpetuate  this  motto:  Trust  no  phone  — 
you’re  on  your  own. 

Staying  alive 

There  are  several  ways  to  avoid  falling  prey  to  AOS  services.  First,  equip  your 
business  travelers  with  calling  cards  of  one  or  more  companies  you 
know  and  trust.  Aside  from  direct-dialed  calls,  calling  cards  are 
the  most  inexpensive  way  to  make  a  call  while  away  from 
home  or  the  office.  Operator-assisted  calls  typically 
have  frightening  surcharges  and  should  be  avoided  at 
all  costs. 

Second,  advise  your  employees  to  be  sure  they 
are  dealing  with  your  company’s  preferred  carri¬ 
er.  Consumers  making  calling  card  calls  from 
companies  accessed  via  a  950  or  800  number, 
(that  is,  MCI  and  US  Sprint,  not  AT&T) 
in  almost  every  case  will  be  able  to 
reach  the  carrier  without  having  the  call 
)►  intercepted  and  billed  by  an  AOS 
company.  For  those  calls,  simply  fol¬ 
low  the  card  instructions. 

For  operator-assisted  calls  and  those 
made  with  BOC  and  most  AT&T  calling  cards, 
it  is  important  to  know  w  ho  the  operator  pro¬ 
vider  is  at  the  phone  because  these  calls  are  in- 
Wf  tercepted  and  billed  by  the  presubscribed  carri- 
jf  er.  If  the  phone  has  no  sticker  or  placard  on  it,  dial 
“0”  or  “00”  and  ask  for  the  identity  of  the  provider 
at  that  phone. 

If  AT&T  for  an  AT&T  calling  card  call  or  your  preferred 
long-distance  carrier  for  operator-assisted  and  BOC  calling 
card  calls  is  not  presubscribed  to  the  phone,  you  can  attempt  to 
reach  them  by  dialing  “10288”  (AT&T’s  10XXX  number),  “0,”  the 
area  code,  the  number  and,  if  desired,  the  calling  card  number.  Similarly,  BOC 
calling  card  users  and  those  wanting  to  place  an  operator-assisted  call  through  a 
preferred  carrier  should  follow  the  same  procedure,  substituting  the  access 
number  of  their  preferred  carrier  —  10222  for  MCI,  1 0333  for  US  Sprint  and  so 
on.  If  your  access  —  via  950, 800  or  1 0XXX  —  is  blocked,  you  will  hear  either  a 
busy  signal  or  a  recorded  message  saying  the  call  cannot  be  completed.  If  this 
happens,  find  another  phone.  Even  the  most  diligent  callers  may  later  find  that 
they’ve  been  tricked  by  a  competitive  clone.  However,  there  are  ways  to  remedy 
the  misfortune  and  salvage  your  company’s  bottom  line.  After  you  recover  from 
the  initial  shock  of  an  AOS  bill,  call  the  company  whose  name  appears  on  the 
bill.  If  you  can  get  through  to  a  customer  service  representative,  explain  the 
situation  and  request  a  refund  to  the  rate  of  your 
preferred  carrier.  If  the  company  is  uncooperative, 
write  to  the  FCC  (for  interstate  calls)  at  the  address 
below  to  apply  for  your  write-in  rebate.  The  letter  should 
explain  the  circumstances  of  your  experience  and  include  a 
copy  of  the  phone  bill.  For  intrastate  calls,  write  to  your 
local  public  service  commission. 

Not  every  AOS  provider  is  a  vampire  ready  to 
suck  the  green  from  your  company’s  bloodstream.  But  as 
the  supermarket  tabloids  blare,  “Aliens  are  everywhere, 
even  behind  push-button  pads.” 

If  you  have  an  AOS-related  complaint,  write  to  the  FCC  Common  Carri¬ 
er  Bureau,  Enforcement  Division,  Informal  Complaints,  Suite  6202, 
Washington,  D.C.  20554.  □ 


IT’S  HARD  TO  DRAIN  THE  SWAMP  when  those  reptiles  keep  getting  in 
the  way.  If  you  have  a  network  “alligator  story”  to  share  with  Network 
World  readers,  call  Steve  Moore,  features  editor,  at  (508)  820-7439  or  fax 
your  idea  to  (508)  820-3467. 
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speed  (56  Kbps)  or  low  speed  (9.6  Kbps). 

And  as  the  newest  addition  to  our  LN  family 
of  integrated  networked  products,  the  LN  DSU 
can  be  controlled  by  the  FMS 1000,™  our  easy-to- 
use,  affordable  network  management  system. 

Best  of  all,  the  LN  DSU  comes  with  the 
same  guarantee  we  made  famous  with  our 
modems.  Should  one  fail  during  the  first  year, 
we’ll  give  you  another  LN  DSU  free.  And  fix  the 
first  one,  also  for  free. 

That’s  Fujitsu  DSU  Insurance* — backed 
by  one  of  the  best  nationwide  service  networks 
in  the  business. 

So  if  you’re  looking  for  a  sure  thing  in  a 
DSU,  look  at  Fujitsu’s  LN  DSU — the  guaran¬ 
teed  winner  in  all  categories.  Call  Fujitsu  Data 
Communications  Division  at  800-422-4878,  in 
CA,  408-434-0460,  and  in  Canada  416-673-8666. 

•The  limited  offer  for  Fijjitsu  DSU  Insurance  is  only  open  to  new  purchases  of  LN  DSUs  from  an  authorized  Fujitsu  America 
distributor  and  is  subject  to  the  terms  of  our  DSU  Insurance  Policy. 

Accunet  is  a  trademark  of  AT&T.  FMS  1000  is  a  trademark  of  Fujitsu  America,  Inc. 


Fujitsu’s  new  LN  DSU  is  a  sure  winner. 

We’ve  incorporated  maximum  features  into 
this  versatile,  compact  design  to  bring  you  the 
most  advanced,  high  performance  DSU  ever 
to  be  networked. 

The  LN  DSU’s  superior  flexibil¬ 
ity  supports  DDS  (DDS1), 
DDS/SC  (DDS2),  64  Kbps 
M^,  clear  channel,  and 
Accunet™ 
switched  56. 
Additionally, 

,  it  offers 
restoral  capa¬ 
bilities  at 
either  high 


